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Catalogue... 


Your socket screw 
users will want 
this new book. 


Ask for copies .. . 
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Pro gress 


Clear cut Distributor Policy 
New — better — patented Product 
Modern productive Sales Plans 


—1intelligently directed 


Profitable Spread 


Protection 


@ Holo-Krome Distributors are profiting 


by this progressive platform. 


A request from you will bring particulars 


as to how we can materially aid you, too. 


The Holo-Krome Screw Corp. 


Bristol Connecticut 








THE “No. 


A popular trouble-free unit-type ratchet. 
Cuts clean, sharp threads on steel, wrought 
iron, cast iron, brass, copper, rubber or 
aluminum pipe. Right 
or left. 






Rugged individual 
die heads for each 
size of pipe } to 2”. 








With a Beaver Power Adapter 
No. 17 die heads may be con- 
verted into a handy power pipe 
threader—easily handled and 
operated by one man. 





Jobs like this are easy with 


No. 17 Beaver Ratchet. 


BEAVER PIPE I@DLS 


INCO 
300-400 DANA AVE. 





57" 


BEAVER 
















Note the re-en- 
forcing arch be- 
tween the dies to 
prevent spreading 
of die slots. Also 
large openings 
for oiling and 
chip clearance. 





Range ly to 2 inches 


The “No. 17” Beaver Ratchet is sold in separate units—a 
Ratchet Handle and individual die heads for each size pipe. 
The units may be purchased as desired. It is not necessary 
to buy the complete range. 


The “No. 17” is as simple as a solid die with the money- 
saving advantage of removable die segments which can be 
resharpened over and over again. The die segments are 
square in shape—no weak “off-set” to develop water 
cracks in heat-treating. Special long-throat die grinding 
produces easy starting and easy pulling. 

Each die head is a complete unit and will cut a standard 
thread only. No adjustment. No bushing is required. 


The “No. 17” is a popular tool because it is rugged in 
construction; it produces clean, sharp threads on all kinds 
of pipe and it is built to stand rough usage in the hands 
of unskilled or careless workmen. Its upkeep is very 
economical. 

There is a definite need for the “No. 17” in every pipe shop. 
You will do well to call the attention of your trade to its 
advantages. 
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fifth year of 


service to the 
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Exchange the Ends 








ih 
Know Sisbs + Wick 


your Ropes heation will give 


helpful hint, how to make wire rope last longer 
¢ Spencer advertisements in this pub 
other dollar saving intormation. Tell us 


at t your rope problem and we will give you the answer 





Frequently in normal use, most 
severe deterioration of wire 
rope due to- close bending, 
occurs near one of the ends. 
The life of a length of rope so 
damaged may be ma- 
terially increased by 
exchanging thedrum 
end with the load 


end, thus reversing the rope 
in use. At the same time worn 
sections in the remainder of the 
length will also be relocated 


and perfect sections exposed to 








the positions of greatest wear. 
We will gladly advise you the 
proper time for reversing the 
rope based upon your use ‘of 
ropes. Please write us about it. 
* 
WICKWIRE SPENCER STEEL 
CO., New York City; Buffalo, 
Chicago, Worcester; Pacifie Coast 
Headquarters: San 
Francisco; Warehouses: 
Portland, Los Angeles, 
Seattle. Export Sales 
Dept., New York City. 


by Wickwire Spencer 





Xe, 





‘ be used. Send for a 


BOTH ...STANDARD LAY AND WISSCOLAY PREFORMED. 
Wickwire Spencer manufactures all sizes and types of Wire Rope in stand- 

, ard lays and preformed. Wisscolay preformed wire rope will often solve a 
| wire rope application difficulty. Ask our engineers where and when it should 
free WIRE ROPE BOOK, Ut will prove of great value. 











Wickwire Spencer wire rope is profit making merchandise. Write us about the 
Wickwire Spencer proposition that offers fair competitive prices to both user 
and distributor. 


r 
i 


WICKWIRE SPENCER STEEL CO. 
41 East 42nd Street, New York 


Please advise me about your distributors’ plan, discounts and cooperative advertising. 
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PLACED INITIAL 


FOR SKILSAW 





@ Isn't this amazing acceptance an unmistakable sign that 
Skilsaw Portable Electric Tools are making phenomenal sales 
records and offering an opportunity for profitable new business 
to distributors? And no wonder . . . for the big complete 
Skilsaw line offers a sales potential comparable to that of any 
line of portable tools! 


Renad Nai 


ry) 


We are telling the industrial and construction industries about 
Skilsaw Tools through consistent advertising in such powerful 
magazines as Mill and Factory, Factory Management, Industrial 
Equipment News, Cotton, Modern Machine Shop, American 
Machinist, Hitchcock’s Machine Tool Blue Book, Woodworking 
Machinery, The Wood-Worker, Thomas’ Register, American 
Builder and others. 





>KILSAW DRILLS are huskier, KILSAWS are acknowledged everywhere 
smoother, finer—with extra powerful as undisputed quality leaders—famous 
motors, die cast alloy bodies, full ball for their record of performance. Rugged, 


bearing construction and advanced engi- safe, powerful and finely engineered, 
neering improvements in every detail. SKILSAWS are accurately built to give 
There are 10 powerful models to fit every complete satisfaction over many years of 
requirement, whether in production, main- service. There are 6 models, suitable for 
tenance or construction work. every type of work. 


ELECTRIMMER is the famous 
electric tool that trims hedges and 
shrubs ten times as fast as hand 
work. Cuts toughest hedges easily, 
smoothly and evenly. Very power- 
ful, but weighs only 6 Ibs. Every 
man who has a hedge is a prospect. 


SKILSAW BENCH GRINDERS 
have many new mechanical and 
construction features. Steady, 
powerful and quiet; outstanding 
performers for continuous or in- 
termittent service. A complete 
line of styles and sizes. 


industry. 
spraying 


purpose. 
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PORTABLE 


DURING CONVENTION WEEK!! 


SKILSAW BLOWERS and Sue 
tion Cleaners offer the safest, most to 40 times faster than hand 
eleaning method for 
Easily convertible for 


convenient 


Complete line of models for every 


DISTRIBUTORS 


STOC K ORDERS 


ELECTRIC TOOiS 








SKILSAW HAND GRINDER provides big savings on all 
grinding, filing, polishing, and butting work, Outperforms 
any similar tool you ever saw. Used on metals, rubber, 
stone, porcelain and compositions—at the bench or at the 
job—in industrial plants, pattern shops, foundries, pot- 
teries, machine shops. 





SKILSAW SANDER works 10 


sanding and produces a much 
finer finish. A money saver in 
maintenance or construction work 
with wood, metal, stone and com- 
positions. 


blow torch work. 








Dodge Distributors 
4 Can offer Tireltrisay 
Complete Trans- 


mission Service 








Dodge distributors are in a position to offer an exclu- 

sive service to industry. Because of the broad coverage 

of transmission requirements offered by the Dodge 

line, the distributor is not limited in his recommenda- 
) . tions. He can sell his customer the right drive for 
| every job. 


The Dodge line is not only complete in the sense that 
it offers every appliance necessary for the mechanical 
transmission of power,—it offers babbitted, roller and 
: — ball bearings; iron, steel, wood and iron spider wood 
rim pulleys,—each product offering the best solution 
: ; en for each condition of service encountered in industrial 
plants. 


The Dodge distributor can take full advantage of the 
present day demand of industry for drives that will cut 
costs, and meet new production demands. Leading 


authorities agree that savings of from 20% to 50% 


can be made by many plants. Dodge advertising and 


sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 


¢ 


paividual Drive 


” 
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to Save Money 





Industry is fully awake to the possibility of converting 
loss into profit through modernization of power drives. 


Industrial executives are giving serious consideration 


to the many ways provided to get the power to the 
work in an effort to find the best and least costly. 


Dodge distributors are able to offer valuable assistance 
to their industrial customers and prospects. They can 
not only offer a complete line of power drives but a 


complete and specialized engineering service. 


Dodge drives are assembled from modern, standardized 
parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 
for the buyer. 

® 


Only Dodge distributors can offer this service. Only 


Dodge distributors have this opportunity to serve and 
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| quarry and power plant, mill and factory—at a hundred and one 


points in their operation Thermoid products assure efficiency and 
economy. They are built for the job with a background of more than 
50 years of laboratory development and actual field performance. 


Thermoid’s place as a reliable supplier to industry has been made secure 





by conscientious service. Thermoid Rubber Company, Trenton, N. J. 


BELTING « HOSE *« TUBING *« PACKINGS 
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Metallurgists may call it molybdenum, but to the open stressed as well as unstressed portions of the metal. 

hearth men it’s just “moly.” Thus, this alloy is soft, ductile, and tough—de- 
“Moly” is far more potent than the same percent- pendably uniform in its rust-resistance and working 

age of most other alloy additions. qualities—unsurpassed by any ferrous metal in the 
“Moly” multiplies many times the effectiveness of same price class. 

the increased copper content employed in Toncan Toncan Iron Pipe is setting new life records in 


Iron. Added at the end of the re- 
fining period, the “moly” and cop- 
per lose their identity and form a 
new open hearth iron, copper and 
“moly” alloy. 

“Moly” produces and maintains 
a uniform grain of the proper size. 
This results in remarkably high 
fust-resistance of like degree at 


many severe classes of service—in 
brine wells, in plumbing, heating 
and cargo lines on shipboard, in 
acid sludge lines in refineries, in 
coal mines, in chemical plants and 
throughout general industry. 

The story of this modern alloy 
pipe is plainly told in “Pipe for Per- 
manence.” May we send a copy? 





RepublicSteel coronation 
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THE DEMAND IS INCREASING— 
—for the “TOLEDO” No. 1BR 1” to 2” Ratchet Threader. 


A few of its many superior features are: 


1. Better work holder. Three chuck jaws 144” wide clamp tool rigidly, accurately to the pipe 
even though the pipe is cut off crooked. Large wing-head thumb screws provide better 
grip. 


2. Sturdier construction. Stronger work holder. Hardened steel taper pins. No soft metal 
parts to wear. Longer taper pin bearings—no danger of working loose or stretching. No 
skimping in weight to weaken tool and shorten its length of service. 


3. Better balance. Ratchet handle near center of tool, making a properly balanced tool as it 
is put on the pipe. Easier handling. 


The “TOLEDO” Representative in your district has one of these popular medels 
in his demonstration truck for inspection and demonstration purposes. Don’t fail 


to make use of this “TOLEDO”’ sales help. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


TOLEDO, OHIO NEW YORK OFFICE AND DISPLAY: 72 LAFAYETTE STREET 
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OPPORTUNITY 


HE Industrial Supply and Machinery 

Distributors’ Trade liked its Code of 
Fair Competition as was proved by various 
checks made from time to time and by the 
resolution requesting a two-year extension 
passed unanimously at last month’s Triple 
Convention. Its passing, along with codes 
for all other industries, is to be regretted 
and it is only natural that distributors 
should be somewhat disturbed at the 
situation. 

Business in the supply industry has been 
definitely better. Undoubtedly, NRA has 
been a stabilizing influence. It has pointed 
the way to cooperation and inspired con- 
fidence. But the passing of NRA does not 
mean the passing of real cooperation. It 
should inspire a greater willingness than 
ever among distributors to work shoulder 
to shoulder so that progress started during 
NRA can be continued. The present situa- 
tion is one to be met by cold analysis and 
practical, hard-headed leadership. 

Analysis must come first. Just where do 
we stand? We know that business condi- 
tions have improved steadily since the NRA 
went into effect. We know that there has 
been less price cutting, less unfair competi- 
tion. We know that out of the friendly 
contacts brought about by the requirements 
of NRA has come a better understanding 
which has probably been the strongest 
force for better competitive conditions in 
the whole setup. 

On the other side of the fence, we know 
that many industrial leaders and capitalists 
have sincerely felt that their rights, par- 
ticularly as applied to labor, have been 
trampled and have withheld purchases of 
capital goods. We know that our code, aside 
from its fair trade provisions, was totally 
unnecessary, since industrial distributors, 
as a whole, paid wages well above the code 
minimums even in the blackest times. 

The only valuable thing that has been lost, 
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then, through the Supreme Court’s De- 
cision, is that section of the code which con- 
tained the fair trade practice provisions. 
But has it? Isn’t it a fact that in all but 
a very few territories, compliance with code 
provisions was obtained, not through the 
machinery of the code, but rather through 
the local groups? Isn’t it true that the fight 
for better margins and fixed resales has 
been carried on by the trade associations 
and not by the National Code Authority? 

We are not adopting the Pollyanna atti- 
tude of many who have said, during the last 
few days, that now business will boom. We 
do think, however, that the milk which has 
been spilled amounts to a very few drops 
as far as distributors are concerned and 
that time spent in shedding more than one 
or two tears is sheer waste. There exists 
the skeleton of a national trade association 
capable of dealing with even the large num- 
ber of manufacturing industries interested 
in our field. More local groups than ever 
before are in existence and have within 
their power the ability to create a state of 
fair competition equal to or better than 
that existing for the past two years. It is 
more than possible that general business 
will be kicked upward by the realization 
among industrial leaders that it is strictly 
up to them to maintain the benefits of NRA 
which they so long denied and for which 
they are now screaming. 

This is a moment of responsibility for 
every distributor of industrial supplies as 
well as a moment of opportunity. The op- 
portunity exists, right now, to make this 
industry truly self-governing, above all poli- 
tics, through the development, on a volun- 
tary basis, of a simple workable program of 
fair competition. It should be based on the 
principle that all men are selfish. It should 
require, above all, the elimination of se- 
erecy. It should encompass sound cost 
methods. Grasp this opportunity. 








Malleable, Promal and steel buckets 
of all types, including Salem. 


Take-ups — all kinds. 





A complete line of 
bearings, hangers, couplings, 
shafting and other power 








Original Helicoid and sectional- 
flight screw conveyor. 
















Every Industry is a Market for 


LINK-BELT 


CHAINS-SPROCKETS 
CONVEYING AND 
TRANSMITTING 
EQUIPMENT - -- 





Pulleys of alltypes for power 
transmission and conveying. 


ey 





Promal and Malleable iron Chains of all types. 





Gears—cast and cut tooth. 
Ac ; 66. 


e 


Cast tooth and cut tooth 
sprockets of all types. 


Clutches of various types. 








Steel chains for every conveying and power transmission service. 





Combination iron and steel chains. 








Silverlink roller chain 

ves. Drives up to 
225 H.P. and over, 
in speed ratios of 1 to 
1 up to 8 to 1, for 
stock by distributors. 










THe dependable performance of Link-Belt equipment has 

been established throughout industry. Nationally adver- 
tised, Link-Belt equipment has become synonymous with 
reliability—the best that money can buy. 


You need offer no apology when you sell a product that is 


“Built and Backed by Link-Belt.’”’ 
LINK-BELT COMPANY an 


The Leading Manufacturer of Equipment for Handling Materials and Transmitting Power 
CHICAGO PHILADELPHIA INDIANAPOLIS ATLANTA SAN FRANCISCO TORONTO 
Offices in Principal Cities 






Silverstreak silent chain drives. 
Drives ‘2 to 60 H.P. in speed 
ratios of 1 to 1 up to 7 to 1, 
for stock by distributors. 
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MILL SUPPLIES 


With Which is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 
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THE CONVENTION IN BRIEF 


® More than 500 distributors and manufac- 
turers attended the annual Triple Conven- 
tion at Pinehurst, North Carolina, May 13, 
14,15 and 16. Perhaps no better indication 
of returning prosperity has been observed 
for several years. Meetings were unusually 
well attended despite the fact that this 
famous resort offered much in the way of 
outside attractions. 


® Arthur D. Whiteside, president, Dun and 
Bradstreet and former member, National 
Industrial Recovery Board, discussed the 
future of NRA and outlined a course of ac- 
tion for industry cooperation. 


® William P. Jeffery, attorney, outlined 
permissible manufacturer-distributor co- 
operation and advocated a program for the 
elimination of secrecy, his contention being 
that only such a program would accomplish 
the fair competition desired by the industry 
and still be legal. 


© Members of the National Supply and Ma- 
chinery Distributors’ Association approved 
a plan for the reorganization of that group 
on a territorial basis. This plan includes a 
recommendation for a new schedule of dues 
based on volume of sales and the election of 
an executive committee consisting of one 
member from each of the six areas. 


© A new name, “Industrial Supplies Re- 
search Bureau,” was adopted for the Joint 
Merchandising Committee. Contributors 
henceforth will be limited to members of 
the three associations. A governing board 
consisting of two men from each associa- 
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tion will direct the Bureau’s activities. A 
budget goal of $75,000 was set. 


® A clinic on better merchandising pro- 
duced many fine suggestions on how to im- 
prove distribution activities. A feature was 
a discussion on the distribution of manu- 
facturers’ sales helps by John T. Potts, 
newly-elected president of the National As- 
sociation. 


® Product Group meetings, sponsored by 
the American Supply and Machinery Manu- 
facturers’ Association were unusually well 
attended. Fewer controversies indicated 
decided improvement in manufacturer-dis- 
tributor relationships during the year. 


® Newly elected presidents are: John T. 
Potts, The Galigher Company, Salt Lake 
City, Utah, National Association; Frank 
M. Archer, Superior-Sterling Company, 
Bluefield, West Virginia, Southern Associa- 
tion and L. M. Knouse, Stanley Electric Tool 
Company, American Association. 


® American Association heartily endorsed 
the work of Manufacturers’ Relations Com- 
mittees of the distributor organizations. 
Much good, in this group’s opinion, will 
come from an elimination of secrecy on 
prices and sales policies. 


® Both distributor organizations endorsed 
by resolution an extension of NRA, con- 
demned the executive order authorizing a 
cut of 15% on government business, reaf- 
firmed their desire for a uniform cash dis- 
count, denounced the Wagner Bill as well 
as the Black Thirty-Hour Week Bill. 
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STRONG LEADERS 
NEEDED! 


HE principal speaker at the 

annual Triple Convention, Ar- 
thur D. Whiteside, president, Dun 
and Bradstreet and former mem- 
ber, National Industrial Recovery 
Board, opened the meeting with an 
address in which he discussed the 
future of NRA and pointed to the 
necessity for strong industry lead- 
ership and a clear-cut determina- 
tion of costs. 

Mr. Whiteside, by tracing the 
history of previous depressions, 
brought out the fact that this one 
was by no means the worst and 
condemned those who would build 
a new economic system on the pre- 
mise that such was the case. Essen- 
tially, he said, there is little differ- 
ence between the problems pre- 
sented now and those which con- 
fronted industrialists in 1873 and 
1893. 

While not exactly enthusiastic 
about NRA in its present state, Mr. 
Whiteside contended that in prin- 
ciple the law was sound, especially 
that portion which would encour- 
age fair competition. He particu- 
larly stressed the importance of 
determining the cost of doing busi- 
ness and outlined in some detail the 
difficulties which beset the admin- 


12 


istrators of the Act in obtaining 
approval for various cost formulae. 
In discussing open price filing, 
Mr. Whiteside contended that, in 
his opinion, every industry should 
be given this means of putting 
competition on a fair basis until the 
industry abused such privilege. He 
asserted that price fixiny in most 
cases was impovsible. Returning 
to the subject of open prices, Mr. 
Whiteside cited the fact that buy- 
ers had become most skillful in 
hammering prices down while sell- 


A. D. Whiteside addressing dele- 
gates to the Triple Convention. 
Others on the platform include 
J. H. Williams, president, Ameri- 
can Association, T. L. Lewis, 
president, Southern Association 
and W. T. Todd, Jr., president, 
National Association. 


ers, unorganized, had been made 
to foot the bill. 

The average buyer, he said, did 
not consider it unethical to “kid” 
salesmen about mythical low quota- 
tions and only a firm stand, backed 
by sound cost methods, could com- 
bat such practices. 

By way of example, Mr. White- 
side stated that he had never cut 
a price in his life but had always 
striven to meet competition by 
making his product or services just 
a little better than the other fel- 
low’s. This method, he said, per- 
mitted him to do business in such a 
way that he had nothing to hide. 

It is useless to look abroad for 
help, said Mr. Whiteside. This in- 
dustry, and other American indus- 
tries, has the intelligence and 
courage to work out its own prob- 
lems but it must coordinate its 
efforts and seek out leaders who will 
point the way in a campaign of 
planning and foresight. Immediate 
results cannot be expected from 
a cooperative movement, hence 
strength of character and foresight 
among its leaders are vital, he said. 


The recently elected code author- 
ity of the Industrial Supplies and 
Machinery Distributors’ Trade. 
Left to right: A. M. Smith, 
George A. Fernley, John Pitts, 
George Eckhardt, W. T. Ryan, A. 
C. Cook, Charles Curtis, P. A. 
Converse, B. H. Ackles, Herbert 
Edge and J. R. Kelley. A code 
authority meeting was held Satur- 
day, May 11. 
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WILLIAM P. JEFFERY 


HE subject assigned for my 

remarks is “Permissible Co- 
operation between Manufacturers 
and Distributors.” I am asked to 
discuss this from the legal angle, 
that is, what cooperation is legally 
permissible ? 

Law is a dry subject, so if I 
should wander into the business 
phase you will understand the rea- 
son why. 

The first cooperative program 
which comes to mind is price fix- 
ing or price agreements. 

We need spend no time on price 
fixing and price agreements. You 
know as well as I do that such 
agreements are illegal, and that the 
most ingenious lawyer cannot de- 
vise a legal system of operating 
such a program. 

Before discussing this or any 
other program, I should like to 
point out that I am not dealing 
with the ordinary, normal conversa- 
tions which of necessity must oc- 
cur between competitors. I think 
such conversations are necessary 
and proper. I am not particularly 
alarmed about illegality from the 
standpoint of the individual or pub- 
lic welfare, even if the subject is 
price and you may over-step accord- 
ing to the view of highly technical 
government prosecutors. I intend 
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An address delivered before a joint meeting of 
the three associations by William P. Jeffery. 


Mr. Jeffery, a lawyer, is familiar with market- 
ing problems through his association with sev- 
eral groups of manufacturers in this industry. 


A PROGRAM 
for the 
ELIMINATION of SECRECY 


to deal only with formal, industry- 
wide programs. 

Also keep in mind I am not dis- 
cussing codes. I am discussing 
programs outside of codes. 

The next program which comes 
to mind is resale control. As a 
cooperative activity the answer is 
“No” from the standpoint of legal- 
ity. Notwithstanding the fact that 
laymen pretty well understand the 
existence of the legal prohibition, 
hope springs eternal. No later 
than this morning a friend asked 
me to present some method or 
scheme whereby manufacturers and 
distributors im cooperation could 
legally operate a resale control pro- 
gram. My friend was complimen- 
tary, but unduly optimistic with re- 
spect to my ingenuity. 

I will not go through the list in 
detail, but we all know about pro- 
grams for customer allocation, cus- 
tomer classification and price dif- 
ferentials. In some degree and in 
some minor details, programs deal- 
ing with these subjects might be 
legal, but, broadly speaking, as 
clean-cut programs operated in the 
form desired there is no question. 

I do not wish to indulge in legal 
hair splitting, but as a matter of 
precaution I should say that there 
is a vast distinction between direct 


programs which take hold of these 
subjects and programs inherently 
legal which may have price stabili- 
zation, proper customer allocation 
and classification as objectives. I 
do not intend to discuss the dis- 
tinction, but it is important from 
the legal angle. 

The above is a rather discourag- 
ing picture. No doubt you would 
like to hear about some worthwhile 
program to which the answer might 
be “Yes.” Is there a worthwhile 
“Yes” program? 


EFORE I make any sugges- 

tions on the “Yes” phase, I 
should like to make some general 
observations. Prior to the Recov- 
ery Act an endless number of co- 
operative schemes were tried. By 
and large, they failed. We blamed 
the law and its prohibitions. We 
sincerely felt that if legal freedom 
were granted we could solve the 
problem. 

Out of a clear sky the Recovery 
Act was presented to us; hopes ran 
high, and we thought we had the 
longed for opportunity. Today a 
conflict is raging as to whether we 
have been given opportunity or are 
suffering under regimentation and 
a prohibition.law. I pass this ques- 
tion, but I do direct your attention 
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to the fact that even under a sys- 
tem of more or less legal freedom, 
we have not been able to solve the 
problem. 

Price fixing by codes exists, and 
codes cover practically every one 
of the previously longed for pro- 
grams. Somehow they are not 
working. Whatever may be the 
reason and wherever we may place 
the blame, this development does 
suggest the thought that possibly 
our trouble has not been legal pro- 
hibitions, but that our programs or 
methods for solving the problem 
have been defective. 

It seems to me that in working 
out programs, the above thought 
and our experience under code op- 
eration should be kept in mind. In 
that connection, it seems to me that 
we should be wise to keep before 
us the few things which I think are 
fundamental and which must be 
recognized in the formulation of 
any plan which will be successful. 

We are a liberty loving people. 
We have pretty definite ideas of 
independence and the right of the 
individual. Whatever program we 
may at the moment espouse, when 
it comes to operation, I think we 
all resent and oppose interference 
with the following, which, appar- 
ently. we feel are fundamental 


1. Karl Kologiski,  Jr., 
Keystone Lubricating 
Company; S. D. Yard- 
ley, Gulf States Steel 
Company; H. A. Buzby, 
Keystone Lubricating 
Company. 


i) 


J. D. Nicklis, Ceveland 
File Company; Karl 
Kologiski, Jr., Keystone 
Lubricating Company. 


3. Mr. and Mrs. W. E. 
Cross, Victor Saw 
Works. 


4. Mr. and Mrs. T. Wick- 
man, H. M. Harper 
Company. 


5. W. A. Phyllis, Beaver 
Pipe Tools, Incorpo- 
rated; R. A. Shaffer, Si- 
monds Saw and Steel 
Company; W. H. Clark, 
Samuel Harris and Com- 
pany; Frank Greene, 
Delta File Company; 
W. M. Paterson, Tri- 
mont Manufacturing 
Company. 


rights. We cling to the right: 

(1) To determine our own 

prices; 

(2) To select our own custom- 

ers; and 

(3) To determine our own price 

differentials between dif- 
ferent classes of trade. 

It makes little difference whether 
the restriction on these points is 
the result of agreement or coopera- 
tion, or is the result of a legally 
imposed requirement. The result 
is the same—we resent the restric- 
tion. 

We will not stand for regimenta- 
tion or prohibition. Further, I 
think any program must recognize 
that it is doomed to failure unless 
it appeals to the self-interest of the 
individual. Of course, this means 
it also must be fair and reason- 
able. 

Another thing to keep in mind 
in connection with past programs 
is that practically all have been on 
the basis which requires unani- 
mous consent and unanimous per- 
formance. I think it is true that 
all previous programs have been 
built on the basis of advantage to 
the non-cooperator. In other words, 
they have been built on the basis 
of holding an umbrella over the 
man who did not get aboard the 
band wagon. 

As a result of considerable 
thought from this angle, I reach 
the conclusion—and I should be 
glad to have you reflect as to its 
correctness—a program to be effec- 
tive must be fair, reasonable and 
entirely lacking in arbitrary re- 
straints. 

Next, speaking broadly, I will 
state that any plan which is fair, 
reasonable and lacking in arbitrary 
restraints is also legal. Expressed 
another way, I sincerely believe any 


plan which is a practical one will - 


also be a legal one. In other words, 
practicality and legality are pretty 
nearly anonymous. 


ITH this background and 

preparation I will hazard 
presenting to you a program which, 
from the legal aspect, carries a 
“Yes” answer, and which, from 
the commercial aspect, can, I think, 
be made practical. The program 
is not of my invention. At the 
moment it is little more than a 
thought or an idea, but I am con- 
fident that the thought is crystal- 
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lizing, and that the time is coming 
when it will be translated into a 
program in the cooperative field. 

For lack of a better phrase, I 
will describe the program as one 
for the “Elimination of Secrecy in 
Merchandising.” 

An elimination of secrecy pro- 
gram is promised on the concept 
that the price and terms and con- 
ditions of sale to one customer are 
the business and affair of another 
customer. It is a program where 
the buyer is brought into the co- 
operative picture. An elimination 
of secrecy program is one which 
is and should be for the benefit 
of both buyer and seller. 

The claim will immediately be 
made that secrecy is necessary and 
its elimination utterly impractica- 
ble. It is not my intention to jus- 
tify my suggestion by presenting 
an operating program or the ma- 
chinery for the elimination of se- 
crecy. This is a matter of mechan- 
ics, and undoubtedly there are 
many ways to attack the problem, 
assuming the will to attack it ex- 
ists. 

Whatever you may say as to im- 
practicality, I know that many very 
practical business men are begin- 
ning to think the contrary.  In- 
dividuals, without regard to coop- 
eration, are recognizing the injury 
incident to secrecy, and in their 
own merchandising courses are 
eliminating secrecy. In so doing, 
these men are not trying to reform 
the world, but are attempting to 
conserve their own interests and to 
safeguard their property and prof- 
its. Experience has shown that 
they are not wrong in the course 
they are following. 

Next, what is secrecy—why is it, 
and what are its results? The se- 
crecy to which I refer is in connec- 
tion with the prices, terms and con- 
ditions of past sales. By an 
elimination of secrecy program | 
mean a program under which these 
facts with respect to past trans- 
actions will be known. 

I need spend little time in dis- 
cussing the reasons why secrecy in 
this respect now exists in business. 
By and large, it is a device by 
which each of us as a buyer hopes 
to secure special and possibly un- 
fair advantage. 

A secret to be effective must be 
kept. We may deny the right of 
one customer to know the prices, 
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terms and conditions of sales to an- 
other customer. Nevertheless, we 
have not reached the stage where 
we tell our customer the above is 
none of his business. Instead, we 
misrepresent. This is a result of 
the secret method of transacting 
business. It leads us into business 
courses which, when all is said and 
done, are no more than dishonest. 

Most men under a secret system 
have to resort to this type of dis- 
honesty, but I venture to say that 
the great bulk would be glad to be 
relieved of this business necessity. 


PROGRAM for the elimina- 

tion of secrecy is in reality 
no more than a program for the 
elimination of misrepresentation in 
selling. Business by and large con- 
ceives it is not chicanery and fraud 
to misrepresent prices, terms and 
conditions of other sales. There is 
no particular reason why this 
should not be misrepresentation for 
which we should be responsible, the 
same as for quality misrepresenta- 
tion. We recognize the propriety 
and practicality of standing re- 
sponsible for quality misrepresenta- 
tion. Why do most men say that 
the elimination of secrecy with re- 
spect to the terms and conditions 


6. R. H. Pindell, Alexan- 
der Brothers. 


~I 


H. J. Ferguson, Moline 
Malleable Iron Com- 
pany; R. A. Shaffer, Si- 
monds Saw and Steel 
Company; F. A. Dewey, 
Yale and Towne Manu- 
facturing Company; W. 

Feddery, Hardware 
Age. 


8. G. F. R. Bahnson, Wil- 
liam H. Taylor and 
Company; F. M. Crow, 
SKF Industries; C. C. 
Krueger, San Antonio 
Machine and _ Supply 
Company; T. M. Ander- 
son, Riverside Mills; H. 
H. Riddle, George 
Worthington Company. 


9. John Rooney and C. H. 


Marston, Geare - Mar- 
ston Advertising 
Agency. 


10. H. H. Riddle, George 
Worthington Company; 
J. C. Duke, Minnesota 
Mining and Manufactur- 
ing Company. 
























































































of other sales is impractical then? 

I will agree that the elimination 
of secrecy is utterly impractical if 
business courses are to continue as 
at present and no changes are made 
in them. I admit that if the full 
light of publicity is turned on there 
will be many, many changes. Does 
this not suggest the thought that 
our trouble lies in the defects 
which exist in the merchandising 
structure? Does it not also suggest 
the thought that business men are 
themselves impractical when they 
attempt by main force to develop 
industry health under a merchan- 
dising system which is inherently 
defective and unsound? Would it 
not be much wiser to eliminate the 
defects and unsoundness? Is not 
this a preliminary step to any 
worthwhile, permanent remedy? 

I wish you practical business 
men would ponder this statement— 
the utter impracticality and ab- 
surdity of attaining industry health 
upon a structure which rests upon 
defective and unsound practices. I 
ask you if it is not true that all 
your program efforts have been 
built around protecting and safe- 
guarding the unsound rather than 
upon their elimination? 

It is not my purpose to argue for 


11. W. J. Charles, Penn 
General Supply Com- 
pany; W. H. Gebhart, 
Henry Disston and 
Sons. 


12. W. L. Pond, Nicholson 
File Company; Paul 
Heller, Heller Brothers 
Company. 


13. E. B. Hunn, C. S. Mer- 
sick Company; L. B. 
Augustine, Dumore 
Company; P. G. Mad- 
dock, Maddock and 
Company. Mr. Maddock 
was reelected to the ex- 
ecutive committee of 
the National Supply and 
Machinery Distributors’ 
Association to serve 
until the new commit- 
tee is chosen under the 
revised by-laws adopted 
at this meeting. 


14. Mr. and Mrs. Charles 
E. Curtis. Mr. Curtis is 
president of the West- 
ern Iron Stores Com- 
pany, Milwaukee. 


15. Mr. and Mrs. H. H. 
Kuhn. Mr. Kuhn is gen- 
eral manager of the 
Hardware and Supply 
Company, Akron. 








or against any particular merchan- 
dising course, or to make any 
claims as to what is a good, bad or 
indifferent merchandising course. 
But I do claim that a merchandis- 
ing course which has to depend 
upon secrecy and the chicanery and 
fraud incident to it has little to 
justify its existence. The only true, 
sound merchandising course is one 
which will stand up if the facts 
are known. 

I have previously referred to the 
defects in programs such as price 
agreements, resale control and cus- 
tomer allocation. I have pointed 
out that arbitrariness and restric- 
tion upon the rights and interest of 
the individual are one reason for 
their failure. A program for the 
elimination of secrecy has nothing 
arbitrary in it. It does not tres- 
pass upon the individual rights of 
the individual. Every seller can 
continue to make his own decisions, 
and every distributor in function- 
ing as a buyer can continue to do 
the same. 

A program for the elimination of 
secrecy does not require 100 per- 
cent agreement and performance. 
It does not reward the man who 
does not join in the move; rather, 
it penalizes the hold-out. I am 
sure a business conducted on a 
sound, fair, honest basis will in the 
long run succeed against one oper- 
ated on a contrary basis. 

A manufacturer will look askance 
at a plan when he thinks of the five 
or ten percent of his accounts now 
receiving preferential treatment. 
He will visualize his inability to 
continue this preferential treat- 
ment under a system of openness. 
He will fear the loss of the specially 
favored. 

I think a manufacturer has little 
to fear. Whatever he may jeopar- 
dize or lose in connection with his 
five or ten percent volume, he can 
more than make up in the good 
will and business growth possibili- 
ties incident to fair treatment to 
the ninety-five percent. This is not 
theory. I speak from knowledge 
based on experience. 

Do not think I am condemning 
the quantity discount. A quantity 
discount based upon sound econom- 
ics, facing the test of an open, hon- 
est, business course, is one thing; a 
quantity discount based on secrecy 
is in reality not a quantity discount. 
It is no more than a dishonest de- 
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vice to delude and take unfair ad- 
vantage of the great bulk of those 
who are the main support of the 
seller. 

Distributors, when functioning 
as buyers, will also think of the 
preferentials which they are secur- 
ing—or think they are securing— 
on five or ten percent of their vol- 
ume. They will hate to lose these 
preferentials. 

When I say distributors, I am re- 
ferring to the great rank and file 
and not to those few who are rea- 
sonably secure in their preferen- 
tial position. 

The rank and file distributor 
could, I think, wisely forego these 
few benefits, actual or imaginary, 
if by so doing he would contribute 
to the elimination of similar advan- 
tages to competitors which probably 
exist, with respect to the other 
ninety-five percent of the volume he 
buys. 

A program for the elimination of 
secrecy does not need cooperation 
between buyer and seller, but if it 
is properly operated on the basis 
of such cooperation it will move 
forward with greater rapidity and 
both buyer and seller will be the 
beneficiaries. Not only will they 
benefit themselves individually, but 
they will be contributing toward 
necessary business reforms and will 


be contributing to public welfare. 
fr 


F, by chance, any group should 

attempt to translate. these 
thoughts into a program effort, a 
dangerous feature would immedi- 
ately appear. Every man has his 
own ideas as to the courses mer- 
chandising should follow. Natu- 
rally, each desires those which fit 
into his own picture. Therefore, 
the temptation would be strong to 
add frills whereby distributors 
would not buy from this, that or 
the other concern if such concern 
followed this, that or the other mer- 
chandising courses. 

Frills would be added whereby 
only certain facts would be brought 
into the open, while others would 
be allowed to remain in the realm 
of secrecy. The temptation would 
be strong to put prohibitions into 
the picture. 

If anything of the kind is done, 
a program for the elimination of 
secrecy is doomed to failure. It 
will become impractical. Warring 
groups and endless disputes would 
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develop. In addition, illegality 
would immediately make its appear- 
ance. 

To sum it up, it seems to me in 
program building we must give 
more attention to principles and 
fundamentals. Our program must 
attack and not safeguard the prac- 
tices which are unsound. Cooper- 
ation must recognize and appeal to 
self-interest. The arbitrary must 
not be present. The non-cooperator 
should not be given special privi- 
lege. Under a program embodying 
these features, I believe there is 
some hope for a cure. 

I believe an elimination of se- 
crecy program does embody these 
features. It does at least contain 
the most important of them. It 
penalizes the unfair and the un- 
sound, and will contribute toward 
the development of a merchandising 
structure which is sound, fair, hon- 
est and beneficial to everyone oper- 
ating under it. 

In presenting these suggestions 
I have no illusions. Notwithstand- 
ing what I have said, you will 
charge me with being a theorist. 
You will say it is a very beautiful 
picture, but that I am utterly im- 
practical; that I am a dreamer and 
am picturing a Utopia. 

I admit that what I have sug- 
gested is theory and at the moment 
is little more (Continued on 131) 


16. W. G. Uhler, Cleveland 
Cap Screw Company. 


17. Mark Weidman, Victor 
Balata and Textile Belt- 
ing Company; E. B. 
Hunn, C. S. Mersick and 
Company; L. R. Hall, 
Sprout Waldron and 
Company. 


18. M. A. Coe, Stanley Rule 
and Level Plant; H. W. 
Blackman and L. M. 
Knouse, Stanley Elec- 
tric Tool Company. Mr. 
Knouse is the new 
president of the Ameri- 
can Association. 


19. Mark Weidman, Victor 
Balata and Textile Belt- 
ing Company; Ed Byrne, 
Columbus - McKinnon 
Chain Corporation. 


20. H. G. Seaman, Behr- 
Manning Corporation; 
W. R. Moore, Norton 
Company; R. C. Duncan, 
R. C. Duncan Company. 
Mr. Duncan all but 
slipped entirely out of 
the picture. 
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NATIONAL ASSOCIATION 
REORGANIZED 


Changes in constitution and by-laws providing 
for organization on a territorial basis unani- 


mously approved. 


Small order survey and 


report of committee on manufacturers’ relations 
also create interest at thirtieth annual meeting. 


HE thirtieth annual meeting 

of the National Supply and 
Machinery Distributors’ Associa- 
tion was featured by the unanimous 
approval of sweeping changes in its 
constitution and by-laws, an out- 
standing report on the small order 
problem and the fine work of a 
committee on manufacturers’ rela- 
tions. 

The changes in the constitution 
and by-laws, which were framed by 
a committee consisting of H. H. 
Kuhn, chairman, B. H. Ackles, J. 
R. Kelley, Charles E. Curtis, W. J. 
Radcliffe, C. A. Channon and W. 
T. Ryan, call for the division of the 
territory covered by this association 
into six trading areas (see map), 
the election of one member from 
each trading area to the executive 
committee and the election of of- 
ficers by mail ballot prior to the 
annual convention. In addition, the 
committee recommended a new 


graduated schedule of dues, rang- 
ing from $25.00 per year to $150.00 
per year and the employment of a 
full time secretary. 

The six areas shown on the map 
are made up as follows: Area 1, 
Maine, New Hampshire, Vermont, 
Rhode Island, Connecticut and Mas- 
sachusetts; Area 2, New York east 
of Buffalo, Pennsylvania east of Al- 
toona, Maryland, Delaware, New 
Jersey and the District of Colum- 
bia; Area 3, Pennsylvania west of 
and including Altoona, New York 
west of and including Buffalo, Ohio, 
lower peninsula of Michigan and 
all of Kentucky north of and includ- 
ing Louisville and Lexington; Area 
4, Indiana, Illinois, Wisconsin, up- 
per peninsula of Michigan, Minne- 
sota, Iowa, Nebraska, Missouri, 
Kansas, North Dakota and South 
Dakota; Area 5, Montana, Idaho, 
Wyoming, Utah, Colorado, New 
Mexico, Arizona and Nevada; Area 








John T. Potts, The Galigher 
Company, newly elected presi- 
dent, National Supply and Ma- 
chinery Distributors’ Association. 


6, Oregon, Washington and Cali- 
fornia. 

On the subject of the election of 
the executive committee, the 
changes provide: “Each of the six 
members of the Executive Commit- 
tee shall be selected by the members 
of the association as outlined in 
Article 3-A. 

“Sixty days prior to the annual 
meeting the secretary of the asso- 
ciation shall send an inquiry to 
each member in each area asking 
for the members to suggest a man 


Officers and temporary executive 
committee, National Association: 
Percy Maddock, John T. Potts, 
R. C. Duncan, W. T. Ryan, C. A. 
Channon, Percy Ridings, Harry 
Rinehart and George Eckhardt. 
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to serve his area as a member of 
the Executive Committee of the 
National Association, with the re- 
quest that this name must be sub- 
mitted in 30 days. The two re- 
ceiving the highest number of votes 
shall have their names resubmitted 
to the members in each area by the 
secretary’s office with the request 
that they vote within ten days. The 
secretary shall count the ballots and 
announce the result to the Officers, 
Executive Committee and Advisory 
Board; and shall retain the ballots 
for audit by the Executive Commit- 
tee at their first meeting following 
the election. The man receiving 
the highest number of votes shall 
be declared elected to serve that 
area on the Executive Committee. 

“No member of the Executive 
Committee shall serve for more 
than two consecutive terms.” 

Another change provides for the 
nomination of officers by a nomi- 
nating committee of six members 
—one from each area—and their 
election by mail ballot sent to all 
members 60 days prior to the an- 
nual meeting. 

The suggested scale of dues is as 
follows: 


Annual volume Dues 
Under $50,000 ............ $25.00 
$51,000 to $99,000 ........ 40.00 
$100,000 to $249,000 ...... 60.00 
$250,000 to $499,000 ....... 75.00 
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Areas determined by National As- 
sociation under new territorial or- 
ganization. While not indicated, 
certain members in West Virginia 
are included. This state is split 


between the two _ associations. 
$500,000 to $749,000 ....... 100.00 
$750,000 to $1,000,000 ..... 125.00 
Over $1,000,000 ........... 150.00 


Small Order Survey 


The Overhead Expense Research 
Committee of the National Associa- 
tion, headed by E. E. Stvan and 
C. A. Channon, presented to the 
members a very interesting study 
on the small order problem. This 
study was based on a survey con- 
ducted early this year. 

In brief, the results of this sur- 
vey, containing information from 
distributors in all parts of the 
country and covering more than 
50,000 orders, follow: 

1. Half of all orders were for less 

than $5.00. 

2. Average value of orders for 

less than $5.00 was $2.50. 

3. Average gross margin on 

these orders was 30% or $.75 
per order. 


4. Approximately 8% of total 
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sales volume was in orders for 
$5.00 or less. 

5. Margin on these orders is 
12% of total margin. 

6. Margin obtained on small or- 
ders covers only 13% of total 


expense. 
It was brought out during this 
meeting that while distributors 


couldn’t and shouldn’t hope to en- 
tirely eliminate small orders, much 
could be done by way of education 
and selling to reduce this loss of 
profit. 


New Officers 


New officers elected by the Na- 
tional Association include: Presi- 
dent, John T. Potts, The Galigher 
Company, Salt Lake City, Utah; 
first vice-president, Percy Ridings, 
Syracuse Supply Company, Syra- 
cuse, New York; second vice-presi- 
dent, Russell C. Duncan, R. C. 
Duncan Company, Minneapolis, 
Minnesota; secretary - treasurer, 
Henry P. Rinehart; executive sec- 
retary, George W. Eckhardt. 

The following were elected to 
serve as members of the Executive 
Committee until an election is con- 
ducted in accordance with the 
changes outlined above: P. G. Mad- 
dock, Maddock and Company, Phil- 
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WHEREAS, Distributors of Industrial Supplies have found their 
Code of Fair Competition of invaluable assistance in correcting the 
chaotic conditions that formerly existed, and especially helpful to the 
many smaller concerns in the trade whose business was seriously men- 
aced by the destructive competitive practices that existed, and 


WHEREAS, the experience of distributors of industrial supplies 
during the nineteen months they have functioned under their code dem- 
onstrates that the regulation of competitive practices has benefited 
not only members of our trade but also our employees and proven 
fair and equitable to consumers, and 


WHEREAS, we regard the continued regulation of competition 
under government supervision as essential to the payment of higher 
wages, the restriction of working hours, and the establishment of 
normal economic conditions, therefore be it 


RESOLVED by members of the National Supply and Machinery 
Distributors’ Association and the Southern Supply and Machinery Dis- 
tributors’ Association in convention assembled at Pinehurst, North 
Carolina, this fourteenth day of May, 1935, that we hereby petition 
members of the Senate and House of Representatives that they extend 








the desires of President Roosevelt. 





the National Industrial Recovery Act for another two year period, to 
apply to both intrastate and interstate commerce, in accordance with 








adelphia; W. T. Ryan, Cutter, Wood 
and Sanderson Company, A. R. 
Smith, Boyer-Campbell Company, 
and C. A. Channon. 


Relations With 
Manufacturers 


The National Association’s com- 
mittee on relations with manufac- 
turers, which was created for the 


21. Mark Weidman, Victor 
Balata and Textile Belt- 
ing Company; W. A. 
Kates, Corning Glass 
Works; Ed Byrne, Co- 
lumbus - McKinnon 
Chain _ Corporation; 
Vance Boyd, Standard- 
Shannon Supply Co. 


22. V. W. Wells, Electric 
Hose and Rubber Com- 
pany; O. Iber, O. Iber 
Company; O. W. Sand- 
strom, S. G. Taylor 
Chain Company. 


23. R. S. Wharton, Quaker 
City Rubber Company; 
F. T. Delaney, Mills and 
Lupton Company; W. C. 
Graham, Empire Ma- 
chinery and Supply 
Company; G. F. R. 
Bahnson, Wm. H. Tay- 
lor and Company; H. 
C. Hicks, W. E. Belch- 
er, B. F. Ruether, New 
York Belting and Pack- 
ing Company; G. C 
Pearson, Smith and 
Pearson, Incorporated. 


24. I. M. Valentine, John- 
son Bronze Company; I. 
W. Tull, J. M. Tull 
Metal and Supply Co. 


25. Francis Juraschek, Pow- 
er Transmission Coun- 
cil; P. 1. Edwards. Clip- 
per Belt Lacer Co. 


Text of resolution approved by 
both distributor organizations 
at the convention. The vote 
was unanimous. 


‘purpose of gathering from distrib- 


utors their complaints and prob- 
lems pertaining to the manufac- 
turers of industrial supplies and 
contacting these manufacturers 
with the hope of solving these prob- 
lems, presented to the members of 
the association a very interesting 
report of progress. 

Presented by Charles E. Curtis 
in the absence of the chairman, H. 
E. Ruhf, the report featured the 
study of manufacturers’ sales poli- 
cies compiled by this committee 
during the year. Mr. Curtis pointed 
out the value to be derived from 
a careful study of this survey, but 
added that distributors should not 
arbitrarily denounce a manufac- 
turer whose policy did not appear, 
since in some industries conditions 
were such that a pronouncement of 
policy might have upset stability. 

The report pointed out that most 
manufacturers were more than will- 
ing to cooperate with the commit- 
tee in its endeavors and called on 
distributors to do everything in 
their power to cement the friendly 
relations now existing. 

Members of the committee are: 
H. E. Ruhf, chairman, Cleveland 
Tool and Supply Company; Charles 
E. Curtis, The Western Iron Store; 
Company; George H. Cherrington. 
Standard Machinists Supply Com- 
pany; R. C. Duncan, R. C. Duncan 
Company and George A. F. Perry, 
Chase Parker Company. 
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SOUTHERN MEETINGS 


ATTRACT INTEREST 


EPORTS of Secretary-Treas- 

urer Alvin M. Smith, the ex- 
ecutive committee and the pipe, 
valves and fittings and textile com- 
mittees featured the first execu- 
tive session of the Southern Asso- 
ciation, which was presided over by 
President T. W. Lewis. 

Secretary Smith reported that as 
of April 30 last the total member- 
ship was 116, a gain of three mem- 
bers over the preceding year. 

Major activities of the associa- 
tion since the Cincinnati conven- 
tion, he reported, have been con- 
fined to: one, personal contacts 
with various’ manufacturing 
groups, and with their code author- 
ities and accredited association rep- 
resentatives; two, efforts directed 
toward adoption of standard cash 
discount terms on the part of man- 
ufacturers; three, the holding of 
group meetings in the regional 
areas set up in the southern terri- 
tory, and four, the usual routine 
and detail work through the sec- 
retary’s office. 

Mr. Smith followed with a dis- 
cussion of conditions surrounding 
the distribution of various lines. 


Cash Discounts Discussed 


Regarding standard two percent 
cash discounts, he said: “Our ef- 
forts with manufacturers to secure 
standard two percent tenth proxi- 
mo cash discounts have resulted 
in some gains, as well as a reestab- 
lishment of such terms which had 
been withdrawn by some groups of 
manufacturers following the sign- 
ing of their codes. With the ex- 
ception of most iron and steel prod- 
ucts, the cash discount situation 
has not appeared to us to be as 
bad as the picture was painted at 
the Cincinnati convention, but ef- 
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forts to still further extend stand- 
ard cash discount terms will be 
vigorously continued. 

“In the September, 1934 issue of 
MILL SUPPLIES a very careful 
and thorough analysis of this cash 
discount situation was shown, and 
any manufacturer or distributor 
studying this report is bound to 
admit that there is much room for 
improvement in the cash discount 
situation. 

“Distributors must realize, too, 
that their failure to impose upon 
their trade the manufacturer’s cash 
discount terms to them is causing 
a substantial loss to distributors 
in their profits. We should be a 
unit, where the manufacturer posi- 
tively refuses to allow us a two per- 
cent cash discount, in refusing it, 
in turn, to our customers. It can 
be done and is being done by a 
number of members of our trade.” 


The Business Outlook 


“Business conditions, from all in- 
dicators, show a great improvement 
since the Cincinnati convention, 


26. W. K. Lee, Clipper Belt 
Lacer Company. 


27. Mr. and Mrs. Herbert 
Edge, Topping Broth- 
ers. 


28. E. Howell, Capital City 
Supply Company; W. 
H. Fisher, T. B. Wood’s 
Sons Company. 


29. Fred S. Durham, Bon- 
ney Forge and Tool 
Works; W. Jeffery, Sec- 
retary, Hack Saw Man- 
ufacturers’ Association. 


30. Mrs. W. O. Barnes, C. 
B. Cecil, Mrs. C. B. Ce- 
cil, W. O. Barnes Com- 
pany, Detroit. 






















































and, while it would seem that just 
now we are in somewhat of a tem- 
porary slump, we believe that the 
next twelve months will show an 
improvement,” stated Mr. Smith. 
“There is a large volume of busi- 
ness ahead in the obsolescences as 
shown in the recent survey carried 
in the April 27 issue of ‘The Busi- 
ness Week.’” 


Open Price Filing 


Following are some excerpts 
from the report of the executive 
committee: 

“If price-filing provisions as es- 
tablished under codes are elimi- 
nated in the present proposed new 
NRA Act, then it becomes our duty 
to insist upon the manufacturers 
whose products we sell establish- 
ing fair resale prices in the sec- 
ondary market and controlling them 
under the legal right given them to 
select their customers. 

“The big question being dis- 
cussed today is as to the soundness 
of open-price provisions in codes. 
It was significant, at the code hear- 
ing in Washington in March and at 
our Code Authority’s subsequent 
meeting in June with Deputy Ad- 
ministrator Cook on the hearing for 
tightening our Section 6, Article 


31. Melvin Munson and H. 
C. Ellsworth, White 
Tool and Supply Com- 
pany; A. J. Weiss, Chi- 
cago Belting Company. 


32. Mr. and Mrs. C. T. 
Haller, Colonial Supply 
Company; G. Walter 
Ostrand, Link - Belt 
Company. 


43. F. Marsena Butts, Butts 
and Ordway Company; 
D. C. Swander, Colum- 
bian Vise and Manufac- 
turing Company; Don 
Brisbin, Columbus-Mc- 
Kinnon Chain Corpora- 
tion; Carl Channon, 
Great Lakes Supply 
Corporation. 


44. Mr. and Mrs. S. D. Con- 
ant, Sligo Iron Store 
Company. 


45. “Bill” Stauble, Holo- 
Krome Screw Corpora- 
tion; C. E. Allinger, 
Charles A. Strelinger 
Company; B. H. Ackles, 
Rayle Company; Bill 
Purtell, Holo - Krome 
Screw Corporation; A. 
S. Bush, Charles A. 
Strelinger Company. 








SOUTHERN 
ASSOCIATION OFFICERS 


President—F. M. Archer, Su- 
perior-Sterling Co. 

First  vice-president—G. G. 
Weaks, Weaks Supply Co. 

Second vice-president—C. A. Dil- 
lon, Dillon Supply Co. 

Executive Committee— 

T. W. Lewis, Lewis Supply Co. 

C. C. Krueger, San Antonio Ma- 
chine and Supply Co. 

Ernest Howell, Capital City Sup- 
ply Co. 

— S. Blun, Georgia Supply 
oO. 











2, that all protests came from 
chains and very large units in our 
trade. No complaints from average 
and small members of the trade 
were in evidence. In fact, all the 
smaller members of the trade con- 
tacted were in favor of price stab- 
ilization. Price stabilization is 
what we want, and price filing gives 
it. 

“If we sense the attitude of our 
trade, it doesn’t want code control 
lessened. Our principal complaint 
is that the rules are not stringent 
enough, particularly with refer- 
ence to open-price provisions as 
under Article 6, Section 2.” 


Fair Trade Practice 
Provisions Necessary 


In connection with the future of 
the NRA, Mr. Smith made the fol- 
lowing comment, in part: 

“Nothing more need be said re- 
garding our code or of the codes, 
as the report of your Code Au- 
thority covers same. But it seems 
pertinent to state at this time that 
it is our belief that unless the re- 
enacted law to take the place of 
the present National Recovery Ad- 
ministration Act includes fair 
trade practices, that will prevent 
chiseling and price cutting and en- 
able us to legally indulge in some 
form of price control, that the 
codes of trade and industry are fin- 
ished, for codes based purely upon 
hours and wages do not appear to 
us to be necessary when Presiden- 
tial Proclamation or a _ separate 
Act of Congress covering wages 
and hours can take care of this 
without the necessity or the ex- 
pense of members of trade and in- 
dustry supporting a code authority 
who have nothing to do.” 
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FRANK M. ARCHER 


Distributor-Manufacturer 
Relations 


“The manufacturers’ success de- 
pends upon those who distribute 
their products to industrial buyers. 
This is a time for unity of thought 
and action, and our association and 
its members must actively support 
each other and those manu- 
facturers who support us... . 

“There are certain fundamentals 
which it seems to us our manufac- 
turing friends should consider in 
establishing a sales policy—always 
assuming that they favor the mar- 
keting of their products through 
legitimate distributors: 

“1. Lines should be sold exclu- 
sively through the distribu- 
tor. 

“2. Direct inquiries and orders 
should be handled through 
the distributor. 

“3. No right should be reserved 
to sell direct to special ac- 
counts of any type. (This 
means governmental activi- 
ties alung with other types 
of buyers). 

“4. Distributor connections 
should not be placed too 
close together. 

“5. He should have a firm re- 
sale policy and see to ‘ts 
observance. 

“6. He should have a proper 
gross margin for the dis- 
tributor. 

“7. He should have two percent 
tenth proximo cash dis- 
count terms. 
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“8. He should not treat the non- 
stocking distributor as fav- 
orably as the stock-carry- 
ing distributor. 

“9. He should grant exclusive 
territorial protection. 

“10. He should provide proper 
sales assistance. 

“11. He should not carry any 
stocks in warehouses lo- 
cated in any area in which 
distributor connections 
have been set up.” 

Members of the retiring execu- 

tive committee were: C. C. Krue- 
ger, San Antonio Machine and Sup- 
ply Company, San Antonio, Texas, 
chairman; W. M. Given, The Young 
and Vann Supply Company, Birm- 
ingham, Alabama; C. A. McAlister, 
Taylor Iron Works, Macon, 
Georgia, and C. A. Dillon, Dillon 
Supply Company, Raleigh, North 
Carolina. 


Textile Situation Favorable 


Ernest Howell, Capital City Sup- 
ply Company, Charleston, West Vir- 
ginia, made his report on the very 
active work of the Pipe, Valves 
and Fittings Committee, of which 
he was chairman. In making his 
report on the activities of the Tex- 
tile Committee, Fred W. Glover, 
The Textile Mill Supply Company, 
Charlotte, North Carolina, chair- 
man, stated (Continued on 128) 


36. John R. Bawker; Cap- 
tain W. H. D. Ward; 
W. G. Bagley and H. 
A. Roemer, Jr., Repub- 
lic Steel Corporation; 
W. M. Patterson, Frick- 
Reid Supply Corpora- 
tion. 


37. James A. Clearey, Fair- 
banks Company. 


38. A. L. Rinehart, Whit- 
man and Barnes Com- 
pany; Mrs. Jack Dan- 
iels and Jack Daniels, 
Dillon Supply Company. 


39. E. E. Baker, H. L. Roole 
and F. J. Hemler, Up- 
son-Walton Company. 
Second from the right 
is George Pomeroy, 
MILL SUPPLIES. 


40. Mrs. P. A. Converse, 
Marshall-Newell Supply 
Company; Mrs. W. C. 
Hunter, Ross-Willough- 
by Company. 








NEW NAME, 
NEW PLAN 
FOR JMC 


HE Joint Merchandising Com- 

mittee of the Mill Supply In- 
dustry is to be succeeded by a new 
organization to be known as The 
Industrial Supply Research Bu- 
reau. 

This decision was reached at the 
annual meeting of the committee, 
held on the third day of the Triple 
Mill Supply Convention in Pine- 
hurst, and was concurred in by each 
of the three associations at execu- 
tive sessions held immediately 
afterward. 

The new plan was developed by 
a special committee appointed by 
the executive committees of the 
Southern, National and American 
Associations. It was presented by 
David C. Jones of The Lunken- 
heimer Company, Cincinnati. 

It provides for the dissolution 
of the Joint Merchandising Com- 
mittee and the formation of the 
Industrial Supply Research Bureau 
under the sponsorship of the three 
associations. 

The bureau will be operated by 
a committee to be known as the Re- 
search Bureau Governing Commit- 
tee, to be composed of six members, 
two to be appointed from each as- 
sociation by the association execu- 
tive committee. This year one of 
the committee members from each 
association will be appointed for 
one year and the other for two 
years. Thereafter, all appointments 
will be for two years. which will 
provide for the expiration of three 
committee memberships every year. 
The governing committee will se- 
lect its own chairman. 

The principal purpose of the In- 
dustrial Supply Research Bureau 
will be to encourage and promote 
the distribution of supplies, equip- 
ment and tools from the producer 
through the distributor to the con- 
sumer, the means for attaining 
this end to be determined by the 
governing committee. 
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The bureau will be financed by 
voluntary contributions from mem- 
bers of the National, Southern and 
American Associations, and only 
members of these three associations 
will be eligible for membership in 
the new organization. 

A strong recommendation was 
made by the special committee de- 
veloping the plan that an attempt 
be made to develop a real fund 





to attain the purposes of the or- 
ganization. 


Annual Reports 


Alvin M. Smith, as chairman of 
the Joint Merchandising Commit- 
tee, presided at the annual meet- 
ing, and submitted his report as 
treasurer of the organization. 

Executive Secretary William E. 


Cain then presented his annual re- 


—with a goal of $75,000—to stage port. Mr. Cain pointed out that 
an energetic and effective campaign 


in normal times the annual sales of 


TEXT OF JOINT RESOLUTION ON 








1. That the JMC Incorporated under the laws of the State of Vir- 
ginia, be dissolved. 

2. That the aforementioned Associations sponsor the incorporation 
of a new organization to be known as the Industrial Supply Research 
Bureau, which for the purpose of brevity shall hereafter in this report 
be referred to as the Research Bureau; 

3. That all cash funds, accounts receivable, furniture, fixtures and 
all other assets now belonging to the JMC be turned over to the Re- 
search Bureau and that all accounts payable, contracts and other com- 
mitments of the JMC be assumed by the Research Bureau; 

4. The Research Bureau shall be operated under the direction of 
a Committee known as the Research Bureau Governing Committee, 
which for the purpose of brevity shall hereafter in this report be re- 
ferred to as the Governing Committee. The Governing Committee 
shall be composed of six members as follows: 

Two members from the National S & M D Association 

Two members from the Southern S & M D Association 

Two members from the American S & M M Association 
The said six members shall be appointed by the respective Executive 
Committees of the aforementioned Associations immediately following 
the Annual Meeting of the said Associations held at Pinehurst, N. C., 
May 13-16, 1935, and the terms of office of said members shall be one 
from each Association for two years and one from each Association 
for one year or until their successors are elected. Thereafter there 
shall be appointed by the respective Executive Committees of the 
aforementioned Associations immediately following the Annual Meet- 
ings of said Associations 

One member from the National S & M D Association 

One member from the Southern S & M D Association 

One member from the American S & M M Association 
And the terms of office of said members shall be for one year or until 
their successors are elected. 
Immediately following the appointment of the six members to con- 
stitute the Governing Committee, the members so appointed shall meet 
together and elect from their number a Chairman who shall preside 
at all meetings and shall otherwise assume such functions as are com- 
mon to committee chairmen. The Chairman of the Governing Com- 
mittee shall also be Chairman of the Research Bureau; he shall issue 
calls for all meetings of the Governing Committee and the Research 
Bureau, stating the time and place for the holding of such meetings. 
The Governing Committee shall also elect from their number a Vice- 
Chairman who shall act as Chairman in the event of death, illness or 
absence of the regularly elected Chairman; 


5. That the principal purpose of the Research Bureau shall be to 
encourage and promote the distribution of industrial supplies and 
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industrial distributors total be- 
tween $400,000,000 and $500,000,- 
000. More than 250,000 industrial 
buyers draw upon distributors’ 
stocks and depend upon their serv- 
ices. More than 3,000 manufac- 
turers depend upon distributors for 
all or an important part of their 
sales volume. 

He then gave a resumé of the 
advantages of buying and selling 
through distributors, his remarks 
being supported by charts. 

Mr. Cain reported briefly on the 
activities of the Joint Merchandis- 
ing Committee during the last year, 
including the sending of 400,000 
J.M.C. promotional folders, selling 
the value of distributors’ services 
to industrial buyers throughout the 
country by cooperating distribu- 
tors; eleven meetings held with 
local purchasing agents’ clubs since 
last October, at which the J.M.C 
survey was presented; trade maga- 
zine articles showing the value of 
distributors’ services; distribution 


to the trade of charts showing 
wasteful policies in the distributor 
industry to precipitate action in 
developing better and more efficient 
practices, and meetings with dis- 
tributors in many centers on this 
material; and development and dis- 
tribution to more than 1,000 manu- 
facturers of tools, supplies and 
equipment of marketing informa- 
tion showing the thorough and ef- 
fective coverage provided by indus- 
trial distributors. 

T. W. Lewis, G. F. R. Bahnson, 
J. B. Dale and W. W. Peacock re- 
ported on the successful meetings 
held respectively in Memphis, Al- 
lentown, Dallas and Springfield, 
Massachusetts. 

Mr. Cain outlined tentative plans 
for using material collected to sell 
industrial users on the distributor 
and his functions. He proposed a 
modest advertising campaign, the 
continuance of territorial meetings 
with purchasing agents and per- 
sonal contact of leading buyers who 


NEW JMC ORGANIZATION 











veneer 


equipment from the producer, through the distributor, to the con- 
sumer by such means as may from time to time be determined by the 


Governing Committee; 


6. There shall be a Secretary and a Treasurer appointed by the Gov- 
erning Committee. These offices may be combined at the discretion of 
the Governing Committee and the appointee or appointees may or may 
not be members of the Governing Committee; 

7. The activities of the Research Bureau shall be financed by volun- 
tary subscriptions of the members of the National Supply & Machinery 
Distributors Association, the Southern Supply & Machinery Distribu- 
tors Association, and the American Supply & Machinery Manufacturers 
Association, which voluntary subscriptions shall be added to the dues, 
and when collected shall be turned over to the Treasurer of the Re- 
The voluntary subscriptions shall be based upon the 
gross sales of the contributing members on such basis as may be de- 
termined by the Governing Committee. 


SUPPLEMENTAL REPORT 


Supplementing our report recommending the organization of “The 
if, as and when said Industrial 
Research Bureau is organized, we urge the development of such plans 
and organization personnel as will produce the greatest results to the 


search Bureau. 


Industrial Supply Research Bureau” 


ultimate benefit of the industry. 


We recommend that outstanding members of the three Associations 
who have an interest in the success of the Research Bureau be selected 
by the Executive Committee of the three Associations, to serve on the 


Governing Committee; 


e recommend that the Chairman selected by the members of the 
Governing Committee be a man outstanding in the industry, who will 
devote his energy to successfully carry on the purposes of the Re- 


search Bureau; 


We recommend that the Governing Committee use its influence to 
the fullest extent to develop such plans as can be announced to all 
members of the three Associations to encourage them to support the 
activities of the Research Bureau, both financially and by their in- 


fluence; 


We recommend to all members of the three Associations that they 
support this movement to such extent as will provide sufficient funds 
to carry on a real worthwhile campaign, it being our feeling that an 
annual fund of not less than $75,000 could be used to the material ad- 
vantage of distributors and manufacturers whose policies it is to sell 


their products through distributors. 


We have confidence in this plan as an activity which will redound 
to the benefit of all members of the Industrial Supply Industry, and 


we urge your unqualified support. 
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W. E. Cain, executive-secretary, 
Joint Merchandising Committee 
of the Mill Supply Business. 


are not buying through distributors 
to find out why they are not doing 
so, with reports going back to the 
three associations. 

C. H. Marston of Geare-Mars- 
ton, Incorporated, Philadelphia ad- 
vertising agency, presented copy 
suggestions for an advertising pro- 
gram to be sponsored by the Joint 
Merchandising Committee. This 
program was presented by Mr. 
Marston at his own expense as a 
suggested campaign in_ selected 
trade magazines. His contention 
was that the Joint Merchandising 
Committee had reached a point in 
its promotion efforts where effec- 
tive trade paper copy would do 
more to influence buyers to give 
distributors consideration than 
would any other medium. 


Buying Practice Survey 


H. W. Barclay presented the re- 
sults of a survey conducted among 
industrial plants to determine 
changes in buying habits ducing 
the last four years. The study, 
which was illustrated with slides, 
pointed out the increased percen- 
tage of business now being received 
by distributors when compared 
with 1931. This trend, said Mr. 
Barclay, was noticeable in indus- 
tries of all kinds and probably was 
the result of a more careful study 
being made in all plants to prevent 
waste caused by depreciation and 
obsolescence of supply stocks. He 
urged distributors to further per- 
fect their sales technique and to 
carry more complete stocks. 
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BETTER SELLING 


URGED at “CLINIC” 


EMBERS of the three asso- 
ciations got down to the 
fundamentals of operating a pro- 
gressive industrial supply business 
under present day conditions at 
““A Modern Industrial Merchandis- 
ing Clinic’? Wednesday morning. 
While lack of time prevented a 
complete and exhaustive discussion 
of all subjects scheduled on the pro- 
gram, the meeting, presided over 
by President William T. Todd, Jr., 
of the National Association, de- 
veloped exceedingly valuable and 
practical ideas on such subjects as 
constructive selling, efficient dis- 
tribution of manufacturers’ sales 
helps, sales management, personal 
selling by salesmen and distribu- 
tors’ industrial exhibits, 


Getting Results from 
Manufacturers’ Sales Helps 


One of the outstanding features 
of the entire convention was a dis- 
cussion by John T. Potts, The Ga- 
ligher Company, Salt Lake City, on 
“The Efficient Distribution of Man- 
ufacturers’ Sales Helps.” This pres- 
entation of the carefully organized 


41. F. O. Lincoln, Morse 
Twist Drill and Machine 
Company; D. D. Davis, 
Continental Screw Com- 
pany; H. J. Menges, 
Joseph Woodwell Com- 
pany. 


42. I. M. Valentine, R. C. 
Clarke, E. J. Sullivan 
and Gene Scanlan, all of 
Johnson Bronze Com- 
pany. 


53. Mrs. Charles Haslup 
and Mrs. J. A. Clearey, 
The Fairbanks Com- 
pany. 


54. A. Eichler, Walworth 
Company; W. S. Blun, 
Georgia Supply Com- 
pany; W. E. Stevens, 
Walworth Company. 


55. L. L. Brenholts, Pitts- 
burgh Gage and Supply 
Company; an unidenti- 
fied gentleman from 
Pittsburgh; R. C. Blair, 
Wright Division, Ameri- 
can Chain Company. 


and definitely resultful methods 
employed by Mr. Potts’ company 
aroused such interest and created 
such a demand for detailed infor- 
mation and samples of forms em- 
ployed that MILL SUPPLIES will 
publish the entire story, completely 
illustrated, in the July issue. Fol- 
lowing is a brief summary of Mr. 
Potts’ remarks: 

When The Galigher Company set 
out, a very few years ago, to de- 
velop a plan for effective use of 
manufacturers’ sales help, the first 
step taken was to empty a six by 
ten foot storeroom which contained 
about a ton of manufacturers’ lit- 
erature, which had never even been 
unpackaged. This was destroyed. 

Employing various sources of in- 
formation, an analysis was made of 
the industries of the section and 
it was found that there were 44 
to be served instead of the five 
which the company was selling at 
that time. Among these, of course, 
were many, such as laundries, ho- 
tels and greenhouses, which it 
would be too costly to contact regu- 
larly with salesmen, and it was de- 
cided to temporarily avoid person- 
ally contacting this trade. It was 
planned, however, to have each 
salesman check all such accounts 
within a reasonable period of time 
to determine the type of products 
which they bought regularly or 
occasionally. 

A form was developed, provid- 
ing spaces for the name of a com- 
pany, its address, date of contact 
and the names and titles of the 
individuals in the organization 
whom it was advisable to reach 
with direct-mail literature. The 
salesmen took these forms with 
them on their calls and filled in 
the spaces. A permanent record 
card was made for each customer, 
which carried a list of the lines 
handled by the house down the 
side. These permanent record 
cards were grouped according to 
industries. 

Each manufacturer represented 
by The Galigher Company was 
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Due to the unusual amount 
of interest exhibited in Mr. 
Potts’ presentation, arrange- 
ments have been made to 
present in the July issue 
not only the material dis- 
cussed but additional infor- 
mation not used due to time 
limitation.—Ed. 











asked to send one, and only one, of 
each folder or pamphlet to be is- 
sued, and then was requested to 
send quantities of any issue of lit- 
erature in the future only on re- 
quisition. 

It took about two months to get 
a real nucleus from which to start 
on a regular sales campaign, but 
the stage was finally set. An ad- 
dressograph was purchased and 
charged off into the first mailing, 
making the cost of each piece sent 
out on that mailing 13.3 cents. 
However, the average cost per mail- 
ing per individual addressed since 
the campaign was inaugurated is 
now only 2.7 cents. This contrasts 
to costs per personal call per sales- 
men, which have been recorded in 
varying figures, such as $3.85, $1.10 
and 72.8 cents, over a three months’ 
period, the costs differing accord- 
ing to the territory covered. 

Mailings are sent out religiously 
every two weeks, but are sent to 
only those groups of customers who 
would be interested in the items in- 
cluded. Each mailing may include 
pieces provided by as many as four 
or five manufacturers. It is gen- 
erally found that a customer or 
prospect will put away at least one 
of these enclosures for future ref- 
erence. 

After a mailing has been sent 
out, a record is provided each sales- 
man, showing the customer or 
prospects to whom it was sent and 
the items covered. It is then his 
duty to follow up this mailing per- 
sonally in his calls. 

After the first few mailings, new 
customers were sending in inquir- 
ies. Within six months the com- 
pany’s business had materially in- 
creased. The company has direct 
evidence that every mailing sent 
out has been definitely resultful. 

In addition to the direct bene- 
fits gained through the mailings, 
the company has learned much of 
value to it concerning the places 
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to look for business. New fields 
have been opened up for sales, such 
as the bakery field, with which the 
amount of business done is surpris- 
ing. Many entirely new contacts 
have been made. Through constant 
check-up by salesmen of changes 
in organizations on which they are 
calling, the mailing lists and pros- 
pect cards are kept up in better 
shape than ever before. 


Cooperative Merchandising 
Campaign 


W. W. French, sales promotion 
manager, Dodge Manufacturing 
Corporation, opened the Merchan- 
dising Clinic on the second day of 
the convention with a 10-minute 
talk on the progress which had been 
made by the Mechanical Power En- 
gineering Associates, an organiza- 
tion of manufacturers of power 
transmission equipment which has 
for the past several years sponsored 
a movement for increased use of 
group drives. Mr. French’s talk, 
very much condensed due to lack 
of space, follows: 

“TI bring you this morning a story 
of constructive merchandising, a 
story of the effort put forth by an 
industry to sell an idea and to en- 
list in this effort all of the factors 


46. J. F. Clark, Mrs. J. F. 
Clark and O. W. Wag- 
ner, all of Belmont 
Packing and Rubber 
Company. 


47. C. G. Pyle, Hygrade- 
Sylvania Corporation; I. 
W. Tull, J. M. Tull 
Metal and Supply Com- 
pany; Jimmy Carter, 
and R. W. Metzner of 
Hygrade-Sylvania Cor- 
poration. 


48. J. C. Blackmore, Stan- 
dard Pressed Steel Com- 
pany; Bruce’ Boggs, 
Mac-It Parts Company; 
R. S. Mast and J. W. 
Fread, Standard Pressed 
Steel Company; W. C. 
Waldo, Allen Manufac- 
turing Company. 


49: T. W. Kirk, Mrs. T. W. 
Kirk and F. W. Morris, 
all of Spang-Chalfant 
and Company. 


50. Mrs. W. C. Hunter, 
Mrs. W. P. Ross, Mrs. 
A. C. Kingston, Harry 
Behr, W. C. Hunter, W. 
P. Ross and A. C. King- 
ston. 
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necessary to create a well rounded 
and complete campaign. 

“A few years ago a comparatively 
small group of manufacturers en- 
gaged in the production and sale 
of mechanical power transmission 
machinery realized that something 
had to be done to revive interest 
in the subject of power transmis- 
sion. They were convinced that 
electrification of industry had been 
carried far beyond the bounds of 
reason and economy and that man- 
ufacturers were paying a heavy toll 
in power costs for their neglect to 
study and apply proper and mod- 
ern methods of power transmission. 

“These manufacturers were faced 
at once with the problem of over- 
coming the prevailing opinion that 
individual motor drive was the 
most modern and effective. They 
realized that mere statements 
would not be effective—they would 
have to produce facts and figures 
and they would have to present 
them in an unprejudiced way. 

“An engineer was engaged and 
he began the accumulation of data 
on power transmission which cov- 
ered a wide variety of industrial 
plants and practically every condi- 
tion of service. 

“Having facts, the organization 
then undertook a very constructive 
piece of work. It went into indus- 
trial centers, organized groups of 
men interested in the sale, produc- 
tion or design of power units and 
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mechanical equipment for the trans- 
mission of power. These groups, 
known as Power’ Transmission 
Clubs, of which there are now 59, 
undertook to study the subject of 
power transmission and to make 
application of the facts and figures 
accumulated by the engineering 
staff of M.P.E.A. For the first 
time the machinery was available 
to help the industrial power user 
select the right drive. The response 
was gratifying. The clubs formed 
technical committees, comprising 
competent engineers familiar with 
power transmission engineering. 
These men rendered invaluable ser- 
vice in the solution of problems 
brought before the membership. 

“A graphic presentation, known 
today to thousands as “The Red 
Book,” was prepared and distrib- 
uted throughout industry. 

“The movement was started by 
M.P.E.A. Members realized that the 
time had now arrived for an ag- 
gressive campaign to disseminate 
the information accumulated. A 
fund-raising campaign was started 
under a subsidiary organization 
known as the Power Transmission 
Council. A substantial fund re- 
sulted and a committee was or- 
ganized to administer the fund. 
This committee, with the able as- 
sistance of a well qualified staff 
of advertising counsellors, prepared 
a campaign which has been run- 
ning in leading trade papers for 
eights months. 

“Facts and figures were fur- 
nished editors of industrial papers. 
Over six hundred inquiries have 
been received as a result of this 
campaign to date. These inquiries 
have been exceptionally high-grade. 
They have been referred to local 
power transmission clubs. 

“In addition to the advertising 
campaign, the committee author- 
ized the construction of a demon- 
strator, mounted on a truck, to be 
taken to industrial shows as well 
as to cities in which power trans- 
mission clubs were located. A talk- 
ing film was produced which has 
been furnished to all clubs. The 
basis for the film story was the 
“Red Book,” previously mentioned. 

“Throughout industry, as a re- 
sult of the campaign, executives are 
studying power drive problems and 
endeavoring to select the right 
drive for every job. Many have 
made substantial savings and 
through the cooperation of utilities, 





motor manufacturers and other fac- 
tors involved, the M. P. E. A. and 
P. T. C. are showing industry that 
there is a source of profit between 
the power and the work. 

“This is a story of accomplish- 
ment—a story of constructive mer- 
chandising and selling—an indus- 
try job of outstanding merit which 
is of the greatest importance to 
power users, to manufacturers of 
power drive equipment and to the 
distributors who sell this equip- 
ment.” 


Sales Potentials as a Basis 
for Sales Management 


S. W. Gibb, The Yale and Towne 
Manufacturing Company, ad- 
dressed the convention on sales 
management as based on sales po- 
tentials. 

He first explained how his com- 
pany, as a manufacturer, had stu- 
died Department of Commerce sta- 
tistics and set up a true value for 
its business in every industrial 
area of the United States, then set 
a theoretical course of striving for 
the goals established for each of 
these areas. 

He then described a plan of sales 
management used with a high de- 
gree of success by a distributor 
with whose methods he was 
thoroughly familiar. Briefly, the 
method employed is as follows: 

In the year 1932, the company in 
reality had to “start all over,” its 
sales having dropped considerably. 

A new prospect list was made of 
customers who had bought from 
the house during the preceding five 
years. From all sources new names 
were secured to add to the list. 
Then each salesman was required 
to make an initial report on the 
total sales possibilities and sales by 
product possibilities for every pros- 
pect in his territory. 

The number of calls to be made 
on each account was then based on 
the estimated volume of business to 
be secured therefrom. At the end 
of each year these estimates are re- 
vised in light of actual figures, and 
calls regulated accordingly. 

Records were kept of calls and it 
was found that the sales volume 
varied directly in relation to the 
number of calls made. 

This system demonstrated sales- 
men’s strength or weakness on dif- 
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ferent classes of products with the 
result that when a manufacturer’s 
representative calls to lend his as- 
sistance to the distributor his work 
has been planned out for him in ad- 
vance. 

It also brought out the inability 
of a salesman to contact large or 
small accounts, where that weak- 
ness was present, with the result 
that accounts could be switched 
from salesman to salesman in order 
to secure the best possible results. 

The plan very definitely devel- 
oped the fact that salesmen worked 
most efficiently when they were not 
contacting more than 175 accounts, 
with the result that the company 
increased the number of its sales 
territories 260 percent, and natu- 
rally enlarged its sales staff accord- 
ingly and with much success. 


Responsibility of Manage- 
ment in Guiding Sales- 
men’s Activities 


C. A. Drayton, Graton and 
Knight Company, who spoke on 
“Personal Selling by Salesmen”, de- 
veloped four phases of his subject: 
One, the salesman and his job; two, 
method of sales presentation; three, 
constantly re-educating the sales- 
men, and four, planning his work. 

He stated his belief that man- 
agement in the future will have to 
accept more responsibility for sales- 
men than ever before. Manage- 
ment, he said, must be more 
“choosy” in selecting salesmen and 
must actually “manage” them in 
their work and plan with them. It 
must, among other things, help him 
to present something practical on 
every call. 

Mr. Drayton said that the sales- 
man cannot be expected to spend 
much time in actual study. The 
very nature and extent of his job 
are not conducive to it. Hence, 
management must help him in his 
“educational” work without making 
him feel that he is going to school. 

He expressed his strong belief 
in the importance of giving the 
salesman something definite to 
work for, such as the staging of 
several special business drives each 
year. These drives should _ be 
planned in advance, and the objec- 
tives described in bulletins to the 
salesmen and through other means. 
The salesmen should be given a 
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practical means of presenting the 
story to the buyer—simple, graphic 
and dramatic. The support of man- 
ufacturers’ representatives should 
be enlisted in this work, he de- 
clared. 

Mr. Drayton then described the 
“Western Union” idea employed by 
his company. The name of the 
Graton and Knight distributor in 
each territory is listed with the 
telegraph company, together with 
his address, telephone number and 
other important information. In 
its advertising to users Graton and 
Knight shows an outline map of 
the United States with the state- 
ment: “’Phone Nearest Graton 
and Knight Distributors.” The 
interested user can then call the 
telegraph company and secure the 
required information concerning 
the nearest Graton and Knight dis- 
tributor. 


The Value of Industrial 
Exhbits by Distributors 


In view of the very definite re- 
sults secured from industrial shows 
or clinics staged by distributors 
and the constantly growing popu- 
larity of this form of sales promo- 
tion, a great deal of importance 
was attached to the discussion of 
this subject by L. M. Knouse, Stan- 
ley Electric Tool Company. 

Mr. Knouse divided these shows 
or clinics into three types: One, 
the product or method clinic, in 
which only one or two manufac- 
turers present their lines; two, the 
general exhibit staged in a hotel 
or some other place, in which the 
actual operation and use of tools 
and equipment are demonstrated, 
and three, the general exhibit 
staged in the supply house, in which 
visitors are routed through the 
company warehouse with the idea 
of showing them the complete stock. 

The speaker declared that the 
subject of distributor shows had 
been covered very well in reports 
contained in recent issues of MILL 
SUPPLIES, but made a general re- 
sume of the important factors nec- 
essary to stage these shows success- 
fully, emphasizing close cooperation 
between distributors and manufac- 
turers and proper “build-up” pub- 
licity in advance of the show to in- 
sure attendance from the right peo- 
ple. He stated his belief that it is 
best to avoid showing competing 
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President—L. M. Knouse, Stanley 
Electric Tool Co. 

First vice-president—G. H. Hal- 
pin, Minnesota Mining & Mfg. 
oO. 
Second  vice-president—Roger 
Tewksbury, Oster Mfg. Co. 
Treasurer—W. H. Fisher, The T. 
B. Wood’s Sons Co. 

Secretary-Manager—R. Kennedy 
Hanson 

Executive Committee— 

W. A. Purtell, Holo-Krome Screw 
Corp. 

> Brinley, American Pulley 
oO. 

H. P. Ladds, The Lamson and 
Sessions Co. 

H. A. Buzby, Keystone Lubricat- 
ing Co. 

H. Armstrong, Armstrong Bros. 
Tool Co. 

D. W. Northup, The Henry G. 
Thompson and Sons Co. 


industrial lines at the same show. 

In suggesting a method for han- 
dling the expenses of these shows, 
Mr. Knouse stated that the distrib- 
utor should pay for rent of the ex: 
hibit hall, light, power, frame-work 
for the booths, invitations, publicity 
and refreshments, if any. The man- 
ufacturer would stand the expense 
for any decorations or equipment 
he may desire to install not com- 
mon to all booths. The manufac- 
turer also would take care of the 
salaries of the men he sends to pre- 
side at his booth and their expenses 
and the cost of transporting his 
equipment to be displayed. He 
would supply or share the cost of 
attendance prizes and other sou- 
venirs. With reference to invita- 
tions, Mr. Knouse stated that an 
enclosed ticket with a detachable 
coupon for attendance drawing is 
effective. A follow-up should be 
made with a check of return cards, 
to obtain best results. 









CONVENTION SIDELIGHTS 


@ Atlantic City next year; Mem- 
phis in 1937. 


@ T. W. Lewis, retiring president 

of the’ Southern Association, sure 
did a good job “bally-hooing” his 
home town. T. W. never lost an 
opportunity to drive home the fact 
that Memphis will be the conven- 
tion city year after next. 


@ F. M. Archer was not present to 

personally accept the honor con- 
ferred upon him when he was 
elected president of the Southern 
Association. Frank was unable to 
attend the convention because of 
illness. His many friends in the 
mill supply field hope he will soon 
be ready to assume his new duties 
with all his old time vigor. 


@ Sam Conant, Sligo Iron Store 
Company, won low gross honors 





Sam Gibb, Yale and Towne, warm- 
ing up for his speech on sales 
management. 


in the golf tournament held on 
Monday, while low nct went to R. 
McPeake of The B. F. Goodrich 
Company. Both men shot 80's, but 
in the “draw” the low gross prize 
went to Mr. Conant, and Mr. Mc- 
Peake’s handicap entitled him to 
low net. Blind bogey prizes went 
to L. H. Weber, The Osborn Manu- 
facturing Company; Alvin Smith, 
secretary of the Southern Associa- 
tion; H. P. Schultz, The Republic 
Rubber Company and J. F. Dona- 
hue, Lamson and Sessions. 
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Bill Todd, Somers, Fitler and 
Todd Company, retiring president, 
National Association, with the 
silver pitcher presented him by 
the members. 


® These Conant’s, by-the-way, run 

true to form. While husband 
Sam was winning low gross in the 
men’s tournament, friend Wife was 
copping the same honors in the 
women’s event with a neat 101. 
Mrs. W. J. Radcliff won low net 
in the women’s tournament, while 
the blind bogey prize went to Mrs. 
Floyd Dewey, and the consolation 
was awarded Mrs. Hanson. 





Jack Dale admires the golf trophy 
won by R. McPeake, while the 
latter tells how he did it. 





@ Hats off to Charlie Curtis and 

his associates, H. P. Ladds and 
Fred Glover, for the fine job they 
did in running off the tournament. 


® The conventionites were treated 

to variety in weather during 
their short stay in Pinehurst—hot, 
chilly and plenty of rain. Imme- 
diately following the convention, 
the Carolina Hotel was closed for 
the summer. 


@ The bridle paths proved a lure 

to a number of the convention 
people. Another magnet for many 
was the Club Chalfont, a nearby 
night club. 


@A real old song-fest followed 
dinner on Wednesday evening. 
Among those who were in good 





Mr. and Mrs. P. A. Converse, 
Marshall-Newell Supply Com- 
pany, San Francisco, winners of 
the prize for coming from the 
most distant point. 


(loud) voice were Messrs. Ladds, 
Ruether, Channon and “Judge” 
Smith. In fact, it took the “Judge” 
three days to get his voice back to 
normal. Bill Todd, incidentally, 
celebrated his annual “birthday” 
on this evening. 


@ Nearly everybody attended the 

show and dance staged in the ball- 
room on the last evening of the con- 
vention. The lady who could take 
five steps with a partner before 
being “grabbed off’ by another 
eager man was lucky indeed. 
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DISTRIBUTORS 


Aiasama MACHINERY & SUP- 
_ CO., Montgomery, Ala., W. W. 
oe 


Baneerr-. CHRISTIE CO., Chi- 
cago, Ill., Harry Barrett. 
BEALS, McCARTHY & ROGER Co., 
Buffalo, N. Y., A. B. Paull. 
BECKLEY HARDWARE SUPPLY 
CO., Beckley, W. Va., C. A. Beble, 
T. E. Bibb. 
BLUE RIDGE HARDWARE & 
SUPPLY CO., Bassett, W. N. Sales. 
BLUEFIELD HARDWARE Cco., 
Bluefield, W. Va., E. R. Burks. 
ro =. ¢ CHAS., Philadelphia, Pa., 
BOYER- CAMPBELL CO., Detroit, 
Mich., W. P. Goudie. 
BRIGGS- WEAVER MACHINE CoO., 
Dallas, Texas, J. B. Dale. 
BROWN ROBERTS HARDWARE 
CO., Alexandria, La., J. L. Pitts. 
BUTTS & ORDWAY CO., Boston, 
Mass., F. M. Butts. 


Caprrra CITY SUPPLY CO., 
Charleston, W. Va., C. W. Dabney, 
E. Howell. 

CAREY MACHINERY & SUPPLY 
CO., Baltimore, Md., G. C. Carey. 
CHANNON CO., H., Chicago, F. W. 

Copeland. 

CHARLOTTE SUPPLY CO., Char- 
lotte, N. C., A. B. Clark. 

CHASE, PARKER & CO., Boston, 
Mass., G. A. F. Perry. 

C HATTANOOGA BELTING & SUP- 
PLY CO., Chattanooga, Tenn., 
W. Jz Anderson. 

COLONIAL SUPPLY CO., Pitts- 
burgh, Pa., C. T. Haller. 

COLUMBUS IRON WORKS CO., 
Columbus, Ga., M. G. Murray, Jr. 

— & HEYLE, Peoria, Ill., L. E. 
Forbes. 

CUTTER WOOD & SANDERSON 
CO., Cambridge, Mass., W. T. Ryan. 


Ditton SUPPLY CO., Raleigh, 
N. C., C. A. Dillon. 

DILWORTH CO., J. E., Memphis, 
Tenn., E. C. Blackstone, J. E. Dil- 
worth. 


51. J. B. Rice, Hyman Sup- 
ply Company; R. N. Pin- 
dell, Alexander Broth- 
ers; H. A. Burdorf, The 
Lunkenheimer Company. 


52. L. J. Larzelere, Far- 
quhar Machinery Com- 
pany. 


33. Arthur Yorke, Hansen 
and Yorke; A. C. King- 
ston, Boston Woven 
Hose and Rubber Com- 
pany. 


34. Fred Stout, Heller 
Brothers Company. 


35. W. C. Hunter, W. S. 
Quigley, W. T. Ryan 
and W. P. Ross. 


WHO WAS THERE 


DUNCAN CO., R. C., Minneapolis, 
Minn., Russell C. Duncan. 


Ewere MACHINERY & SUP- 
PLY CO., Norfolk, Va., L. 
Graham, J. P. Murphy. 


FP arrmonr SUPPLY CO., Fair- 
mont, W. Va., Z. B. Hamp ton. 

FARQUHAR ’ MACHINERY CO., 
Jacksonville, Fla., L. J. Larzelere. 

FEDERAL HARDWARE CO., New 
York, W. W. Edwards. 

FRICK REID SUPPLY CO., Pitts- 
burgh, Pa., W. M. Patterson. 

FULTON SUPPLY CO., Atlanta, 
Ga., George Winship. 


Gaicuer CO., THE, Salt Lake 
City, Utah, J. T. Potts. 

GEORGIA SUPPLY CO., Savannah, 
Ga., W. S. Blum, T. H. "Howarth. 

GREAT LAKES SUPPLY CO., Chi- 
cago, C. A. Channon. 


Hansen & YORKE CO., New 
York, Arthur Yorke. 

HARDWARE & SUPPLY CO., 
Akron, Ohio, H. H. Kuhn. 

HARRIS & CO., SAMUEL, Chicago, 
W. H. Clark. 

HYMAN SUPPLY CO., Wilmington, 
N. €., J. B. Ties. 


Iser CO., O., Chicago, Oscar Iber. 


J ones SUPPLY CO., Chatta- 


nooga, Tenn., J. G. Gillian. 


Kunsey CO., E. A., Cincinnati, 
Ohio, W. J. Radcliffe. 

KLINGER-DILLS CO., Dayton, Ohio, 
Robert T. Dills. 


Lewis CO., CHAS. C., Springfield, 
Mass., W. W. Peacock. 

LEWIS SUPPLY CO., 
Tenn., T. W. Lewis. 

LOGAN a & SUPPLY 
CO., Logan, W. Va., C. M. D. 
England. 


Mappocx Co., 


P. G. Maddock. 


Memphis, 


Philadelphia, 


MANNING, MAXWELL & MOORE, 


New York, J. R. Kelley. 

MARSHALL NEWELL SUPPLY 
CO., San Francisco, Calif., P. A. 
Converse. 

a, SUPPLY CO., Jellico, H. B. 
McComb : 
McCLUNG, Cc. M., CO., Knoxville, 

Tenn., N. J. C. Lester 

McGRAW, INC., JAMES, Richmond, 
Va., R. E. Pearsall. 

MERSICK co., C. S., New Haven, 
Conn, E. B. Hunn. 

MILLS & LUPTON SUPPLY CO., 
Chattanooga, Tenn., J. B. Crimmins, 
J. F. Delaney. 

MOORE - HANDLEY HARDWARE 
CO., Birmingham, Ala., J. M. Bates. 

MORSE co., ELLIS W., Bingham- 
ton, N Y., V. H. Brink. 

MOTTER’S SONS SUPPLY CO., 

tO. F., York, Pa., W. S. Motter. 
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ROPE race 














Pace STEELE & FLAGG, New 
Haven, Conn., Fred H. Page. 

PEERLESS MILL SUPPLY CoO., 

ry «4 &. McKendry, 


PENN GENERAL SUPPLY CO., 
Pittsburgh, Pa., W. J. Charles. 

PIERCE HARDWARE CO., Taun- 
ton, Mass., B. L. Pierce. 

PITTSBURGH GAGE & SUPPLY 
CO., Pittsburgh, L. L. Brenholts. 


Ravi CO., Detroit, Mich., B. H. 
Ackles. 

ROOT NEAL & CO., Buffalo, N. Y., 
H. M. Pritchard. 

ROSS-WILLOUGHBY CO., Colum- 
bus, Ohio, W. C. Hunter. 


San ANTONIO MACH. & SUP- 
PLY CO., San Antonio, Texas, C. C. 
Krueger. 

SLIGO IRON oe CO., St. Louis, 
Mo., S. D. Cona 

SMITH & PEARSON, INC., Auburn, 

» G. C. Pearson. 

SMITH’ COURTNEY CO., Richmond, 
Va., A. B. Smith. 

SOMERS FITLER & TODD, Pitts- 
burgh, Pa., W. T. Todd, Jr. 

STACY SUPPLY CO., Springfield, 
Mass., G. W. Duahus. 

STANDARD MACHINISTS SUP- 
PLY CO., Pittsburgh, Pa., G. H. 
Cherrington. 

STANDARD-SHANNON SUPPLY 
CO., Philadelphia, V. C. Boyd. 

STRELINGER CO., CHAS. A., 
Detroit, C. E. Allinger, A. S. Bush. 

STRONG CARLISLE & HAMMOND 
CO., Cleveland, Ohio, H. H. Smith, 
E. E. Stvan. 

SYRACUSE SUPPLY CO., Syracuse, 
N. Y., P. Ridings. 


Tavtor & CO., WM. H., Allen- 
town, Pa., G. F. R. Bahnson. 

TEXTILE MILL SUPPLY CO., 
Charlotte, N. C., F. W. Glover. 

TIDEWATER SUPPLY CO., Nor- 
folk, Va., J. A. Beasley, J. M. 
Nimmo. 

TRACY CO., LEWIS E., Boston, 
L. E. Tracy. 

TULL METAL & SUPPLY CO., 
J. M., Atlanta, Ga., I. W. Tull. 

TURNER SUPPLY CO., Mobile, Ala., 
H. M. Schramm. 


Van HORN, OLIVER H., New 
Orleans, La., E. F. Stauss. 

VONNEGUT HARDWARE  CO., 
Indianapolis, Ind., G. C. Graber, 
F. W. Hess, E. G. Vonnegut 


W axe ee HENRY, Norfolk, 
Va., Robert B. Page 

WEAKS SUPPLY C0. Monroe, La., 
G. G. Weaks. 

WESTERN IRON STORE CO., Mil- 
waukee, Wis., C. E. Curtis. 

WHITE TOOL & SUPPLY CO., 
Cleveland, Ohio, H. C. Ellsworth, 
Melvin Munson. 

WILSON CORP., W. G., New York, 
H. H. Hirshon. 

WOODWELL CO., JOS., Pittsburgh, 
Pa., H. J. Menges. 

WORTHINGTON CO., GEO., Cleve- 
land, Ohio, H. H. Riddle. 


Youne & VANN SUPPLY CO., 
Birmingham, Ala., W. M. Given. 
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MANUFACTURERS 


Bovance CAR MOVER CO., 
Appleton, Wis., W. L. Reineke. 

ALEXANDER BROS., INC., Phila- 
delphia, Pa., J. A. Machin. 

ALLEN MFG. CO., Hartford, Conn., 
W. C. Waldo. 

AMERICAN PULLEY CO., Phila- 
delphia, Pa., Charles E. Brinley, 
Archie Chandler. 

AMERICAN SCREW CO., Provi- 
dence, R. I., W. F. Henning. 

AMERICAN SWISS FILE Co., 
Elizabeth, N. J., P. F. Reichelm, 
F. E. Shurts. . 

APPLETON-ATLAS CAR MOVER 
CORP, Milwaukee, Wis., F. V. 
Jelinske. (See page 82) 


56. Arthur L. Brow, Delta 
File Company; Frank 
Shurts, American Swiss 
File Company; Mrs. H. 
E. Torrell and H. E. 
Torrell, Syracuse Sup- 
ply Company; “Red” 
Gardner; George Allen; 
Charles Jordan, Charles 
Parker Company; Mrs. 
P. Ridings, Henry 
Blackman, Stanley 
Electric Tool Com- 
pany; P. Ridings, Syra- 
cuse Supply Company; 
E. B. Callahan, R. R. 
Donnelley and Sons; P. 
H. Reichhelm, Ameri- 
can Swiss File and Tool 
Company. 


57. K. R. “Danny” Dever, 
Madesco Tackle Block 
Company. 


58. W. M. Given, Young 
and Vann Supply Com- 
pany; Farnham Yardley, 
Jenkins Brothers; J. L. 
Pitts, Brown - Roberts 
Hardware Company; 
John T. Potts, The Ga- 
ligher Company; Harry 
Burdorf, The Lunken- 
heimer Company; L. E. 
Forbes, Couch and 
Heyle Company. 


59. Mrs. A. B. Paull, Mrs. F. 
A. Dewey, C. P. Joslyn, 
and Mrs. W. C. Winings, 
W. C. Hunter, Ross 
Willoughby Company; 
W. P. Ross, Standard 
Tool Company; F. A. 
Dewey, Yale and Towne 
Manufacturing Com- 
pany; H. J. Ferguson, 
Moline Malleable Iron 
Company; A. C. King- 
ston, Boston Woven 
Hose and Rubber Com- 
pany; W. C. Winings, 
Goodyear Tire and Rub- 
ber Company. 


60. R. S. Dyson, Link-Belt 
Company; A. G. York, 
The Watson - Stillman 
Company; G. F. R. 
Bahnson, Wm. H. Tay- 
lor Company; Thomas 
Robins, Jr., Hewitt 
Rubber Corporation. 








DEAS ... ideas . 

ideas! Osborn Brushes 
afford more ideas for 
building worthwhile 
brush business than any 
other line in the industrial 
market! 


“Brush Conscious” Sales- 
men know this and make 
the most of it. 


A few of the multitude of 
business building ideas, 
made possible by the ex- 
tensive Osborn line, are 
outlined on these pages. 


All industry needs brushes 

good brushes. That 
means that every plant is 
either a user or a potential 
user of Osborn Brushes. 
The time to “get going” 
on the Osborn line is 
NOW. Make the most of 
Osborn Brush _ business 
and it will make the most 


for YOU! 


Tué Os80RN MANUFACTURING COMPANY 


5401[Hamilton Ave., Cleveland, Ohio 
Sales Offices: 
New York - Detroit - Chicago - San Francisco 
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PAINT AND VARNISH — 
BRUSHES 


IDEA: There are two 
important points to con- 
sider in helping a custom- 
er to make the proper 
selection of Paint and 
Varnish Brushes: 


1—Determine the kind of surface to 
be covered . . . wood, concrete, brick, 
plaster, metal, etc. 


2—Determine the kind of vehicle to 
be used . . . prepared paint, varnish, 
enamel, lacquer, stain, etc., etc. 


With these points established, refer 
to Osborn No. 185 Catalog for the 


correct brush to select. 
COUNTER OR BENCH 


IDEA: Here, again, the 
“brush conscious’ sales- 
* man assists his customers 
} by explaining that Os- 
born classifies counter or 
bench dusters according to the actual 
requirements for coarse, medium or 
fine work. 

Refer to page 26 of Osborn No. 185 
Catalog which tells what counter or 
bench duster to select for each par- 
ticular need. 

By helping his customer make correct 
selections, the “brush conscious” sales- 
man paves the way for repeat orders. 


EVERY INDUSTRIAL PLANT IS A 











IDEA: Get all the in- 
formation possible about 

a customer’s require- 
} ments for a wire wheel 
MW brush before making a 
specific recommendation. 


Pages i4 to 21 inclusive of Osborn 
No. 185 Catalog contain a wealth of 
information that helps you guide the 
customer to a correct selection of an 


Osborn Wire Wheel Brush. 


Industrial buyers appreciate this kind 
of cooperation and recognize it by 
repeat business. 


<OSBOR™ 


WINDOW CLEANING. 
BRUSHES 


IDEA: When “talking 
Osborn Brushes” to a 
prospect or customer, the 


“brush conscious” sales- 





man includes Window Brushes. 


“Every plant uses them and someone 
gets the business, so why not I,” 


thinks the wide awake salesman. 


Page 27 of Osborn No. 185 Catalog 
guides the customer to the kind of 


Window Brushes his plant requires. 
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BRUSHES 


IDEA: When you know 
that a customer or pros- 
pect uses fibre wheel 
brushes for metal finish- 
ing, remember that the 
Osborn line has the right 
kind of brush for practically every 
buffing and polishing requirement. 
Osborn Fibre Wheel Brushes are 
made as complete wheels or as wheel 
sections furnished with or without 
hubs. 

On page 21 of Osborn No. 185 Cata- 
log is the information your customers 
need for selecting the correct Fibre 
Wheel Brush for their particular 
buffing or polishing requirements. 


SBOR 


UPRIGHT BASS 
BROOMS 





IDEA: Many an indus- 
trial buyer thinks of 
brooms as “just brooms.” 
But he revises this opin- 
ion when the “brush con- 
scious” salesman points out the one- 
piece, seamless steel cap that makes 
Osborn Upright Bass Brooms practi- 
cally indestructible. 





Furthermore, most buyers like to 
know about the different textures of 
Bass Fibre each selected for 
Coarse, Medium or Fine sweeping. 
(See page 26 of Osborn No. 185 
Catalog. ) 


PROSPECT 
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IDEA: The market for 
Osborn Wire Scratch 
Brushes is practically un- 


limited. Every industrial 





plant uses one or more kinds. 


The Osborn line (illustrated and de- 
scribed on page 23 of Osborn No. 185 
Catalog) includes a correct size and 
shape of wire scratch brush to meet 


almost every known requirement. 


You can build good volume with 
Osborn Wire Scratch Brush business. 


Ask for it! 


SEBORD 


PUSH BROOMS 


IDEA: There’s a lot to 
y talk about when a “brush 


4 conscious” salesman dis- 
cusses Osborn Push 
— Brooms. 


A few examples are (1) the various 
kinds of fibre used to meet the various 
sweeping conditions; (2) the wide 
flare on the sides and ends of Os- 
born Fibre Push Brooms; (3) the 
correct trim and ‘‘balance” that make 
sweeping easier and more thorough. 


(Refer to page 25 of Osborn No. 
185 Catalog.) 


FOR OSBORN BRUSHES 





IDEA: Many industrial 
plants are unknowingly 
wasting money by hap- 
hazard selection of floor 
sweeping brushes. 





Here’s where the “brush conscious” 
salesman performs a real service to 
customers. He explains that there are 
three classifications of sweeping 
Coarse, Medium and Fine ... and 
that Osborn uses the right kind of 
brush materials for each kind of 
sweeping. 

Page 24 of Osborn No. 185 Catalog 
points the way to the correct selec- 
tion of floor sweeping brushes. 


@SBOR 


MISCELLANEOUS 
BRUSHES 


IDEA: The “brush con- 
° ” 
scious” salesman knows 


that every industrial 





plant uses a wide range 


of miscellaneous kinds of brushes. 


His familiarity with the Osborn No. 
185 Catalog makes it easier to capture 
this business and to sell his customers 
on the many advantages of standardiz- 
ing on Osborn . . . the most extensive 
“family” of industrial brushes avail- 
able. 
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SILVER ANNIVERSARY 
Keynote of Special Sales Drive 


HE Chandler-Boyd Supply 
Company of Pittsburgh, Penn- 
sylvania decided, instead of a 
regular, traditional company anni- 
versary celebration, to make its 
twenty-fifth business birthday the 
starting point of a new era of big- 
ger business and increased service 
to industrial buyers in its-territory. 
Using “Twenty-five Years of Ser- 
vice to Industrial Buyers” and the 
promise of increased service as the 
keynotes, a Silver Anniversary 
Sales Jubilee was launched and an 
effort was made to cover every cus- 
tomer and prospect on the list. Di- 
rect mill sales promotion and an 
intensive drive by the sales organ- 
ization featured the campaign plan. 
The campaign opened March 1 
with the distribution of a silver 
folding card (Exhibit A) empha- 
sizing the dates April 5, 6, 8, 9, 10, 
11 and 12 as a “Week to Remember 
Chandler-Boyd.” On March 26, one 
week before the actual Silver An- 
niversary date (April 5), a silver 
blotter was mailed to the entire 
list in a teaser envelope. 
The special anniversary solicita- 
tion letter (Continued on 130) 











ee or 



















This is twenty-five years olf on April 5, 1936 and ts 
ate te celebrate this leportant business birthday in an unveusl 
Be want to cake the week of April Sth to 12th «he biggest, 
on routotending week of Service to Industrial Buyere that we have 
ever experienced. 





lo So, we are asking you to join ue tna Stlver Anniversary 
Seice Subitos WY SemDING OS a OPDER OM APRI TX OR OW 
Ooms OF POLLOSINS Nats APRIL 67H, 6TH, Se ”, 10TH, 
LITH, of 12TH! 


' Thie epectal seniversary solleitation a) being mae of every 
i Customer prospect whe hag ever boon " fll feel very 
' 


bappy indeed to receive this prectical demons: cost of your good 

will and good wishes turing our Silver A ere Bec AR ORDER 

POR SOME SRQUIREMEPT. It #fll signify sgsir your confidence tn as. 

j The meseage our late preeiient pt Chas nae 3 sent to our 
} customers fifteer. yoars ago on the | th analversary 
‘@ again moet appropriste. ee oTrat. r spear “ tre “4 ‘nas deen made 
porsible omly by the cometant and loy eupt f or friends end 
customers {9 gore than a were matter of pride growth, Tt brings 

fee}ing o «4 ce tiflestion | . 


| 
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THE REPUBLIC 
9-POINT POLICY 


- 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


»* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 


ably be expected. 


- 


A price basis inducing and mak- 


ing possible aggressive competi- 
tion with reasonable profit return. 


— 


Freedom from competition 
from his source of supply, 
either direct or indirect, 
among the trade covered by 
his day to day solicitation. 


- 


Selling helps of reasonable 
amounts so that his sales force 
may be given the advantage of 
specialized training and a knowl- 
edge of the product sold. 








N° ONE can read the Republic Policy 
without clearly understanding its defi- 
nite aim—that of pushing the sale of me- 
chanical rubber products through distributors, 
with every assistance and protection for those 
distributors’ interests. 


This Policy has won distinction by em- 
phasizing the great importance of Republic 
Distributors as a force for economy in busi- 
ness. It has given industry a higher concep- 
tion of their capabilities by placing all the 
facilities of a great, national organization be- 


hind them. 


The results are that Republic Distributors 
have progressed far beyond average gains and 
have become leaders in their field. These are 
strong inducements for you to familiarize 


yourself with all that Republic has to offer. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 
FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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A. 


ANALYSIS CHART 


for 
Distributors of Industrial Supplies 


Based on Sales and Operating Methods 
now practiced by leading distributors, 
these questions are designed to help 
distributor executives to detect weak- 
nesses and develop strong points. 


Sales 
Sales Management 


A. 


Operating 


Purchasing and Storing 





1, 


2. 
3. 
4. 





B. 


Yes 


No 





Are my salesmen so managed that they: 

a. Cover their territories efficiently? 

b. Concentrate their efforts on worth- 
while prospects? 

c. Sell leading lines to all prospects? 

Are my records such that I can check 

performance on the above? 

Do I get the most out of manufac- 

turers’ sales help? 


Do I back up my salesmen with neces- | 


sary technical help? 











Sales Promotion 





| 


1, 


> w NWN 


5. 





6. 


plete? 


. Am I telling my prospects about my 


service by mail? 


- Am I making full use of manufactur- | 


ers’ literature? 


. Are my windows and display room at- 


tracting visitors? 

Would an industrial exhibit be worth 
the expenditure? 

Would it pay me to publish a house 
organ? 








C. Customer Contact 





1. Are my outside salesmen: 

















Sa ee —— 


a. Equipped technically to handle their 
jobs? 

b. Receiving regular education on lead- 
ing lines? 

c. Regularly telling prospects why it 
pays to buy from us? 


. Would it pay me to make more calls 


myself? 


. Are my salesmen making out complete 


sales reports? 
a. Are these reports checked and fol- 
lowed up? 


. Have I the best possible men handling 


telephone sales? 


. Are my counter men alert, well-in- 


formed and well-equipped? 


. Are mail quotations handled with in- 


telligence? 
a. Are they properly followed up? 


. Can I do anything to increase the size 


of the average order? 


| 





10. 
11. 





. Am I buying only from those manufac- 


turers who have distributor policies? 


. Am I duplicating lines unnecessarily? 
. Is the potential market thoroughly in- 


vestigated before taking on a new line? 


. Do my purchasing records help to de- 


termine quantities and sizes for stock? 


. Will it pay me to carry more stock, 


pick up less? 


. Is the size and character of my inven- 


tory closely controlled? 


. Willa perpetual inventory system pay? 
. Would it save time to store similar 


items near each other? 


. Would a few new bins and racks keep 


my stock in better shape? 
Are all aisles and bins clearly marked? 


Am I sacrificing efficiency to save a 
few dollars for light? 











Order Handling 








Yes 


No 





: ‘Is the system I use to handle orders 


speedy and fool-proof? 


. Does it definitely check the loss of any 


order? 


. Is clerical work reduced to a mini- 


mum? 
Will it pay me to install a multiple 


_ copy charge system? 
. Are all orders “edited” before being 


filled? 


Am I following through on back-order 
deliveries? 


. Are my stock men slowing up delivery 


of orders? 


. Do my shipping and receiving records 


tell a complete and up-to-the-minute 
story on each shipment? 


. Are my trucks costing too much to 


operate? 


. Would it pay me to use a motorcycle 


for rush orders? 


. Is my accounting system cumbersome? 
. Would it pay me to itemize all ex- 


penses monthly? 
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A MONTHLY 
FEATURE 
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PARKER-KALON 





PARKER-KALON 
CORPORATION 
192 VARICK ST. 
NEW YORK, N.Y. 


Where Men Who Sell Parker-Kalon Products Can Exchange Business-getting Ideas 











JUST FOLLOW 
YOUR NOSE 


After telling a group of salesmen about 
our Wing Nut market study which 
indicated a total yearly requirement 
of over 50,000,000, one man asked— 
“where is all of this business hiding?” 
It is a good question and deserves a 
better answer than — “Follow your 
nose”, although that is a _ pretty 
straight steer. 


In practically any direction you may 
turn you'll find wing nut users. They 
are scattered throughout industry. 
They include makers of products of 
every description. Here are a few from 
a long list of products reported to us: 


A Few Typical Users 
Adding machines, adjustable cabinets, 
advertising displays, air conditioning 
apparatus, artificial limbs, awnings 


and tents, baby carriages, 
bread slicers, casement window ad- 
justers, cultivators and _ harvesting 
machines, damper regulators, drying 
frames, electric fans and _ blowers, 
electrical signs, filing equipment, food 
grinders, folding beds, grain separa- 
tors, hospital equipment, immersion 
heaters, kitchen cabinets, ladders, 
merchandise displayers, mops and 
brushes, ovens and stoves, plumbing 
specialties, radiator enclosures, scales 
and store equipment, skates, surveying 
instruments, toys, vending machines, 
wash wringers. 


bicycles, 





It will pay to write for our list. It is 
far from complete but it will leave no 
doubt that there is a substantial wing 
nut business right in your territory. 
While it may now be going to direct 
selling manufacturers, you can get it 
with Parker-Kalon Cold-forged Wing 
Nuts. You can offer a neater and 
stronger product that doesn’t cost a 
penny more. That is what buyers want. 
It is the reason Cold-forged Wing Nuts 
became the biggest sellers on the mar- 
ket in a year’s time. 





20,000 CONCERNS 
CAN’T BE WRONG 


Why do more than 20,000 manufac- 
turers willingly buy Self-tapping Screws 
instead of fastening devices that are 
cheaper? Because the extra cost comes 
back with interest. 


It comes back WITH INTEREST 


Here are some examples to give the 
fellows who hail from Missouri: — 
$25,321 saved in a year by a big maker 
of auto hardware . . . Costs reduced 
36 per cent on a Zenith-Detroit car- 
buretor assembly . . . Fastening costs 
cut 43 per cent on Mills Metal Parti- 
tions .. . $550 a year saved and work 
speeded up on Gilbert and Barker 
Pumps .. . Over $150,000 saved in 





a year by famous auto body builder 
- + +» Seores of tapping operations 
eliminated on each Philco Radio .. . 
$3,120 a year saved by an electrical 
manufacturer . . . A mean assembly 
problem solved for makers of Colson 
Scooters . . . Four operations elim- 
inated on Hotpoint Range assemblies 
. «+ Over 33 per cent saved on Dochler 
Die Casting fastenings . . . Greater 
strength at lower cost obtained for 
Simmons Furniture . . . $12,000 saved 
in a year by a maker of fireproof 
windows and doors. 











THEY LOOK ALIKE 
BUT —- «?-X?! 


“Until broken, a bad egg may fool 
a person. And it’s the same way with 
a screw that looks like a genuine Type 
“A” Sheet Metal Screw. Use shows-up 
the imitation . . . for it takes more 
than ‘looks’ and hardened threads to 
make a money-saver”’. 


That is the way one salesman demon- 
strates the danger of buying imitations 
that “look” like Parker-Kalon Type 
“A” Hardened Self -tapping Sheet 
Metal Screws. It’s a sound argument. 


The way a genuine Sheet Metal Screw 
works ... not the way it looks ... 
makes it a time-and-labor-saver. Sav- 
ings depend on certain important qual- 
ities which Parker-Kalon puts into the 
Screw to insure perfect action from 


EVERY Screw in a box. 


A few poor Screws may waste enough 
time to “kill” savings. But this needn’t 
worry the buyer who specifies “Parker- 
Kalon”. Genujne Sheet Metal Screws 
are consistently good. 





IT’S PERFECT ACTION 
ff brings savings in 
making fastenings 
© 
GENUINE PARKER-KA“ON 
Sueet MetaL ScrREWwsS 
ALWAYS HOLD -hecause 
threads run full dia- 
meter right to the head. 
ALWAYS GO IN EASILY — because 
threads are designed with expert 
knowledge of the work they must 
do, and held to a high degree of 
accuracy and uniformity. 
THREADS DON’T STRIP. 
HEADS DON'T TWIST OFF .. ¢ « 
because they are made from a high 
grade wire of special analysis, and 
scientifically hardened by a process 
developed from 20 years experience. 

















PARKER-KALON SELLS 


JUNE 1935 


ONLY THROUGH RECOGNIZED 


SUPPLY HOUSES! 
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THE TREND OF 


SUPPLY SALES 
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100—Average monthly sales, 1923-1925 


Sales Indicator Reaches New High in April. All 
Sections but South Show Increases 


@ Sales of industrial supplies and equipment for the 

month of April jumped to the highest point reached 
since the inception of the Sales Indicator in October, 
1933. This index, which is based on actual dollar 
sales of about 150 representative industrial distrib- 
utors registers 75.9, an increase of over five points 
from the 70.5 figure shown for March. 

Largest increases were shown in the North Atlan- 
tic, Middle Western and Pacific Coast States, where 
the territorial Indicators read 76.5, 77.6 and 83.0 re- 
spectively, as compared with 72.7, 63.9 and 61.4 in 
March. Only the Southern territory suffered a loss, 


the Indicator for these states dropping from 75.9 to 
68.1. 

Total number of orders received during the month 
for the average house reporting was 2,040 as com- 
pared with 2,020 in March. This, figuring 26 working 
days, amounts to 80 orders per house per day. The 
size of the average order, however, dropped from 
$15.80 in March to $14.91 in April. This latter figure 
comes very close to the $15.00 which, from the record 
so far compiled, seems to be about the average for 
distributors at this stage. 





Average size of order, all houses. . 





Average number of orders received per house during month 
Average number of orders received per house each working day . . 


2040 
80 
$14.91 
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Belt Lacing Equipment 


The First Step to 
ECONOMY 
in 


Plant 
Operation 


Clipper ‘Belt Lacer Company 


GRAND .RAPIDS MICHIGAN 





Ladad 
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TERRITORIAL SALES INDICATORS 














North Atlantic States 





perenne Continuing the upswing of last month, the Sales Indicator for this 
TTT section goes to a new high of 76.5 in April, as compared with 72.7 in 
t+ < March. The size of the average order, however, was considerably 











smaller, the figure being $13.71 as against $14.58 the previous month. 
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Southern States 
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A surprising drop, the second this year, was registered by the 
Southern States Indicator, the reading for April being 68.1, after a nice 
increase to 75.9 in March. Size of orders dropped off slightly, also, 
from $17.00 in March to $16.51 in April. 





Middle Western States 


Another new high, 77.6, was reached by the Indicator for the Middle 
Western States. The March reading was 63.9. This gain was regis- 
tered largely through an increase in the number of orders received, 
since the size of the average order dropped from $15.29 to $14.50. 











Western States 


Again, the absence of sufficient reports from this section prohibits 
the publishing of a true picture. Reporting distributors, however, 
registered sizeable gains, on the average, over sales reported for March. 





Pacifie Coast States 





Not quite a new high, but almost equal to the point reached by sales 
in July, 1933, business on the Pacific Coast for April pushed the Sales 
Indicator to 83.0, as compared with 61.4 in March. This is the first 
sizeable month of the year for this section, which has been one of the 
leaders throughout the life of the Sales Indicator. 
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A complete line of incandescent lamps for industrial use. Large wattage lamps, 

Milltype, Rough Service, Vibratuned, Daylight, Floodlight, Spotlight, Street 

Lighting and so on—for mills, factories, railroads, street railways, offices, 

buildings, streets, athletic fields, department stores, show windows—wherever 

efficient light is needed .. . Write us for attractive distributors’ proposition on 
Hygrade Lamps. 


Hygrade Sylvania 


CORPO R/ATION 
SALEM MASS 


MANUFACTURERS OF GOOD INCANDESCENT LAMPS FOR OVER 30 YEARS 
MAKERS ALSO OF SYLVANIA RADIO TUBES 
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TEN YEARS AGO IN MILL SUPPLIES 











When R.G. COOK RESIGNED, 
WILLIAM KELLY'S TWENTY 2. 
EIGHT YEAR RECORD OF "KNOWING | 
HIS STUFF” EARNED HIM THE 
POSITION OF PURCHASING 
AGENT WITH THE W. M. PATTISON 
SUPPLY COMPANY OF CLEVELAND. BILL 
1S STILL GOING STRONG WITH 
THE SAME ORGANIZATION. 













































WITH THE CONVENTIONS 


6 Gz) OVER, DISTRIBUTORS AND 
ten | THEIR SALESMEN WERE BACK 


ON THE JOB SEEKING TO 
APPLY SOME OF THE IDEAS 
THEY HAD ABSORBED AT 
THE ANNUAL GATHERINGS. 
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Artnur Bootx 
AND HIS PITTSBURGH 
SUPPLY COMPANY 
ORGANIZATION WERE 
ALL SET FOR BIGGER 
BUSINESS AS THEY 
MOVED INTO NEW 

QUARTERS AT 
435-437 WATER 
STREET, 






































eet 
Jim DELANEY SE 
NOW PRESIDENT “Sa 
OF THE MCMASTER- —=——=———>— 
CARR SUPPLY gaS= 
COMPANY, CHICAGO, CRO“ 
WAS VICE PRESIDENT 
OF THAT WELL- 
KNOWN SUPPLY HOUSE APRS 
WHEN IT FIRST OCCUPIED _“PRexA 
ITS PRESENT FOUR a aig, 
STORY QUARTERS AT 640 << 


WEST LAKE STREET. Bat 
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DELTA’S POLICY 


will not be changed 


Long before NRA was thought of, the Delta 
Policy of file marketing protected our con- 
sumers and distributors alike through all the 
storms of competition and depression. 


The coming of NRA made no change in that 
policy. | 
The passing of NRA will not affect it. 


Delta Quality has always more than justified 
Delta prices. Many tests have shown that 
DELTAS REMOVE MOST METAL per 
| dollar of filing cost. No price-cutting or “‘foot- 
balling’ of other brands has ever obscured 
Delta's true economy to the user or caused us to 
slight the dealer's interests. 

THAT POLICY WILL NOT BE 

| CHANGED. Regardless of what may 
| happen elsewhere, Delta Quality and the 


protection we give to Delta distributors will 
not be sacrificed. 





4837 JAMES ST. (srxwessunc) PHILADELPHIA 


| DELTA FILE WORKS 
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Clinic Promotes 
Haseltine Welding 


TARTING in at 10 o’clock on 

the morning of March 21, for 
12 hours a day until late Saturday 
night of the third day, there was 
probably never such a gathering of 
welders and industrialists inter- 
ested in welding as appeared at the 
Haseltine Welding Clinic. Lectures 
and discussions alternated with 
demonstrations. Smoke and lurid 
flames filled the air. It is doubtful 
if Satan himself could have melted 
welding rods faster or produced 
higher temperatures than _ those 
boys with the helmets and asbestos 
gloves. 

A single distributor, the J. E. 
Haseltine Company of Portland, 
Oregon, put on the whole clinic. 
All of the welding equipment was 
out of its stock, and it furnished 
the lion’s share of the welding rods 
and materials used in the demon- 


strations. The only equipment 
shown and demonstrated was that 
of manufacturers that Haseltine 
represents. About the only thing 
that did not come from their stock- 
rooms was the gas itself. 

The Haseltine company was for- 
tunate in having just the right 
place in which to hold the clinic. 
It had just completed a new steel 
warehouse for pipes, valves and fit- 
tings, all one lofty room 100 by 
100 feet. Along one side was ar- 
ranged the electric welding dem- 
onstration equipment, screened off 
from the rest of the space. No one 
was allowed in there who did not 
carry a helmet or proper goggles. 

At right angles to the demonstra- 
tion space was a long display table 
the full length of the room on which 
was arranged a continuous display 
of welding rods and materials. In 





itself, this display represented a 
very sizeable distributor’s stock. On 
the third side were the booths for 
display of gas cutting and welding 
equipment, brazing equipment, 
fluxes and compounds. Inside the 
main part of the room, next to the 
screen was a large booth for the 
high priced electrodes and acces- 
sories and beyond that a display of 
gas engine driven welding sets. 

This left a great open space in 
the middle which was utilized for 
the lectures. The beauty of this 
last arrangement lay in the fact 
that when there were lectures and 
discussions going on, all those in 
the building had to attend. After 
the men had absorbed new ideas 
from the talks and discussions, they 
were dismissed and immediately 
went to the equipment and saw the 
ideas demonstrated, or practiced 
themselves. 

The three-day program contained 
lectures and discussions on “Arc 
Welding Cast Iron,” by Gust Ny- 
quist, president, American Arc 
Welders, Roseau, Minnesota; “‘Prob- 
lems in Maintenance Welding— 
hard-surfacing,” by Ralph S. Beel- 
er, welding specialist, J. E. Hasel- 
tine and Company; “Welding of 
Stainless and Alloys,” by Virgil 
Whitmer, metallurgist and welding 
engineer, Republic Steel Corpora- 
tion, Pittsburgh; “Electric Weld- 
ing Copper and its Alloys,” by W. 
C. Swift, service engineer, Ameri- 
can Brass Company, Waterbury, 
Connecticut. 

Among the special demonstra- 
tions were: Arc welding very thin 
steel plate with 100 ampere Gen- 
eral Electric (Continued on 129) 
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= gritted, uniformly 


coated, strong, durable, yet 
a highly flexible backing— 
here is an abrasive cloth 
that has everything. It is 
the Aloxite Brand Cloth. 
Get it in the cost-saving 
economy rolls in three handy 
widths. Or in the standard 
9 x ll-inch sheets. Use it 
on any job—anywhere you 
want a better finish on any 


metal. 


ALOXITE 


BRAND 


CLOTH 


THE CARBORUNDUM COMPANY 


NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, 
Cleveland, Detroit, Cincinnati, Pittsburgh, Grand Rapids. 


(Carborundum and Aloxite are regis- 
tered trade-marks of The Carborun- 


dum Company.) 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Dilworth Clinic Scheduled for 
June 6, 7 and 8 


@ Another in the steadily growing 

chain of industrial “shows” be- 
ing staged by distributors through- 
out the country was scheduled for 
June 6, 7 and 8, when the J. E. Dil- 
worth Company of Memphis was to 
put on its Free Trade Exhibit and 
Clinic in the Municipal Auditorium. 
Details of this event will be pub- 
lished in the July issue of MILL 
SUPPLIES. 

According to E. L. Blackstone, 
vice-president of the Dilworth 
Company, this exhibit and clinic, 
which was to be open from 8 o’clock 
in the morning until 11 o’clock at 
night, was brought to Memphis in 
order that people in that section 
who are interested in displays of 
this kind, and who do not have 
the opportunity to visit the Na- 
tional Power Show, might see mod- 
ern developments in industrial ma- 
chinery, equipment and _ supplies 
right at home. 

Thirty-five manufacturers were 
to present displays, and each was 
to have an engineer, or engineers, 
on hand to demonstrate and discuss 
items exhibited. The Dilworth 
clinic, planned as an annual affair, 
was expected to be one of the most 
interesting and instructive ever 
held in the South. 

Following are the manufacturers 
who were scheduled to offer dis- 
plays and clinics at the Dilworth 
show: Oxweld Company; Alumi- 
num Industries, Incorporated; Ma- 
son-Neilan Regulator Company; 
Hewitt Rubber Corporation; Gen- 
eral Electric Company; Autovent 
Fan and Blower Company; Wal- 
worth Company; Harrington Com- 
pany; Simonds Saw and Steel Com- 
pany; Bond Foundry and Machine 
Company; J. E. Rhoads and Sons; 
American Cordage Company; Coe 


Manufacturing Company; Allis- 
Chalmers Manufacturing Com- 
pany; Phister Manufacturing Com- 
pany; Johns-Manville; Fafnir 
Bearing Company; Armstrong 
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Bros. Tool Company; Bulldog Elec- 
tric Products Company; Consoli- 
dated Ashcroft-Hancock Company; 
Toledo Pipe Threading Machine 
Company; Williamsport Wire Rope 
Company; Black and Decker Manu- 
facturing Company; Okadee Com- 
pany; Binks Manufacturing Com- 
pany; Cushman Motor Works; 
Geo. D. Roper Corporation; Har- 
nischfeger Corporation; Independ- 
ent Pneumatic Tool Company; 
Alemite Company; E. L. Bruce 
Company; Fisher Governor Com- 
pany; Cutler-Hammer, Incorpo- 
rated; Lansing Company and Ridge 
Tool Company. 


Duncan Folder Announces 
New Show Rooms 


@ The R. C. Duncan Company, Min- 

neapolis, Minnesota, which re- 
cently completely revamped and 
beautified its show rooms, has sent 
an announcement to its customers 
and prospects in the form of a 4- 


page folder, under the heading: 
“The R. C. Duncan Company Pre- 
sents New Modernized Show 
Rooms.” 


On the first page, under a picture 
of the new display, is an announce- 
ment which refers to the indirect 
lighting, aluminum ceilings, three- 
tone green colors of the walls and 
show cases and gray floor enamel, 
and continues: 

“To tell about it in words gives a 
thrill to the writer, but to have 
people see it gives us a greater 





thrill. 
this as your invitation to come 


Therefore, please consider 


down and pay us a visit. You will 
see products displayed that you did 
not know were carried in Twin City 
stock. We would like to have you 
come down even though you merely 
come to browse around. Please 
do!” 

Then follows this injunction: 
“And, furthermore, the R. C. Dun- 
can Company presents new and 
timely items for dealers and indus- 
trial consumers. Turn please...” 

The following three pages are 
given over to illustrations, prices 
and descriptions of various items, 
arranged in groups under such 
headings as: “Spring Items Like 
These,” “Practical Necessities,” 
“New Electrical Devices,” “These 
Quality Products from Our Paint 
Department,” “Handy Items in 
Demand,” and “Everyone Appre- 
ciates Good Tools.” 

The last page contains a partial 
list of the lines carried by the com- 
pany and the manufacturers thereof, 
and a suggestion that the customer 
or prospect keep the folder as a 
future reference. 


Chandler and Farquhar Adds 
New Lines 


@ Three new lines have been added 

to the lines now being handled by 
Chandler and Farquhar Company, 
Boston, Massachusetts, as follows: 
Work shop lathes manufactured by 
South Bend Lathe Works; shelving 
and metal cabinets manufactured 
by Art Metal Construction Com- 
pany, and MRC bearings manufac- 
tured by Martin-Rockwell Corpora- 
tion. 

The company also announces that 
two new salesmen have been added 
as well as a new order filler and a 
new man in the office. 
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PLIANCE 


Two views of an attractive window display which was entered by 
Harry P. Leu, Incorporated, Orlando, Florida, in a national contest. 


This display was awarded a prize. 
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CONVEYO 


@ HEWITT distributors know that the market for 
HEWITT industrial rubber goods is just as great as 


their contacts. A program of dominating advertising 


and organized sales effort is reaching every industry, 
relating the HEWITT features and advantages. In 
every plant in which you make a contact you can sell 


HEWITT. HEWITT distributors are enjoying a sub- 


stantial increase in industrial rubber goods’ business 


and we welcome the chance to talk over with you 


the HEWITT profit franchise. 





oe ee on 


R AND TRANSMISSION BELTS 








PACKING 
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* BRIERLY-LOMBARD 
HOLDS SECOND EXHIBIT 


EPEATING the successful in- 
dustrial exhibit held last year, 
Brierly-Lombard and 
Worcester, 


Company, 
Massachusetts, con- 
ducted a four-day show in its place 
of business May 7, 8, 9 and 10. The 
entire second floor was given over 
to the exhibits of 35 manufacturers. 

Well promoted in advance, the 
exhibit outdrew that of last year 
by a wide margin. A letter to 
everyone in Worcester County who 
was a prospect for any of the lines 
to be displayed was sent out well 
ahead of time. This letter was fol- 
lowed by personal letters and in- 
vitations extended by the salesmen 
during their regular calls. Regis- 
tration list showed not only pur- 





erly-Lombard. 


chasing agents, but superinten- 
dents, foremen and plant managers 
from nearly every important plant 
in the area. 

A line on the success of the show 
may be gained from the report of 
A. B. McFarland, L. H. Gilmer 
Company, to his home office. “‘They 
had a line of visiting plant men 
from a number of the most worth- 
while plants in Massachusetts,” he 
said. “On Friday evening we were 
so busy that we scarcely knew 
whether our neighbors were in the 
adjoining booth or not. Mr. Du- 


rell and his men were on their toes 4 


all the time and deserve great cred- 
it for devising a smooth-working 
system for handling visitors.” 


Exhibits of the 
Johnson Bronze 
Company, Columbi- 
an Rope Company, 
Armstrong - Blum, 
Holo-Krome, Jacobs 
Chuck, Keystone 
Grease, Disston and 
Linde Air Products. 
Manufacturers’ rep- 
resentatives shown 
include L. M. Wil- 
lard, “Dick” Modig, 
i Hazely, E. P. 

udy and G. W. 
Hall. 


Left: R. B. Hubbell, Greenfield 
Tap and Die ‘Company, shows 
tools to a visitor at the left. At 
the right, “Hank” Austin, Arm- 
strong Brothers Tool Company, 
explains a new tool to Frank S. 
Robinson, general manager, Bri- 


Window display for the show—a 
locomotive constructed by Man- 
ager Robinson from various items 
of industrial supplies. 








C. T. Jordan, Parker Vise Com- 
pany, reads his own sales manual 
for recreation. Rear—two visi- 
tors inspect the exhibit of the 
Bond Foundry and Machine Com- 
pany. 


Manufacturers exhibiting and 
their representatives includes: 
American Asphalt Paint Company, 
Chicago, Wm. Gunderson; Ameri- 
can Pulley Company, Philadelphia, 
W. Tarbox; Armstrong-Blum Man- 
ufacturing Company, Chicago, L. 
M. Willard; Armstrong Bros. Tool 
Company, Chicago, “Hank” Austin; 
Behr-Manning Corporation, Troy, 
New York; Charles Bond Company, 
Philadelphia; Bond Foundry gnd 
Machine Company, Manheim, Pean- 
sylvania; Coburn Trolley Track 
Company, Holyoke, Macsachusetts, 
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NZ 
A 10-MILLION-DOLLAR VOLUME 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


FOR YEARS jobbers have been seeing their large Coated Abrasives customers 
slipping away from them. How many times I’ve been told: “We used to have a large 
volume, but—— 


Well, the answer lies in the manufacturer's policy! 


True, some jobbers failed to realize the possibilities of this 1o-million-dollar 
industry — failed to familiarize themselves with the technique necessary to success- 
fully sell technical abrasives — but they certainly didn’t get much help or encourage- 
ment. 


So, they were allowed to dig out good accounts — make the connections - 
get things started; then, the manufacturer stepped in, took the accounts over, and sold 
direct. 


Today, the vast bulk of this 10-million-dollar volume (at manufacturers’ prices) 
goes direct to the industrial trade —- the jobber gets only the pickups. 


We believe the jobber, who is really interested, can regain his full share of this 
very profitable, large-volume business—if he has the right source of supply. 


His line must be complete — his goods of the highest quality — his costs es- 
tablished so that he can meet competition from no matter what source. Given these 
three requisites, and the necessary cooperation, there is no reason why a jobber cannot 
build up a very large volume at a profitable margin. 


Our entire bringing-up has been in jobber-distribution—we still believe in it! 


i We have all the other requisites to offer — complete line — highest-quality 
standard goods — ability to place you in competition, and keep you there. 


For years, many outstanding jobbers have been buying 
their requirements from us — we work with them, not against 
them. We keep them in competition — they cannot be out- 
quoted. Their volume is growing rapidly. 


May I have the opportunity of presenting what we 
have to offer? No matter what your present connection, it will 
pay you handsomely to write us! 











ee E. B. GALLAHER: 
Clover Grinding Compounds Clover Mfg. Co., Norwalk, Conn. 


You may send me, without obligation, samples of: 


Clover Color-Stripe Abrasive Papers and Cloths 


Green-Stripe Sandpaper. 
Red-Stripe Turkish Emery Cloth—for polishing. 








Yellow-Stripe Aluminous Oxide Cloth—fc tting 
BOTH REPRESENT FULL VALUES hard metals. The universal shop ae, ' 
: BOTH CARRY FULL PROFITS Orange-Stripe Garnet paper—for woodworking. 
Clover Grease-Mixed Grinding Compound. 
. 1 al s % : : > ‘ 
They Cost You Nothing to Try Clover Water-Mixed Valve-Grinding Compound 
Name 
CLOVER MFG. ce. Address 






Norwalk, Conn. Character of business 
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THE YALE & TOWNE 
MANUFACTURING CO. 


PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Hand Chain Hoists, 
Electric Hoists, Trolleys, Hand 
Lift Trucks and Skid Platforms 
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Yale Ball Bear- 
ing Spur Geared 
Chain Hoist. 
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A. B. McFarland and Paul Wright 
of the L. H. Gilmer Company, fin- 
ish straightening up their exhibit 
and plan their campaign. 


M. C. Sargent; Columbian Rope 
Company, Auburn, New York; 
Kron Scale Company, Bridgeport, 
Connecticut, H. J. Eycleshymner; 
Henry Disston and Sons Company, 
Philadelphia, E. P. Ludy; Elkhart 
Brass Manufacturing Company, 
Elkhart, Indiana; Fafnir Bearing 
Company, New Britain, Connecti- 
cut, Mr. Chamberlain; L. H. Gil- 
mer and Company, Tacony, Penn- 
sylvania, Paul Wright; Greenfield 
Tap and Die Corporation, Green- 
field, Massachusetts, R. B. Hubbel; 
Holo-Krome Screw Corporation, 
Bristol, Connecticut, R. A. Modig; 
Ingersoll-Rand Company, Chicago; 
Johnson Bronze Company, New 
Castle, Pennsylvania, Edw. Sulli- 
van; Keystone Lubricating Com- 
pany, Philadelphia, G. W. Hall; 
Linde Air Products Company, Bos- 





Fafnir Bearing Company’s Cham- 
berlain and C. D. Disney, Clipper 
Belt Lacer Company, wait for the 
rush to begin. 
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CONDOR V-BELTS 


HAVE NO INELASTIC STRETCH 


When preparing Condor Whipcord for manufac- advantages of selling Condor Products? Write 
ture, it is scientifically pre-treated to remove all for details of the Manhattan Franchise. 
inelastic stretch. This is one of eight features of 
construction embodied in Condor Whipcord 
V-Belts. Each feature— flexibility, strength, bal- 
ance, lateral rigidity, pulley traction, etc.— 
contribute to the outstanding performance of 
Condor Whipcord V-Belts. Our jobbers state that 
Condor Whipcord V-Belts are great for breaking 
into new business. One Condor Product usually 
leads to orders for others. Why not consider the 


G 


V-Belt 

Conveyor Belt 
Transmission Belt 
Air Hose 

Water Hose 

Fire Hose 

Steam Hose 
Suction Hose 
Hydraulic Hose 
Sand Blast Hose 
Contractors Hose 
Molded Goods 
Chute Lining 
Launder Lining 
Industrial Brake 
Blocks and Lining “ ‘ Reg. 29-021 





~~ 


8-Point Balanced Construction 
No inelastic stretch 

. Wide margin of strength 

. Uniform flexibility 

. Freedom from structural failures 

. Smooth running 

. Maximum traction 

. High resistance to side wear 

. Correct lateral rigidity 


CONOOaRhWN > 





















SOLE MANUFACTURERS OF CONDOR COMPENSATED BELT... 
THE LOW TENSION RUBBER BELT WITH EQUALIZED PLY STRESSES 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
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This Message ss Uddsessed fo Lunkenhermes 
Distributors and Theis Salesnun 








KeepingLunkenheimer Ahead 


Of primary importance in keep- | 
ing Lunkenheimer products in the | 
front rank of quality and prestige 
are our laboratories. 


Exhibits of Ingersoll-Rand, Mill- 
ers Falls and Parker-Kalon drew 
an unusual amount of interest 
throughout the show. 


Here, in one division, are men 
whose time is devoted to study and f 
investigation, and experimentation ton, J. S. Crowley ; B. G. Luther 
with new alloys, new ideas, and new and Son, Ware, Massachusetts, R. 

. B. Davis; Millers Falls Tool Com- 
pany, Greenfield, Massachusetts, 
Roy Alexander, and Beaver Pipe 
Tools, Incorporated, Warren, Ohio, 
Hal Rinear. 





developments. Tests are run con- 
tinuously, not only under normal 
operating conditions, but under 
severe conditions closely simulating 
the high pressures and tempera- 
tures, and corrosive services experi- 
enced in the field. Day after day 
these men constantly search for 
methods to make Lunkenheimer 
products better. 





In another division are men en- 
gaged in checking the analyses of 
metals as drawn from furnaces or 
cupolas. These careful observa- 
tions, characteristic of attention 
given to all manufacturing proc- 
esses to the final testing, certify that 
every Lunkenheimer product is 
made in exact accordance with the 
high standards attached to the 
name. 





Hal Rinear, Beaver Pipe Tools, 
Incorporated, and H. N. Case, Na- 
tional Twist Drill Company, put 
on demonstrations and sales talks 
for visitors. 


Constant progress and constant 
control—two factors in keeping 
Lunkenheimer ahead—two impor- 





tant reasons why you can always 
sell Lunkenheimer products with 





Machinery and Welder Opens 
Kansas City Branch 

| @ A Kansas City branch office lo- 

cated at 1705 Baltimore Avenue, 


Kansas City, Missouri, has been 
THE LUNKENHEIMER C2. : 7‘ 


confidence and pride. 





a opened by Machinery and Welder 
CINCINNATI, OHIO. U.S.A. Corporation, 312 North Sheldon 
NEW YORK CHICAGO BOSTON ’ ‘ . . . . 
PHILADELPHIA SAN FRANCISCO Street, Chicago, Illinois. This 





EXPORT DEPT. 318.322 HUDSON ST. NEW YORK 


branch office will be in charge of 
Albert W. Roth, district manager. 

This branch office, which was for- 
mally opened on May 15, will carry 
a complete line of gas and electric 
welding equipment and supplies. 


SELL QUALITY - SELL LUNKENHEIMER 
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= Exelusive Dixon Paint 


Sales Franchise ... 


is now open to Mill Supply Distributors in a number of territories. It is 
new ... it is profitable . . . it is a business builder. Here are some of its 


features: 


i. Protection 

2. Exelusive Territory 

3. A Broad Plan of Sales Promotion Support 
1. Daily Project Bulletin Service 


5. Systematic handling of Leads and Inquiries 





6. Fall Credit on Direet and Indirect Sales 


The items in the Dixon Paint Line fall naturally into the channels of Mill 


Supply Distribution. They are industrial specialties. 


DIXON’S INDUSTRIAL PAINTS 
(flake silica-graphite ) 


DIXON’S MAINTENANCE FLOOR PAINTS 
DIXON’S ALUMINUM FINISHES 
DIXON’S MACHINERY ENAMELS 


Further inquiry on available territories is invited. Address Dept. 71-B. 


Paint Sales Division 
JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City, New Jersey 


DIXON'S ses" PAIN 
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position an outstanding success. 
DIAL INDICATORS Nos. 25-A, 25-F 


Central Engineering Show 
Attracts Great Crowd 
@® The Central Engineering and 
Supply Company, Passaic, New 
DUTY Jersey, staged a remarkably success- 





NO. 239 
HEAVY 


DOVETAIL : : Heap iiaigass ; 
wee MICROMETER ful industrial exhibit in conjunc- 
onnssen | tion with an exposition of electrical 
ee |supplies and better housing in its 


| building, 838 Main Avenue, from 
| April 22 to 27 inclusive. 

This exposition, one of the best 
‘of its kind ever held in that sec- 
tion, attracted an attendance va- 
riously estimated at between 30,000 
and 50,000 people, who were inter- 
ested in one or more phases of the 


© ae 


a) VERNIER 
MICROMETER No. 230 


CALIPER 


No. 122 - 




















GEAR TOOTH 
VERNIER 
CALIPER 

No. 456 


VERNIER 
DEPTH 
GAGE 
No. 448 














INSIDE MICROMETER No. 124 


Write for extra copies of 
Starrett Catalog No. 25 “EG” 
which describes these and 
2500 other Starrett Tools. 


THE L. S. STARRETT CO. 


World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Taps—Standard for Accuracy 
ATHOL, MASS., U. S. A. 











Group of members of the Central Engineering and Supply staff and 
manufacturers’ representatives who cooperated to make recent ex- 


A few of the many attractive displays in the industrial section of the 
6409 Central Engineering and Supply Company’s exposition. 






three-way exposition. On one oc- 
casion an extra detail of police was 
assigned to maintain an orderly line 
among the crowds seeking admit- 
tance. 

The exposition was officially 
opened Monday evening by Harry 
J. Ketcham, commissioner of pub- 
lic affairs of Passaic. In an ad- 
dress extending a cordial welcome 
to the general public, Mr. Ketcham 
declared that, in view of the rapid 
progress made in the development 
of mechanical and electrical equip- 
ment in recent years, the displays 
had much to interest everyone, 
whether layman or engineer. 








MILL SUPPLIES 
















Whether you are s bolts, nuts and riv 
in your custome ant equipment or in 
of his products—you can’t afford to sell 
that doesn’t come up to the highest 
standard is Upson. 

Upson products have always been known for their 
quality, uniformity and dependability—all made pos- 
sible by the use of only the finest steel, careful form- 
ing, accurate threading and eagle-eye inspection that 
makes every item usable. Another factor worth re- 
membering is the convenience and economy that 
result from handling a line that is 
complete—including everything 
from common machine and stove 
bolts to special alloy and stainless 
steel bolts and nuts. And you will 
like the way Upson packages and 
ships. Check your stock now, and 
specify Upson on your next order. 
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Bolts and nuts in all stardard 
and special shapes, sizes, alloys 
and finishes. Standard and spe- 
cial rivets of all kinds. Wire 
rope clips. Turnbuckles. Automo- 
tive and railroad special items. 
Headed and threaded products 
for every use. Your specialties 
are our specialty. 


UPSON NUT DIVISION::+CLEVELAND, OHIO 


Republic Steel 


CORPORATION 


GENERAL OFFICES::- YOUNGSTOWN, OHIO 








In the industrial division the ex- 
hibits included working models of 
various types of machinery, trans- 
mission and power plant equipment, 
electric tools, welding equipment 
and many other lines. 

Louis Levy, president of the Cen- 
tral Engineering and Supply 
Company, who was primarily re- 
sponsibie for the success of the 
exposition, stated that he felt very 
pleased with the great interest 
shown by the general public. Mr. 
Levy expressed particular gratitude 
to the various manufacturers who 
exhibited in the industrial division, 
which was directly under his su- 
pervision. He felt that the very 
fine cooperation and enthusiasm 
shown was an indication that the 
manufacturers themselves had con- 
fidence in the future and were an- 
| ticipating a marked improvement in 
| the industrial field. 
| In view of the tremendous suc- 
| cess of the exposition, duplicating 
| similar events held on two previous 

occasions, Mr. Levy stated he ex- 
| pected to sponsor another show next 
year. 








| Neal Company Adds New Man 


| @ The R. C. Neal Company, In- 

| corporated, Buffalo, New York, 
has added H. J. Lock to its sales 

| staff. Mr. Lock was formerly dis- 
trict sales manager of William H. 
Keller, Incorporated. 

The company has also announced 
that it has taken on the line of 
grains manufactured by the Gen- 
eral Abrasive Company. 





BUSSER SUPPLY CO. 
wre CHALE 


PLUMBING. W a 208. afi 
ame fi “PPLE 
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Mise 


The right quality in Hollow Screws saves getting in wrong with industrial users 
who accept what you recommend. We make hollow screws to be sold by 
YOU — and make them precisely as you would have them if you alone were 
responsible for them: — 


Cold-drawing and heat-treating Chrome-Molybdenum steel; 
Instrument-testing each lot for strength and toughness; 
Hand-inspecting each screw for visual imperfections; 
Forestalling breakage, time-loss, machine tie-ups. W. J. Busser, Jr., who has been 
in the mill supply business in 


Pennsylvania for over sixteen 
[HE ALLEN MEG. COMPANY = ysindtossat: fer 
” is manager of Busser Supply 


Harrrorn, Conn. U.S.A. Company, Lewisburg, Penn- 


sylvania. 
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USH is the order when repairs are made on 
lines of the New York Steam Corporation 
beneath the busy traffic of Fifth Avenue and 
52d Street. So to Thomas Burke. workman, who 
was using Wood’s new CLosEeD-Back Shovel on 
this rush job, Wood investigators put this 
question: “How do youlike thisimproved shovel?” 
“We need this shovel’s speed!” said Thomas 


Burke. 
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* says the Workman 


Under actual working conditions Burke quickly 
discovered how the resiliency, better balance, 
lightness and strength of Wood’s new CLosEb- 
Back Shovels helped him to finish his tough job 
quickly. Buyers note the reasons for this effi- 
ciency, appreciate other advantages: 

I. The Closed-Back Shovel combines stress-defying 
one-piece design, the unrivaled strength of the 


heat-treated shank, and an absolutely smooth back. 


No strap welds to pull loose. 

2. The Turned Shoulder strengthens blade, saves 
shoes, makes shoveling easier. 

3%. The Tapered Socket gives strength and solidity 
where handle joins blade, fits the hand better. 

f. Heat Treating makes the high-grade steels in 
Wood’s “Moly,” Big Fist, Wood and Stuart grades 
hard, to resist wear and last longer. 

5. Reduced Inventory: The CLosep-Back Shovel 

supersedes strap weld, solid shank, 


and hollow-back shovels, makes it 





rere possible tocut your shovel inventory. 





Buyers Beware: Wood's Engineers invented the 
Ciosep - Back Shovel, developed the special welding 
process which fastens the CLosep-Back strip perma- 
nently without decarbonizing and weakening the blade. 


This is an exclusive Wood process, used on no other shovel. 














Address The Wood Shovel and Tool Co., Piqua, O., U.S.A. 


oo > hk 


, hovels ypades - scoops 


In these famous grades 


“*Voly (Mo-lvhb-den-umy) 


Ee aa Sl Piqua 
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THE NEW COFFING BALL 
BEARING SPUR GEAR 
GRAVITY HOIST 
(Capacities 14, 1,2 ton) offers 
these amazing advantages— 
1) Load lowered by gravity; 
2) Lowering speed control- 
led by governor; (3) Light 

weight; (4) Free chain. 


No. I 





Distributors Are Bringing 

Users New Conceptions of 

Hoist Performance and 
Value with the 


COFFING LINE 


SPUR GEAR GRAVITY, ELECTRIC 
AND RATCHET LEVER HOISTS, 
LOAD BINDERS 


That is why the 
sales of Coffing distributors have 
moved up so steadily... 


Distributors who sell Coffing Hoists offer users 
real provable and ‘‘see-able’’ hoist advantages. 
They are, in reality, bringing to users totally 
new conceptions of hoist performance and 
value. 


The Coffing sales policy is based on sales 
through distributors. It provides complete pro- 
tection, good profit margin, and planned sales 
help for distributors by a staff of factory-trained 
salesmen. 


The list of Cotting distributors is growing stead- 
ily. Learn the reasons for this growth. Write 
today. 




















1 The 
Hoists—Capacities: “4, 2, 
Weights: 


Electric Coffing 


1 and 2 tons. 
75 to 85 Ibs. 


2 Model A— ™% ton; 
Weight: 14 Ibs. and Model 
F—1'2 ton; Weight: 25 
Ibs 


3 Model F. T.—Capacity: 
3 tons; Weight: 34 Ibs. 











4 Model Z7—Capacity: 6 
tons; Weight: 65 Ibs. 












































COFFING HOIST COMPANY 
319 E. Van Buren St., DANVILLE, ILL. 
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_ Blake Joins Duncan Company 


@ Floyd C. Blake has joined the 
sales force of R. C. Duncan Com- 
pany, Minneapolis, Minnesota, after 





FLOYD C. BLAKE 


being factory inspector for several 
years for the state of Minnesota. 

Mr. Blake has had wide ex- 
perience in industrial equipment 
and supplies. 


Iber Chairman Supply 
Group Credit Meeting 


® Oscar Iber, president of the O. 
Iber Company, well-known Chi- 
cago distributor, has been chosen 
unanimously as chairman of the 
first meeting of the Machinery, Ma- 
chinists’ and Manufacturers’ Sup- 
plies Division, to be held on “Credit 
Congress Day”, the second day of 
the fortieth annual convention of 
the National Association of Credit 
Men, scheduled for Pittsburgh 
from June 17 to 21, inclusive. 

Since this is the initial gather- 
ing on a national scale of credit 
men whose interests lie entirely 
within the industrial supply and 
machinery field, Mr. Iber is making 
every effort to start the ball rolling 
in most impressive fashion. The 
session of this group, incidentally, 
is part of the Fifth Credit Con- 
gress, now an important feature of 
the annual meeting of the credit 
| association. 

Mr. Iber has announced that A. 
F. Swearingen, treasurer, Somers, 
Fitler and Todd Company, Pitts- 
burgh, will discuss credit from the 
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BORING 
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Lert Hano Orrser 
Turning - Too. Hovoer 


Ricnt Hano Orrser 
Turning -Too. Horoer 





Srraicnt Turninc-Toor HoLoer 


emmy excel 





Ricnt Hano Srraicnt 


THREADING- TOOL 
Curtinc-orr & Sioe Toor Hovoce 


Hovoer 


oH “Sa 


Lert Hano Orrser 
Curtinc-orr & Sine Toot Hovoen 


Ricnt Hano Oreser 
Cuttinc-orr & Sine Toot Horoce 





Borinc -Too. Hover 
wrrm Sceeve Bar ano Two Curtrers 











WESTERN WAREHOUSE AND SALES OFFICE, 
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“TURN 


LIGHT 


SERVICE 
BORING-TOOL HOLDER 


Pies a light-service “Agrippa” 
Boring and Internal Threading Tool Holder, un- 
usually convenient and economical for tool room 
use and all light work. Ideal for boring and internal 
threading small diameters. Also accommodates 
square bits for light turning in precision lathes. 
Three sizes available: No. 15—shank 3{ x 3(”, 
equipped with two finished high speed bars, 14 and 
14" diameters; No. 16—14x 1”, with bars 3gand 56"; 
No. 17—5x11(", with bars 1( and 34’. One hard- 
ened high and square cutter also furnished with 
each Holder 





sizes 1(, 54 and 34” respectively. 

Dealers will find a ready market for this versa- 
tile tool of genuine “Agrippa” quality. Write for 
information. 


J. Hi. WILLIAMS & co. 
“The Wrench People” 


75 Spring Street New York 





TOOL HOLDERS 
“THE HOLDERS THAT HOLD” 


WORKS, 


CHICAGO <—- BUFFALO, N Y. 
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Your Sales Problems get 
PERSONAL ATTENTION 


when you handle 


MILWAUKEE INDUSTRIAL BRUSHES 


WW, concentrate all our efforts on 


industrial brushes. Not only does this enable us to turn out a well- 
rounded line of quality brushes that cannot be surpassed for efficiency 
and service, but it has given us a specialized experience in helping 
distributors to develop fully and profitably the industrial brush market. 


No matter whether yours is a problem of brush inventories, rapid de- 
livery, market development, or an unusual brush application for a 





“MONOBILT” WIRE 
WHEEL BRUSH 


WITH 
INTER- 
CHANGEABLE 
CENTERS 





REMEMBER 


MEANS 
BRUSH EXCELLENCE 











“DURO-BILT” 
TAMPICO 
WHEEL BRUSH 


customer, we are always 
glad to give the problem 
our careful personal at- 
tention. 


Distributors who sell Mil- 
waukee brushes have the 
assurance that this personal 
attention and cooperation 
will help them make 
brushes a real profit line. 
We'll be glad to work 


with you. 





MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 





—SSSSaE| 
NEW 


CONDENSED 
CATALOG 


of 


WIRE, 
BRISTLE, AND 
FIBRE 
BRUSHES 


Write for your 
copy 








“pi-ninr’ 
WIRF WHEEL 
BRUSH 





THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street 


QUALITY INDUSTRIAL BRUSHES AND BROOMS 


‘FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 


MILWAUKEE, WISCONSIN 
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distributor angle, and that Bert 


| Scherpop, credit manager, The 


Lamson and Sessions Company, 
Cleveland, will deal with the sub- 


| ject from the manufacturer’s view- 


point. The remainder of the meet- 
ing will be given over to a round 


| table discussion. 


Mr. Iber’s selection is especially 


| fitting because he is a strong advo- 


cate of cooperative credit work. He 
is at present chairman of the Ma- 
chinery, Machinists’ and Manufac- 
turers’ Supplies Credit Group of 
the Chicago Association of Credit 
Men, which is affiliated with the 
National Association of Credit 
Men. His group, which is composed 
of most of the industrial supply 
houses in Chicago and many manu- 
facturers selling through distribu- 
tors, holds a luncheon meeting once 


| a month at the Hamilton Club, at 


| 





O. IBER 


| which up-to-date credit information 


is exchanged, and successful meth- 
ods of conducting credit activities 
are passed along from one member 


| to the other. 


Heavy credit losses suffered early 


'in his business career caused Mr. 
| Iber to make an intensive study of 


credit, hence his constant interest 
in this subject and his high rating 
of its importance to distributors. 
On May 8 Mr. Iber and C. T. 
Larson, assistant treasurer of the 
W. D. Allen Manufacturing Com- 
pany, another prominent Chicago 
supply house, were members of the 
cast which presented a_ playlet, 
“Backner vs. The Big Cheese Man- 
ufacturing Company”, before the 


| Chicago Credit Men’s Forum in the 


Red Room of the Hotel LaSalle. 
The play was presented to empha- 
size the advantages of greater co- 
operation among credit men 
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because Industry is experiencing lower 


maintenance costs by using 


THOR Universal Electric Tools. 


r 
tha f 4 why Distributors’ sales for the first 


4 months of this year show 


a 48% gain over the same months of last year. 


INDEPENDENT PNEUMATIC TOOL CO. 


TOOLMAKERS SINCE 1893 


600 WEST JACKSON BOULEVARD 
NEW YORK CHICAGO SAN FRANCISCO 
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Here's a line of Files that is backed up with 


a real merchandising idea—Quality plus the 
great identifying power of Trademark Color. 


Simonds Saw and Steel Co. 
Fitchburg, Mass. 
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Chicago, Ill. | 


| 
| 


| through the interchange of credit | 


reports. Mr. Iber took the role of 


the president of The Big Cheese | 
| Manufacturing Company, while Mr. 


Larson played the role of the court 
clerk. 


The playlet was given as Part 3 


of the program. The first part was | 


given over to an exhibition of cred- 
it department forms, while the sec- 
ond part consisted of a discussion 
of credit department procedure in 
opening an account, including the 
handling of salesmen’s reports, the 
credit application blank and sales 
agreement and methods of assem- 
bling credit information. 

The mill supply field is well rep- 
resented in the official family of the 
National Association of Credit 
Men. F. J. Hopkins of Janney- 


| Semple-Hill and Company, Minne- 
| apolis distributor, 


is a vice-presi- 
dent, while F. E. Barkley of C. M. 
McClung and Company, Knoxville, 
Tennessee, distributors, and Paul 
Fielden of the Norton Company, 
abrasive manufacturers, and Har- 
old H. Kase, Taylor Instrument 
Companies, are members of the 
board of directors. 

Mr. Iber is enthusiastic over the 
results that have been achieved 
through the cooperative efforts of 
the Chicago group, and he is of the 
opinion that much is to be gained 
by national assemblages of credit 
men of the industry, such as that 
which will be held in Pittsburgh 
this month, and he will spare no 
efforts to make the program and 
discussions as interesting and help- | 
ful as it is possible to make them. 








At the fifth annual sawing con- 
test held at Skytop Lodge 
“High in the Poconos,” the 
above group witnessed prize 
winning teams using Disston 
and Atkins saws. From left to 
right: F. A. Blanchard of At- 
kins Company; George Hopf of 
Disston yoy J. W. Jay 
of Disston Company, and Mrs. 
E. Norvell and E. Norvell of 
Atkins Company. The contest 
was attended by 1500 specta- 
tors. 
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SURE! 


lt Pays Best 
TO SELL 


SIMONDS 


BLUE TIP 


SAW 
BITS 


It pays you and pays your cus- 
tomer both best because you 
satisfy the buyer and the BLUE 
TIP Bits give him a few extra 
thousand feet of lumber cut 
with each set. 


These Simonds Bits are made to 
fit any make of saw blade that 
takes a bit style B, F, D, 2, 21, 
3 or 4. 


Plan for more sales. 


SIMONDS 


SAW AND STEEL CO. 
Established 1832 
FITCHBURG, MASS. 
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W. C. “Judge” Protzman, pur- 
chasing agent of James Walker 
Company, Baltimore supply 
house, and C. M. Fetterhoff, 
representative of S. W. Card 
Manufacturing Company, 
Mansfield, Massachusetts. 
These gentlemen are genially 
referred to as a couple of the 
“younger generation of the in- 
dustry.” 


Kendall Opens Branch House 
at Kalamazoo 





@® A branch mill supply house was 

opened by Kendall Hardware 
Mill Supply Company, Battle Creek, 
Michigan in Kalamazoo, Michigan, 


on April 25. This branch, which is | 


located at 522-24 North Burdick 
Street, will carry a full line of lead- 
ing industrial supplies. 

Several salesmen have also been 
added by the main house for inside 
work and it is planned to increase 
the outside sales force in the near 
future. 


The company has taken on the 


line of U. S. Rubber Company and 
will handle this line in both the 
Battle Creek and Kalamazoo terri- 
tory. 


Michigan Sales Tax Bill 
Signed 


® Michigan distributors are elated 


over the passage and signature | 


by the governor of Senate Bill 78, 
known as the Flynn Sales Tax 
Exemption Bill, which greatly clari- 


fies the sales tax situation as re- | 
gards products used or consumed in | 


industrial processing. 
The Flynn bill, which is also re- 
ferred to as Senate Enrolled Act 


Number 37, is an act amending | 


three sections of Act Number 167 
of the public acts of 1933, which 
covers the Michigan sales tax. One 
of the important provisions of the 
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This new catalog, now being distributed, is the fourth book 
Donnelley’s have built for this successful distributor. 


Are You Getting MAXIMUM RESULTS 
From Your Salesmen’s Efforts? 


Next to your salesmen, a good up-to-date catalog is the most impor- 
tant part of your selling organization. 


A new catalog will: 
1. Give you constant contact with the buyers between 
the salesmen’s calls. 


2. Secure mail and telephone orders between the sales- 
men’s calls. 


3. Constantly contact the men in the shops who write 
the requisitions. 


Four salesmen assisted by an up-to-date catalog will produce more 
business and at a lower cost than five salesmen without this help. 
We will gladly give you the latest information about catalogs. 


R. R. DONNELLEY & SONS CO. 


350 EAST TWENTY-SECOND STREET, CHICAGO 























Sturdy Steel Ousts 
Wood 
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Patented 
Patents Pending 


‘Hallowell’? Work-Bench Of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 


way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an_honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


*HALLOWELL” Steel Work-Benches 
*“HALLOWELL” Steel Work-Tables 
*“HALLOWELL” Steel Work-Benches, 
Semi-Portable 
*“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
*“HALLOWELL,” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
““HALLOWELL” Steel Shop-Furniture 
“HALLOWELL,” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 























STANDARD PRESSED STEEL CO. 


BRancnze BRANCHES 
Seoven JENKINTOWN, PENNA. NEWYORK 
DETROIT BOX 519 oP. Laue 
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Flynn bill so far as distributors are 
concerned is one defining the term 
“sale at retail,” which exempts 
from this classification those trans- 
fers of goods for consumption or 
use in which goods are sold for con- 
sumption or use in industrial pro- 
cessing or agricultural producing. 

The other is quoted as follows: 

“The provisions of subsection 
(b.1) of section one of this act, as 
amended, shall be construed as 
declaratory of the intention of the 
legislature in the enactment of act 
number one hundred sixty-seven of 
the public acts of nineteen hundred 
thirty-three, and the state board of 
tax administration shall not collect 
or receive any tax upon the gross 
proceeds of any sales not taxable 
under this act as amended.” 

Regulations had not been made 
at this writing and it was not 
known how distributors will fare 
on the sale of some items which 
might not be considered as coming 
within the exemption. 

The passage of the Flynn Bill 
through both houses of the Michi- 
gan legislature and its signature 
by the governor culminates a long 
hard fight on the part of distribu- 
tors of the state. 

The story of this effort was pre- 
sented in some detail in the April 
issue of MILL SUPPLIES. At that 
time distributors were anxiously 





Bert Ackles pretty nearly 
walked out of the picture, he 
was so anxious to get after a 
big order one dismal Monday 
morning. But this is such a 
good likeness of the well- 
known manager of the mill 
supply department of The 
Rayl Company, Detroit, that 
we couldn’t refrain from pub- 
lishing it. 
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Rwell valves 


are universally 
accepted for 


Design 





Materials 






Workmanship 


AND STEAM SERVICE! 
















FOR OIL,GAS, WATER, AIR, 


Performance 


Long-Life and 


r 4 


Precision y 











A complete 


line of valves .... 











up-to-the-minute in 
design .... of quality 





materials and workman- 










ship! That's why engineers 





are selecting Powell Valves for 
long, trouble-free performance. 


THE WM. POWELL CO. 
2525 SPRING GROVE AVENUE 
CINCINNATI, OHIO 


POWELL VALVES 
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=CAPITAL== 


RED CAP 
Brushes & Brooms 


A famous quality line 
made to exacting standards since 1890. 


Everything your customer needs in brooms 
—no matter what the use—and a well rounded 
line of industrial brushes. 





BASS PUSH BROOM 
B. B. PUSH BROOM 


METAL CASE 
Made of the finest materia!s 
by expert workmen — and 
fully quaranteed. 








THE LOONTEE 


Our latest fibre broom Our 
— the longest wearing 
made. 


MILL BROOMS 
mill or warehouse 

brooms have no sag, side- 

wise wearing or breakdown. 





FACTORY OR GARAGE FLOOR BRUSH 


OUR SALES POLICY 


We distribute our line through legitimate Industrial 
Supply Houses, and in turn give them our full co- 
operation — and a fine profit margin. Ask for full 
information. 


Prompt, Conscientious 
Service Guaranteed on 


Distributors’ Orders. 


een Dey 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


=== 126 Brush Street, Indianapolis, Ind. [_ 
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H. B. Ferris, secretary-treas- 
urer, C. A. Burnette, president 
and A. S. Hanson, salesman, of 
the Construction Equipment 
Company of Spokane, Washing- 
ton. A few moments before Mr. 
Burnette had sold a large con- 
crete mixer over the telephone, 
therefore, the general feeling 
was such that when they were 
asked to step out there was no 
moaning at the bar. Mr. Bur- 
nette’s company was established 
in 1912. 


awaiting the decision of the State 
Supreme Court in the hearing of 
an appeal from the State Board of 
Tax Administration from the ruling 
of Judge Guy A. Miller of Wayne 
County Circuit Court, made in 
April, 1934, which favored The 
Boyer-Campbell Company of De- 
troit and about thirty intervenors 
in their suit against the state board 
to exempt companies in the in- 
dustrial supply business from the 
three per cent tax on sales insofar 
as transactions other than “over- 
the-counter” or retail sales are 
concerned. 

The State Supreme Court later 
reversed Judge Miller’s decision, 
but the Flynn bill secures for dis- 
tributors the same goal they were 
seeking in their suit. 

Under Act Number 167, retail 
sales were defined as the transfer 
of ownership of any personal prop- 
erty where such transfer is made in 
the. ordinary course of the trans- 


| feror’s business, and is made to the 
| transferee for consumption or use 


or for any other purpose than for 
resale in the form of tangible 
personal property. If this were 
enforced literally, a very high per- 
centage of the products sold by dis- 
tributors would be subject to the 
sales tax, regardless of quantity or 
volume sold to a customer, because 
they are used in the production of 
goods for resale and in maintenance 


| of shop equipment as against their 


installation on goods for resale. 
The regulations are being 


| awaited with great interest. 
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ARMSTRONG 


Detachable Head Socket Wrenches 


with the 


ARMSTRONG D r ; ve | oc kk 


A quarter turn locks 
Secket to Driver, 

Locks Driver to 
S Ratchet, 





This attractive metal counter display 

holds a stock of the most popular 

(standard) sizes of Sockets, 
Handles and Parts. 






One Line 


Among Many 


The ARMSTRONG Line of Detach- 
able Head Socket Wrenches stands out 
above others as the: Complete Line—com- 
plete in sockets, drivers and extensions, ratchets, 
matched sets and sizes (from miniature 5/32" sockets to 
5-inch socket ratchet bridge wrenches); as the Quality Line 
nei Series—Va"" Square Dri with special Chrome-Vanadium Steel Sockets, improved de- 
ateane Stee Sauer Chive sign drop forged Ratchets . . . and the Drivelock—the 
Lig:.t Series—% bao ny greatest advance in detachable socket design, an exclusive 
Standard Series " he Square ee ARMSTRONG feature that locks the socket to the driver, 
Heavy Duty Series ts Square nie locks the driver to the ratchet, prevents sockets from falling peg = My By 
Extra Heavy Duty Series—1 ° Hexagon Drive or prying off, prevents extensions from separating. The Drive- bon and Chrome 


: Vanadi ° 
lock gives detachable head socket wrenches and extensions Fag and Socket 








Chrome-Vanadium 


SOCKETS 


All Types—All Sizes 







the rigidity of solid tools, still with a quarter turn of a screw, Wrenches. 
makes each readily detachable. It is the outstanding sales Write for 
feature today, closes sales wherever demonstrated. Catalog B-35 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 N. Francisco Ave. CHICAGO, U. S. A. 
New York Sales Office: 109 Lafayette St. 
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“4Slickest Poster Threader 
I ever used, this 


RikiIb" 


HAT’S what they say, the many users of Fe[tzfi> Poster 
Threaders. And these are the reasons why you can increase 
your sales of this distinctly better tool. 


Light but rugged—12 tough pounds that are really tough. . 
Clever work-holder. Set to pipe size, shove on pipe. Centers and 
tightens with but one screw—quick, easy, just right. ... Chaser locks 
all inside, safely enclosed—no springs to break off. . ..Handy ratchet 
lever, snaps into forward or reverse. Or turned to locked position 
it makes a solid die. . . . Cleaner threads—oversize, undersize, drip 
threads, short nipples. Any kind of pipe. 

And RIGID ’s a good looking tool, too—there’s some satisfac- 
tion to the user in keeping it bright and clean. 





With this tool full of new attractive features 
you can swing tool orders from a lot of cus- 
tomers whose pipe tool business you haven't 
yet been able to get. 


THE RIDGE TOOL COMPANY 
ELYRIA, OHIO, U.S.A. 








No. 
two handles. 


1R, one handle. 
For 1” 


Also made 
to 2” pipe. 


Chaser locks safely enclosed. 
Fr ll-floating posts carry no load. 


RIGAID PIPE TOOLS 
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New Salesman for 
Braman Dow 


® Braman Dow and Company, Bos- 

ton, Massachusetts, has added 
William R. Golthorpe to its sales 
staff. Mr. Golthorpe will cover the 
North Shore district, Northern 
Massachusetts as far west as 
Greenfield and the lower section of 
New Hampshire. 

The company has also added the 
line of A. C. F. improved lubricated 
plug valves and will sell them in 
the northeastern territory. 


Evans to Distribute Wilbur 
Fire Extinguishers 


Mill Supply Company, 

Boston, Massachusetts has been 
appointed factory distributor by 
Wil-X-Manufacturing Corporation, 
division of Mergenthaler Linotype 
Company, Brooklyn, New York, to 
handle its line of Wilbur fire ex- 
tinguishers. 


New Lines Added by 
Great Northern Tool 


@ Great Northern Tool and Supply 

Company, Billings, Montana, has 
taken on the lines of Gates V-belts 
and Lincoln welding machines and 
electrodes, 

The company also announces that 
in order to serve the new Fort Peck 
job at Glascow, Montana, it has 
opened an office and warehouse 
and has also added two new sales- 


men. 





The three peppery young men 
shown above are a few of the 
reasons for the success of The 
National Supply Company, To- 
ledo, Ohio. At the left is 
Tom Gary, stock clerk; in the 
center is Ken McKee, store 
manager, and next to him is 
Carl Schmuhl, assistant store 
manager. 
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OUTER JACKET 
PROTECTS ALL 


a 2-BELTS-IN-1 


CORDS, FORMING 












Favre eet 


Workin’ in a Mill Supply House that’s 
took on Kable Kord Flat Belting ain’t 
much fun for a bottle o’ black ink. 
Ever since the boss signed up Kable Kord, I been doin’ 
nothin’ but filling in profit columns. Red Ink ain’t 
doin’ a lick o’ work. But, me — I’m plumb wore out.” 


W.u, Kable Kord Flat Belting was designed to overwork black ink. 
It moves fast because, on flat pulleys for group drives, short centers 
and pivoted motor bases, it has more pull per square-inch than any 
other flat belt made! And, the users of belting are learning about Kable 
Kord’s advantages through consistent advertising in industrial papers. 








N 


If you would like to pep-up your belt- 
ing business, write today for the facts 
about a Kable Kord franchise. 


L.H. GILMER COMPANY 
Tacony Philadelphia 


Manufacturers of complete line of power belting: V-belts — Kable 
Kord Roll and Endless Flat Belting — Planer Belts —Speedage Endless 
Fabric Belts — Cone Belts — Roving Frame Belts — Moulded Rwebber 
Belts — Winder Belts — Spinner Belts — Refrigerator and Washing 
Machine Belts—Conveyor Belts—Round Roll and Endless Fabric Belting 
— Endless Belting — Endless Cotton Belts — laundry Feed Ribbons. 
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BELMONT 
PACKINGS 


. .. and the plan 
that makes them 
easier to sell... 


Belmont Packings are easier to sell— 
because of the Belmont quality and a 
definite, practical, common sense 
sales plan which backs up the distribu- 
tor. 


The quality of Belmont Packings has 
never been questioned. They per- 
form — constantly and faithfully — 
under all conditions — they are made 
by the most up-to-the-minute scientific 
processes and of the finest materials. 


And supporting distributors’ sales ef- 
forts is the Belmont Sales Plan and its 
effectiveness. The three chief elements 
are: 


1. The Belmont Catalog with its com- 
prehensive service recommendations 
that tell you what packing to sell for 
each job. 


2. The Belmont Sample Kit — con- 
taining samples of all major types to 
enable you to demonstrate the Bel- 
mont quality. 


3. Belmont advertising — consistent- 
ly, month in, month out, in leading 
industrial magazines. 





If you are not already a Bel- 
mont Distributor, write to us 
for complete details of the 
Belmont Plan. 





“There is a Belmont 
Packing for 
Every Service” 


THE BELMONT PACKING 
& RUBBER CO. 


Butler & Sepviva Streets 
Philadelphia, Pe., U. S. A. 
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John Stauffer, manager of in- 
dustrial sales for Herr and 
Company, Lancaster, Pennsyl- 
vania. Mr. Stauffer reported 
an increase in business in that 
division of the company, and 
also an expansion including 
the sale of pipe, valves and 
fittings. 


Cook Supply Adds to 
Sales Staff 


@ Two new men have been added 
by Cook Supply Company, Okla- 


| homa City, Oklahoma. They are 


R. E. Penter, plumbing supply de- 


| partment salesman and _ Fred 








Knapp. An additional man has also 
been added in the shipping depart- 
ment. 

A complete plumbing and heating 
line has recently been taken on by 
the company, in addition to U. S. 
Enamelware, Central Brass and 
Anniston Soil pipe lines. In order 
to take care of these added lines, 
1800 feet of floor space has been 
added to its present quarters. 


New Show Room Opened by 
Fruit-Ohl Company 


@ A show room has been added to 

the retail store of Fruit-Ohl 
Company, Sharon, Pennsylvania. 
This addition increases the space 
of the retail store, making it 75 by 


125 feet instead of 4 by 125 feet. 


Rossman Industrial Supply 
Erects Electric Sign 


@ A large electric sign has been 

erected by Rossman Industrial 
Supply Company, Seattle, Washing- 
ton, over the front part of its build- 
ing. This sign, which is lighted 
every night, proves very effective 
as a means of advertising. 

The company has also announced 
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In Fig. 106-A Jenkins puts this 


EXTRA MEASURE OF QUALITY 


Point it out to every valve buyer 


Here, in pictures, are the reasons why 
Jenkins Fig. 106-A has won an out- 
standing popularity. Use these extra- 
quality features that assure an extra 
measure of low-cost service as your 
Fig. 106-A sales talk. They are prac- 
tical, understandable features that will 
sell the buyer who watches his dollars. 

A new illustrated folder on Jenkins 
Fig. 106-A Valves will soon be ready 


BEVEL SEAT between bonnet and 
body prevents body distortion 
when bonnet is tightened. 


HIGH, WIDE SEAT 
permits more reseating operations 


and lengthens life of disc. 


"DISC HOLDER 


FIG. |O6-A 


Standard Bronze Globe Valve 















MORE BONNET EXTRA DEEP 
THREADS IN 
CONTACT WITH STUFFING BOX 
SPINDLE 


ONE-PIECE 
SCREW-OVER 
BONNET 
SLIP-ON 


STAY-ON JENKINS 


"RENEWABLE 


ADVANCED DESIGN FEATURES 
Tabaaelel tracts, 


by Jenkins Bros. four years ago. 


CURVED DIAPHRAGM 
stronger to protect seat from 
distortion due to pipe strains. 


for distribution. It will show all of 
the superiorities of this valve in a 
way that will make a big impression. 
When you receive your supply, put 
them to work wherever Bronze Globe 


Valves are used. 


JENKINS BROS., 80 White Street, New York; 


510 Main St., Bridgeport, Conn.; 524 Atlantic 
Ave., Boston, Mass.; 133 No. Seventh St., Phila- 
delphia, Pa.; 822 Washington Blvd., Chicago, 
Ill.; JENKINS BROS., Ltd., Montreal; London. 


UNIFORM THICKNESS 
and liberal use of finest metal 
multiplies body strength. 


GREAT STRENGTH 
shown in test that breaks pipe but 
does not crack valve body. 


Jenkins Valves 
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BRONZE — IRON — STEEL 


SINCE 1864 








|that it has taken on the complete 
|line of magnesia pipe and boiler 
covering and all asbestos products 
such as millboard, paper, corru- 
| gated paper, manufactured by Plant 
Rubber and Asbestos Company. 










There's as much difference | pevises Handy Method for 


in Leathers as there is in Sn eee ee 


@ One of the bothersome problems 
Steels sss | that is always confronting many 


_,, {distributors is that of developing 

differences in types, in treatment and ‘‘tempering ‘a simple, quick and economical way 
.. . degrees of hardness, of toughness, strength and |“. 3 , 
wearing qualities. Like steels, the best leathers for each | Of handling wire rope. Conse- 
job can only be had when expert knowledge - - = rae quently a method such as that de- 
by unlimited purchasing and manufacturing acilities lvised by R. E. Conway, vice-presi- 
Buy leathers carefully. For mechanical purposes use only 
strictly mechanical leathers, for certainty of performance 
specify “Chicago Rawhide." 


Hand Leathers and 
Leather Aprons 


Hard finished aprons for 
iron moulders; tough mule 
skin aprons for ‘‘rough 
stuff."" Hand Leathers 
oil-proof, heat-proof. 







Leather Packings 


“Cups,"’ “'U's,”" Flanges and special shapes for every hydraulic 
or pneumatic service. Four types of leathers to give exactly 
suited characteristics. All sizes. ‘‘Perfect’’ oil seals. Mabbs 
braided rawhide hydraulic packing. 


Hammers, Mallets and Mauls 


Rawhide hammers with Malleable 
iron heads that take replaceable, in- 
serted faces made from specially 
treated Java Water Buffalo Hides. 
For lighter work Mallets with all- 
rawhide heads. Mauls for special 
work, 


Belting, Belt Lacings, Pins 


Several types of belting for every 
purpose, each embodying the 
aes needed for specific uses. 
lat belting for all drives. Five 
qualities of round belting. Better 
rawhide pins forsteel beltlacing and 
longer lasting rawhide laces. Here 
is a single source that can supply 
every belting need intelligently. 





The Winder 


|dent of the Standard Equipment 
| and Supply Corporation, Hammond, 
|Indiana, is of widespread interest. 

Mr. Conway has invented an un- 
winder which consists basically of 
| two pieces of shafting and four 
| cast-iron grooved pulleys set up 
\similar to a “nigger-head” on a 
|piece of construction equipment. 


| Roller bearings were taken from an 
\automobile rear-end and one in- 
serted at each side of the pulleys. 
The pulleys were then set on the 
shafts to slide back and forth ac- 
‘cording to the width of the cable 


a ti - 

Chicago Rawhide” Gears and Pinions 
Made of specially prepared resilient “Chicago Rawhide,” these quiet, 
non-chattering pinions take all wear, still wear longer than brass or iron 
gears. Cut in all sizes and pitches, in “Chicago Rawhide” and all other 
non-metallic and metallic gear materials. 








Write for 
Catalog The Chicago Rawhide Mfg. Co. 
1290 Elston Ave., Chicago, U. S. A. 
New York Boston Philadelphia Pittsbargh Cleveland Cincinnati Detroit St. Louis 








| The Unwinder 
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Hegh Spee ed TWIST DRILLS 








[ NATIONAL | 


L TWIST DRILL - 


THE STANDARD oF Compan 


are proud of the distinction being ac- Our field men and engineers are available to 

corded NATIONAL Drills by many large assist you in solving your drilling problems. . 
industrial plants, that of being the Standard of Contact the nearest NATIONAL Distributor or 

Comparison for Drill Performance. drop us a line. 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL Co. 
DETROIT, U.S.A. 
TAP AND DIE DIVISION—WINTER BROS. CO., WRENTHAM, MASS. 
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You have buyers’ approval 


when you sell 


DESMOND-STEPHAN 
RECOGNIZED QUALITY 


LILI OLD OLD 


SIMPLEX 


STEEL SLIDE VISES 





Stationary Base 


Unusual Opportunities for 
Vise Sales NOW... . 


Hundreds of battered and worn 
vises that have lost their grip are in use 
throughout industry today. Probably 
more vises are obsolete than any other 
type of industrial equipment. 


Worn vises are a liability and an 
expense. The salesman who points 
out the false economy of maintaining 
these inefficient vises in service is the 
man who gets the business. Particu- 
larly if he offers the important ad- 
vantages of Simplex Vises. 





Swivel Base 


Simplex Vises provide the exclu- 
sive steel slide feature. 
is stronger than iror 


Just as steel 
so users find 
Simplex Vises stronger and more 
serviceable than other vises. Yet 
these better vises cost no more. 





LPVLPOLP VL ele, 


DESMOND 


GRINDING WHEEL 
DRESSERS and CUTTERS 


ran 


No. 0 Des- 
mond -Hunt- < 
ington Cuttersgs 
are made from \ae 
tool steel and 
have extra long 
teeth. 






me 
ep 


Desmond Dressers and Cutters have 
undergone the test of time in industry 
and they have NOT been found want- 
ing. Formore than 25 years they have 
consistently led the way in maintain- 
ing low grinding costs and in keeping 
wheels fast cutting and true. 


Buyers prefer this line because they 
know they can depend upon it. 


The Desmond Line is the only com- 
plete line of wheel truing tools on the 
market. It provides the proper dresser 
for every type of wheel. 





The most 
dresser made. 


Desmond Hex Dresser. 
durable mechanical 


It is a real advantage to sell Des- 
mond recognized quality Dressers and 
Cutters. 
Vv 








Investigate this profitable business now. Catalog, price 
list, and complete information gladly sent on request. 


THE DESMOND-STEPHAN Mfc. co. 
URBANA, OHIO 


WE SELL THROUGH DISTRIBUTORS 
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Our photographer caught this 
happy looking group while on a 
visit to The Abrasive Machine 


and Supply Company, Incor- 
porated, Newark, New Jersey. 
From left to right: G. H. 
Lyons, Jr., V. J. Holsclan, P. J. 
Lindsay, E. C. Downer, R. A. 
Ludlow, D. M. Jones, J. E. 
Powers and Howard Dayer. 


reel. The shafts were elevated 
from the floor just enough to clear 
the rollers and spaced 16 inches 
apart. A gradual incline was built 
for rolling the cable reels up on the 
platform. The reels are dropped 
in place with the end of the 
cable down. The operator then 
catches hold of the end of the cable 
and “runs away with it.” 

Between the unwinder’§ and 
winder, the floor is scaled for 
measurements of cable lengths. 

The winder consists of a spool 
with tapered cone center. The in- 
side flange is stationary and the 
outside flange removable. This 
latter is accomplished through the 
employment of four garage door 
bumpers. At the end of the spool 
is a.2-by-4 cross frame, with crank 
handle. In the construction of the 
cone, pockets were left so that wire 
could be run through to tie the 
cable after it is wound up. The 
end of the cable is locked on the sta- 
tionary flange with a U-bolt and 
wing nut, permitting it to take all 
sizes. 
turned to the right, the loose flange 
is locked on until winding is com- 
pleted. When the handle is turned 
to the left, the loose flange is un- 
locked and lifts off, permitting re- 
moval of the cable from the tapered 
spool. 


Wigman Company Takes On 
Oil Burners 


@ The Wigman Company, Sioux 

City, Iowa, has announced that it 
has taken on the line of Progressive 
oil burners in addition to its regu- 
lar lines. 
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When the crank handle is | 














ou bt ae 


MOTORR PUMP salisties 


The Cameron MOTORPUMP will sat- 
isfy your customers and make profits for 
you. 


It is simple and sturdy; is highly effi- 
cient; can be installed anywhere; is im- 
mediately available from our branch 
warehouse stocks; and no_ technical 
knowledge is required to select a pump. 
There is a complete range in sizes from 
5 to 1000 gallons per minute. 

Ask the nearest Ingersoll-Rand branch 
for further details. 

A profitable line for distributors to 
handle. 
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SMOOTH - RUNNING 
Only steel or malleable 
iron hubs used. 
STRONGER—Speciall y 
welded--Heavy rolled 
edges. 
ATTRACTIVE—Finish- 


ed in silver aluminum. 








Iustrated below is the 
new Maurey Variable 
Pitch diameter V-Pul- 
ley, giving a variation of 
as much as 30°, when 
used with any fixed 
diameter pulley. 











D 











good reasons why 


MAUREY UNIVERSAL 
STEEL V-PULLEYS 


e 


are providing highly satisfac- 


tory results for distributors 


Not only do Maurey pulleys perform better in 
actual service, but their higher quality and 
greater strength are readily apparent to cus- 
tomers on inspection. 


Maurey manufactures the widest assortment of 
Single Groove Steel V-Pulleys on the market 
— only solid steel or malleable iron hubs are 
used. 


They are sold to a broad and constantly grow- 
ing market. 


Only a small stock investment necessary. Fast 
service on special sizes. 


Maurey is solidly behind distributors. Profit 
margins are very satisfactory. Distributors are 
protected — no matter how big an order is in- 
volved. Prices are right. 


Let us send you complete details. 


MAUREY MANUFACTURING CORP. 


2907-15 S. Wabash Ave. 


Chicago, Il. 








Schieréen 
‘Leather Belting’ 


There is a profitable satisfaction in sell- 
ing SCHIEREN Belting—a satisfac- 
tion that is reflected not only in 
“repeat” business but also in the 
SCHIEREN Belts 
make friends and enhance your repu- 
tation for handling Quality products. 


knowledge that 


DUXBAK WATERP! 
LACING ¢ FLYFOOT 
|. £0)e) @-) 
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* BELT COUPLINGS 
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ATHER BELTING PACKINGS ong SPECIALTIES 


(ful 


FERRY STREET NEW YORK 


ND BELTING * SCHIEREN BELT CEMENT AND BELT 
GRIP BELT DRESSING AND PRESERVATIVE * BELT 


* LEATHER TEXTILE SPECIALTIES © LEATHER PACKINGSe 
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Industrial Supply Adds 
New Lines 


@ FIVE new industrial lines have 

been added by Industrial Supply 
Company, Dayton, Ohio, as follows: 
Graton and Knight leather belts, 
General Abrasive grains, U. S. 
Rubber products, Rust-Oleum paint 
and McCaffrey files. 


The company has also added 


| Frank Lang to its sales force. 


| @ Theo. 





Ulmer Takes on Pyrene Line 


C. Ulmer, Incorporated, 

Philadelphia, has taken on the 
Pyrene Manufacturing Company’s 
line of fire extinguishers and will 
distribute this line in the Phila- 
delphia territory. 





Who Was There 
(Continued from page 33) 





ARMOUR SAND PAPER WORKS, 
Chicago, Iil., G. R. Manning. 
ARMSTRONG BLUM MFG. CO., 
Chicago, Ill., Harry J. Blum. 
ARMSTRONG BROS. TOOL CO., 
Chicago, Ill., Horace Armstrong. 
ATKINS & CO., E. C., Indianapolis, 
Ind., K. W. Atkins, N. A. Gladding, 
C. J. Hendryx, E. S. Norvell. 


Barnes co., W. O., Detroit, 
Mich., W. O. Barnes, C. B Cecil. 
BASSICK CO., Bridgeport, Conn., 

W. G. Reycroft, W. A. Rose. 

BEAVER PIPE TOOLS, _INC., 
Warren, Ohio, W. A. Phillis, H. B. 
Carlock. 

BEHR MANNING CORP., Troy, 
N. Y., L. S. Greenleaf, H. G. Sea- 
man, Henry M. Elliott. 

BELMONT PACKING & RUBBER 
CO., Philadelphia, Pa., J. F. Clark, 
O. W. Wagner. 

BETHLEHEM STEEL CO., Bethle- 
hem, Pa., J. L. Miller, D. O. Roscoe. 

BLACK & DECKER MFG. CO., 
Towson, Md., Robert D. Black, 
A. L. Proctor, G. F. Fischer, C. C. 
Watts. 

BOSTON WOVEN HOSE & RUB- 
BER CO., Cambridge, Mass., H. T. 
Behr, Wm. A. Briggs, A. C. Kings- 


ton. 
BOTFIELD REFRACTORIES CO., 
Philadelphia Pa., J. J. Sweeney. 


BRISTOL CO., Waterbury, Conn., 
F. W. Borchers. 
BUFFALO BOLT CO., No. Tona- 


wanda, N. Y., J. J. Whittington. 


Carsorunpum CO., Niagara 
Falls, N. Y., G. E. Dresser. 


| CENTRAL TUBE CO., Pittsburgh, 


Pa., A. H. Dufort, W. T. Mayfield, 
M. B. Squires. 
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JOHNSON BRONZE DISTRIBUTORS SELL, ssured BEARING PERFORMANCE 


JOHNSON UNIVERSAL BRONZE 


1. Why 


Questions «x» Answers 
REGARDING 


is Johnson UNIVERSAL 


Bronze the Best General Purpose 


Bearing 





Bronze available? 





OTHER ALLOYS 
(COMBINED) 





2. What distinct Sales advantages 
does Johnson UNIVERSAL Bronze 


possess? 





3. What does the Johnson Bronze 
Distributor Franchise include? 


6 POINT 
DISTRIBUTOR 
40} LOD 4 





Because the alloy—S. A. E. 64 Copper 
80 - Tin 10 - Lead 10—combines the 
necessary elements, in their correct 
proportion, to insure long, trouble-free 
bearing life. For more than 60 years 
this alloy has remained the favorite of 
most exacting engineers. 


Complete machining—ID-OD and 
Ends of Johnson UNIVERSAL Bar 
Bronze makes possible a saving of over 
25% in purchase weight, and guaran- 
tees against under-surface defects, sand 
inclosures and crooked cores. 


A complete line of Bearing Bronze. 


Johnson UNIVERSAL Bronze Bars— 
183 Sizes Cored and 33 Sizes Solid. 


Johnson General Purpose Bushings— 
Over 600 Sizes .. machine finished, 
ready for assembly. 


Johnson Electric Motor Bushings— 
For the more popular types of Elec- 
tric Motors. 


Absolute protection in a definite ter- 
ritory. 


Genuine Factory- Distributor coopera- 
tion with Sales and Advertising 
helps. 


A margin of profit that is 
both wide and constant. 


Investigate the possibilities offered 
for your territory now. Write for 
a copy of Bulletin 340 and a copy 
of our distributor agreement. There 
is no obligation. 





JOHNSON BRONZE COMPANY ----NEW CASTLE, PA. 
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PARKER 
VISES 


SOLD ONLY THROUGH INDUSTRIAL 
DISTRIBUTORS WITH FULL SALES 
PROTECTION AND CO-OPERATION. 
BACKED BY 103 YEARS ACCEPTANCE 
BY INDUSTRY. 








You never have to sell a Parker Vise but 
once. They stay sold. 


THE CHARLES PARKER CO. 
MERIDEN, CONN. 


Abe 




























| = There 





MUST BE 


something to it 
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For 40 years Dart skilled 
workmen have specialized in 





the manufacture of unions 


THE DART BRONZE-TO-BRONZE 
GROUND BALL JOINT 


Two bronze seats give a perfect fit 
because they are ground to a true 
ball joint arc. The last turn of the 
wrench brings the two seats into a 
perfect contact without jamming. 


DART Uicisin 


TEES—U NIONS—ELLS—SCREW ED—FLANGED 


and flanges. Isn’t it natural 
that this concentration should 
result in our producing better, 
more accurate and more reli- 
able unions? 





E. M. DART MFG. CO., PROVIDENCE, R. I. 
Sales Agents: 


The Fairbanks Company, New York 
and at all branches 


Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 
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H. H. Stalker, Safety Belt Lacer 
Company. 


CHICAGO BELTING CO., Chicago, 
Ill., A. J. Weis. 
CHISHOLM-MOORE HOIST CO., 
Atlanta, Ga., H. H. Jarrett. 
CLEVELAND CAP SCREW CO., 
Cleveland, Ohio, W. G. Uhler. 
CLEVELAND FILE CO., Cleveland, 
Ohio, E. A. Murfey, J. D. Nichlis. 


| CLEVELAND TWIST DRILL CO., 


Cleveland, Ohio, J. C. Hogan, H. P. 
Jensen. 

CLING-SURFACE ©CO., Buffalo, 

l G. A. Flinn, Charles G. 
Gessner, T. S. Kipping, L. M. 
Parker. 

CLIPPER BELT LACER CO., Grand 
Rapids, Mich., P. J. Edwards, W. K. 


Lee. 

CLOVER MFG. CO., Norwalk, Conn., 
G. R. McCann. 

COLUMBIAN VISE & MFG. CO., 
Cleveland, Ohio, H. F. Seymour, 
D. C. Swander. 

COLUMBUS BOLT WORKS CO., 
Columbus, Ohio, C. W. Clark. 

COLUMBUS McKINNON CHAIN 
CO., Tonawanda, N. Y., Don Bris- 
bin, Ed. Byrne. 

CONTINENTAL SCREW CO., New 
Bedford, Mass., D. D. Davis. 

CORNING GLASS WORKS, Corn- 
ing, N. Y., W. A. Kates. 


4¥. ” 


Dera FILE WORKS, Philadel- 
phia, Pa., Arthur L. Brow, F. P. 
Green. 


| DELTA MFG. CO., Milwaukee, Wis., 


A. Ronald, H. E. Tautz, F. W. 
Vorck. 
DESHLER BROOM FACTORY, 
Deshler, Neb., E. J. Becker. 
DESMOND-STEPHAN MFG. CO., 
Urbana, Ohio, R. S. McConnell. 
DICK, R. & J. CO., INC., Passaic, 
N. J., B. A. Keiley. 


| DISSTON, HENRY & SONS, INC., 


Philadelphia, Pa., Jacob Disston, 
Jr., W. H. Gebhart, W. D. Disston. 

DIXON, JOSEPH, CRUCIBLE CoO., 
Jersey City, N. J., R. E. Mitchell. 

DODGE MFG. CORP., Mishawaka, 
Ind., W. W. French, E. S. Grant. 

DONNELLEY, R. R. & SONS CO., 
Chicago, Iil., Edwin B. Callahan, 
W. W. Gurr. 
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ELPING morse pistriputors 
TO TIE UP THE TOOL BUSINESS 






Br ee a tllty 
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THE MORSE LINE The advantages of concentrating on Morse Tools 
Includes are obvious. In addition to offering your cus- 
tomers the most generally accepted line of cutting 

High Speed and Carbon tools, you get the full advantage of Morse adver- 
DRILLS, REAMERS tising which has helped to make Morse Tools the 


CUTTERS : 

san ant Gene most salable line on the market. 

SCREW PLATES It is easier to sell Morse Tools 

ARBORS, CHUCKS than to try to sell against them. 

COUNTERBORES 

MANDRELS, TAPER PINS « a : 
e TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD .-. . =. MASS., U.S. A. 


NEW YORK STORE: 92 LAFAYETTE ST. CHICAGO STORE: 570 WEST RANDOLPH ST. 
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His Care Means YOUR PROFIT 


HIS careful inspection insures your greatest asset—the cus- 

tomer who comes back for more. BOND Casters make regular 
users out of “trial” orders be- 
cause they have long service 
built into them, and because 
they are designed to success- 
fully perform the job for which 


they are recommended. 





The 4-STAR Line 
* QUALITY PRODUCT 
* COMPLETE LINE 
* CONSUMER ADVERTISING 
* PROFITABLE MARGIN 


Write for Jobber Proposition. 











BOND FOUNDRY & MACHINE COMPANY 


MANHEIM, tanc. co., PENNA. 
PHILA. OFFICE: 617 ARCH ST N.Y 


c. OFFICE: 30 CHURCH ST 





FORGED STEEL 
FITTINGS 






High Pressure 





























Assure your customer complete satis- VALVES | 
faction by furnishing | WASCO ffit- HYDRAULIC 
tings, accurately machined from drop JACKS 
forgings tested and guaranteed for — 

rated pressures. Recommended H. a 

for high pressure and high a 
temperature, oil, water, LEATHER 

gas and chemical PACKINGS 
service. Etc. , 







Liberal 
Distributor 
Policy 


Write for 
Bulletins 


ROSELLE, N. J. 


Tbe WATSON-STILLMAN CO. 
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Independent 
Company and 
The latter was unin- 


Neill Hurley, Jr., 
Pneumatic Tool 
some rain. 
vited. 


| DUMORE CO., Racine, Wis. L B. 


Augustine. 


(— HOSE & RUBBER 


CO., Wilmington, Del., V. W. Wells. 


Factory MANAGEMENT & 
MAINTENANCE, New York, 
A. M. Staehle. 

FAFNIR BEARING CO., New 
Britain, Conn., S. M. Prior, C. F. 


Stanley. 
eg mn CO., New York, James 
Clearey, C. L. Haslup. 
FERRY CAP & SCREW CO., Cleve- 
land, Ohio, H. A. Hall. 
FLEXIBLE STEEL LACING Cco., 
Chicago, Ill., Hugh J. Beach, H. L. 


Coates, W. M. Creswell, W. B. 
Paulson. 
FREDERICKSEN CO., Saginaw, 


Mich., Karl C. Agricola. 


Gary SCREW & BOLT CO., 
Pittsburgh, Pa., Jerry Garvey. 

GENERAL REFRACTORIES. Co., 
Philadelphia, Pa., P. F. Callaghan. 

GILMER, L. H. CO., Philadelphia, 
Pa., R. E. S. Geare, J. S. Krauss. 

GOODRICH, B. Fv. Co., Akron, Ohio, 
A. G. Coffin, C. F. Conner, R. Me- 
Peake. 

GOODYEAR TIRE & RUBBER CO., 
Akron, Ohio, C. P. Joslyn, W. C. 
Winings. 

C LATON & KNIGHT, 
Mass., C. O. Drayton. 
GREENE, TWEED & CO., New 

York, F. J. Hill. 

GULF STATES STEEL CO., Bir- 

mingham, Ala., S. D. Yardley. 


Worcester, 


Haroware AGE, New York, 


C. F. English, W. J. Feddery, C. J. 
Heale, M. E. Wyckoff. 

HARPER, H. M., CO., Chicago, IIl., 
T. Wickman. 

HARRINGTON CO., Philadelphia, 
hy E. W. Conley, A. M. Harring- 
on. 

HELLER BROS. CO., Newark, N. J., 
P. E. Heller, G. F. Smith, F. H. 
Stout. 
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Established Leadership 


@ Products of superlative worth—a standard of quality that 
has advanced the whole science of metallurgy—an absolutely 
unvariable result in production provided by exact, fully 
controlled processes—unquestioned acceptability by 

all users—comprehensive, consistent year after 

year advertising to all market classes—a con- 

structive, generous, helpful sales policy— 

these are reasons why the Bunting 

franchise is a strong pillar in the 

house of any mill supply whole- 

saler. Write for data. 


THE 
BUNTING BRASS 
& BRONZE COMPANY 


TOLEDO, OHIO 


Branches and Warehouses in All 
Principal Cities 


BUNTING 


BRONZE BUSHINGS - BEARINGS 
MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION METAL 
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E. J. Sullivan and Gene Scanlon, 
Johnson Bronze Company. 


HEWITT RUBBER CORP., Buffalo, 
N. Y., Frank E. Cooban, J. H. 
Havden, Thomas Robins, Jr. 

HOLO - KROME SCREW CORP., 
Hartford, Conn., W. A. Purtell, 
W. C. Stauble. 

— RUBBER CO., Trenton, N. J., 

H. Sommers. 


HYGRADE SYLVANIA  CORP., 
Salem, Mass., R. W. Metzner, C. G. 
Pyle. 

InpEPENDENT PNEUMATIC 
TOOL : Chicago, Ill., N. C. 
Hurley, 


INDIANAPOL IS BRUSH & BROOM 
MFG. CO., Indianapolis, Ind., I. W. 
Lemaux, Jr. 

IRWIN AUGER BIT CO., 


Atlanta, 
Ga., L. L. Sullivan. 


J enxins BROS., New York, 
H. L. Fisher, Farnham Yardley. 
JOHNSON BRONZE CO., New 

Castle, Pa., I. M. Valentine. 


Koevsrone LUBRICATING CO., 
Philadelphia, Pa., A. Buzby, 
Karl Kolsgiski, Jr. 


Li amson & SESSION CO., Bir- 
mingham, Ala., H. P. Ladds, J. M. 
G. Parker, D. F. Young, Jr. 

LAMSON & SESSIONS CO., Cleve- 
land, Ohio, J. F. Donahue 

LINEAR PACKING & ‘RUBBER 
CO., Philadelphia, Pa., F. A. Lewis, 
A. W. Swartz. 

LINK-BELT CO., 
Walter Ostrand. 

LINK-BELT CO., 


R. S. Dyson. 

LUFKIN RULE CoO., Saginaw, Mich., 
G. C. McBeth, R. G. Thompson. 
LUNKENHEIMER CO., Cincinnati, 
Ohio, Harry A. Burdorf, D. C. 

Jones. 


Chicago, Ill., G. 


Indianapolis, Ind., 


Mac. IT —— CO., Lancaster, 
Pa., B. A. Bog 

MARK, CLAYTON ey 
D. D. James, E. L. 


Chicago, IIl., 
Wyman. 
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MASON - NEILAN REGULATOR 

CO., Boston, Mass., F. A. Morrison. 

a CO., Pittsburgh, Pa., W. H. 
id. 

McLEOD LEATHER BELTING CoO., 
Greensboro, N. C., W. T. McLeod. 
MILL & FACTORY, New York, 
H. W. Barclay, Harvey Conover, 

B. P. Mast, E. M. Stanley. 

MILL SUPPLIES, New York, J. A. 
Channon, E. N. Grantvedt, E. J. 
McOsker, John Ora, A. E. Paxton, 

E. Pomeroy, H. E. Thayer, 
Howard Ehrlich. 

MILLERS go CO., Greenfield, 
Mass., G. A. tch. 

MINNESOTA MINING & MFG. CO., 
St. Paul, Minn., J. C. Duke, G. H. 
Halpin, A. E. Kimbell. 

MODERN MACHINE SHOP, Cin- 
cinnati, Ohio, D. G. Gardner. 

MOLINE MALLEABLE IRON CO., 
Philadelphia, Pa., H. J. Ferguson. 

MORSE TWIST DRILL & MA- 
CHINE CO., New Bedford, Mass., 
F. O. Lincoln, M. J. Rainey. 


Nariowa TUBE CO., Atlanta, 
Ga., R. W. Murray, A. S. Robinson. 

NEW YORK BELTING & PACK- 
ING CO., Dallas, Texas, W. E. 
Belcher. 

NEW YORK BELTING & PACK- 
ING CO., Passaic, N. J., H. C. 
Hicks, B. F. Ruether, J. W. 
Webster. 

NICHOLSON FILE CoO., Providence, 
R. I., W. W. Anderson, F. H. Hor- 
ton, W. P. Pond. 


NOONE & CO., W. R., Boston, Mass., 
G. H. Bridge, Jr. 
NORTON CO., Worcester Mass., 


W. R. Moore. 


Ouniver IRON & STEEL CORP., 
Pittsburgh, Pa., H. G. Chapman. 
OSBORN MFG. CO., Cleveland, Ohio, 


E. W. Striebinger, L. H. Weber. 
Parker, CHARLES CO., Meri- 
den, Conn., C. F. Jordan. 


PITTSBURGH SCREW & BOLT 


CORP., Pittsburgh, Pa., R. D. 
Baker. 

PLYMOUTH CORDAGE CO., N. Ply- 
mouth, Mass., 
Saule. 


H. B. Bradley, H. A. 





Ed Ristau, Skilsaw, Incorporated; 
Harry Barrett, Barrett-Christie 
Company; L. B. Augustine, Du- 
more Company and W. L. Reineke, 
Advance Car Mover Company. 





























Genuine 18% 
Tungsten High 
Speed Steel Teeth 


Patented 
Electric 
Weld 


Tough 


Unbreakable 
MARVEL 


High-S peed-Edge 
HACK SAW BLADES 


No other Hack Saw Blades can have: 
the fastest-cutting, longest-lasting cut- 
ting edge — Genuine 18% Tungsten 
High Speed Steel—and also be _ posi- 
tively unbreakable. Only MARVEL 
High-Speed-Edge Blades, made by the 
patented MARVEL method ean give 
the best characteristics of all other 
types with the weaknesses of none. The 
house that sells MARVEL Blades has 
an outstanding sales advantage—a 
blade and a sales story that know no 
competition, 


MARVEL High-S peed-Edge 
HOLE 
SAWS 


Alloy Steel 














Come in 
sizes to 4%, 

inches with 
MARVEL High- 
Speed-Edges and 
steel bodies—the 
strength to withstand the 
terrific peripheral speeds 
and strain of production 
use on drill presses; the 
‘set’’ to give ample chip 
clearance a poe deep 
drilling. MARVEL HOLE not only 
provide the most a. H., ANole saws for 
goneres use, they also open new and un- 
— maghets dor hole saws. 


A NEW 


Heavy-Duty 
HAND FRAME 


alloy 


Now 
the 


comes 
MARVEL 
Heavy-Duty Hack 
Saw Frame that holds 
blades under high ten- 
sion, prevents buckling and 
breakage, permits guarded-grip, 
2-handed sawing—Straighter, more 
accurate, faster. Once shown this 
new tool is sold. 


Write for Circulars ‘ 


Armstrong-Blum Mfg. Co. 


"The Hack Saw People’ 
353 N. Francisco Ave., Chicago, U. 8. A. 


MILL SUPPLIES 
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V SAWING MACHINES 
TAPPING MACHINES 

MARVEL is the first name in Metal Sawing, in sawing machines of every class. 

MARVEL stands for sturdy construction and dependable performance in small 

general purpose Hack Saws; it marks the fastest sawing machines built; the 

most universal saw—the big MARVEL Metal Cutting Band Saw. It is 

MARVEL that has pioneered production sawing machines, produced the 


first full ball bearing, heavy-duty high speed saws that feed, measure, 
cut, count and stop automatically. 






































MARVEL 
NO. 1 





Standardize on MARVEL Saws and turn every prospect into a 
sale. No matter what your customers’ needs a MARVEL will 
best meet their needs. 

ANNOUNCING . . . MARVEL Tapping Machines that 
open new opportunities for volume sales. 7 Models 

(7 sizes, 7 capacity ratings, 7 spindle speeds). Hori- MARVEL 
Tapping 
Machines 


zontal friction type with standardized attachments 
for all sizes that can be added a unit-at-a-time 
to make the most universal tapping machines 
built. Patented in design, use stock motors, 
'and ace capable of doing the work of 
much more expensive and compli- 

cated equipment. This is an out- 

standing line that is certain to 

enjoy a wide use. 


Models 
qT Spindle Speeds 
MARVEL Capacity Ratings 
Armstrong-Blum Mfg. Co. NO. 2 
“The Hack Saw People” 


353 N. Francisco Ave. 


Chicago 





Ak 
{\ MARVEL with 
NO. 4B Sliding ‘Table 


MARVEL 


MARVEL NO. 6 


No. 8 





Bench Model 
with Rear Lever 
ction 


MARVEL 
NQ, 6A 


Bench Model 
with Front 
Lever Action 
and Auto- 
matie 
Depth Trip 








MARVEL SAWS 
General Purpose 
Hack Saws 
No. 1 Capacity 4”x4” 
No. 2 Capacity 8”x8” 
) Light High Speed Saw 
| No. 4B Capacity 6”x6” 


Heavy-Duty, Ball Floor 
Bearing, High Speed Model with 
Sawing Machines oot eo and 
No. 6 Capacity 6”x6” Hand 
No. 9 Capacity 10”x10” Levers 
Automatic Produc- 
tion High Speed 
Sawing Machines . 
No. 6A Capacity 6”x6” MARVEL 
No. 9A Capacity NO. 9A 
10x10 Write for 


Universal Band Saw 
No. 8 Capacity 18”x18” 
Write for Bulletins 


Bulletin No. 500 
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SATISFACTION 


| POWER, New York, N. O. Wynkoop. 


Knowing that the 
commodities you are 
selling meet the re- 
quirements of your cus- 


tomer, is half the battle. 


Your 


POSITIVE LOCK WASHER CO., 
Newark, N. J., D. W. Huff, W. P. 
Linde, B. L. deNourie, E. E. Ross, 
A. U. Smith, C. R. Eaves, V. 
Johnson. 

POWELL, WILLIAM CO., 
cinnati, Ohio, F. S. Thompson. 


Cin- 


Quictey CO., INC., New Yerk, 


RIVERSIDE MILLS, Augusta, 


recommending 





|[- — BADGER 
POWER KING 


BADGER 
POWER BOY 


BADGER 
Car Movers and 


ADVANCE 
SAFETY CAR 














will make your customer 
look to you for further rec- 
ommendations on other 


lines. 


Try It! 


The ADVANCE CAR 


MOVER CO., Inc. 


Appleton, 


WELLAND, ONTARIO, CANADA 





———W RENCHES——' 


Wisconsin | 
CANADIAN ADVANCE CAR MOVER CO.. 
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| SKINNER 


W. S. Quigley. 


Repusuic RUBBER CO. 
Youngstown, Ohio, C. L. Conklin, 
R. M. Gattshall, H. P. Schultz. 

REPUBLIC STEEL CORP., Youngs- 
town, Ohio, W. G. Bagley, John C. 
Chaffee, G. E. 
Newpher, H. A. Hoemer. 

RICHMOND BELT DRESSING CoO., 
Richmond, Va., H. L. Jobson. ‘i 

7a., 
Thos. M. Anderson. 

RUBEROID CO., Md., 
H. C. Foster. 

RUSSELL BURDSALL & WARD 
BOLT & NUT CO., Port Chester, 
N. Y., S. N. Comley, W. P. Eave. 


Baltimore, 


Sarery BELT LACER CO., 
Toledo, Ohio, H. H. Stalker. 
SCHIEREN, CHAS. A. CO., 
York, W. T. Bogart. 

SIMONDS SAW & STEEL CO., 
Fitchburg, Mass., C. A. Fee, R. A. 
Shaffer, C. A. Sherwin. 

SKF INDUSTRIES, Philadelphia, 
Pa., F. M. Crow. 

SKILSAW, INC., Chicago, Ill., E. W. 


Ristau. 
CHUCK  CO., 
Britain, Conn., R. B. Skinner. 


New 


New 


| SPANG, CHALFANT & CO., INC., 


New York, F. W. Morris. 

STANDARD PRESSED STEEL CO., 
Jenkintown, Pa., J. C. Blackmore, 
J. W. Friel, R. S. Mast. 

STANDARD TOOL CO., Cleveland, 
Ohio, W. P. Ross. 

STANLEY ELECTRIC TOOL CO., 
New Britain, Conn., H. W. Black- 
man, C. Hildebrandt, L. M. 
Knouse. 

STANLEY RULE & 
PLANT, New Britain, Conn., M. A. 
Coe. 


T avtor, S. G. CHAIN CO., | 
Hammond, Ind., O. W. Sandstrom. | 





J. A. Sweeney, Botfield Refractor- 
ies Company; Harry Barrett, Bar- 
rett-Christie Company and R. W. 
Metzner, Hygrade Sylvania Cor- 
poration. 


Clifford, C. F. | 


LEVEL | 
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there IS a difference 
in grinding wheel 
dresser cutters 


* 
VINCENT-HUNTINGTON’S 
cut better, last longer, 
sell faster... 


While cutters may all look alike, 
they don’t always cut alike . . 
Vincent Cutters are used as stand- 
ard equipment in many great in- 
dustrial plants because they actual- 
ly outperform and outwear all 
others. 

They are made from quality 
| steel, milled, not stamped, and 
scientifically heat treated. This 
last is most important. Cut- 
ters can be ruined in the 
hardening. Vincent oper- 
ates one of the foremost 
commercial heat treating 
plants in the country and 
has developed exclusive 
cutter tempering methods 
assuring consistent maxi- 
mum efficiency and service. 

Vincent cutters sell bet- 
ter because they are bet- 
ter. 











High Speed Tool Bits 
Make Friends and 
Keep Them 

























4 = The Vincent Steel 
“4,Process Company 

mp 2434 Bellevue Ave. 
DETROIT, MICH. 


MILL SUPPLIES 
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FROM STOCK REQUIREMENTS TO ENGINEERED JOBS 


Everything— 
IN POWER TRANSMISSION 
& SPECIAL EQUIPMENT 


Medart - Timken 
Self-Aligning Pil- 
low Block . ° 
Medart - Timken 
Flange Bearings, 
Ball and_ Socket 
Hanger’ Bearings 
and Unit Mount- 
ngs also available. 

















Medart Gears can 
be furnished in a 
complete range of 
sizes and types— 
cast iron machine 





molded and cut— Medart - Timken 
spur, miter and Ball and Socket 
bevel. Hanger Bearing. 


sda, Medart Pulleys—Stee! 


and Iron, also Wood 
— Furnished in all 
standard types. Sizes 
up to 16 ft. diameter 
84 in. face. 


You profit when you do business 
with Medart: (1) Because, Medart 
means “Everything in Power 
Transmission and Special Equip- 
ment''—the complete line . 

(2) Because, Medart meets every 
requirement from Stock Orders 
to Engineered Jobs . . . (3) 
Because, Medart actually gives 
you service—and that’s what 
counts with your customers . 


(4) Because, Medart has a Dis- 














tributor Policy . . . (5) Be- 
eee Sere ee ‘ 
icti -O ar- 
ee ni nes wtaas. «Case, Medart gives you the 
ard, universal, four and . 
two-point adjustment sales assistance of a well 
sge 7 . 
qualified Engineering and 
This is a typical installation where Medart is reduc Sales Organization. 


ing power transmission costs. Medart V-Belt and 
otherinstallations are doing this throughout industry. 


THE MEDART COMPANY, General Offices and Works: 3514 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
‘ te New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 





EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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He Velue of amy 


SHOVEL 


depends on UL 


STEEL/ 


That’s why 


EM, CROSS: 


INGERSOLL PROCESS STEEL 


Ingersoll Shovels are made ex- 
clusively from 





“A BORG-WARNER 


PRODUCT” 






New Type Hollow Back 


: : : Shovel with Rolled 
This remarkable steel is rolled to give an inter- Shoulder offers these 
locking mesh-grain structure of unusual toughness. advantages: 

It is light in weight—holds its cutting edge unusu- Strengthens blade where 


ally well—and outwears ordinary steel often two 
to one. 


. . . light 
5) Every Ingersoll Shove) is a better 
That’s why “buy” for the user, and a better 
“sale” for the dealer. 
5) The Ingersoll Shovel franchise becomes 
That 8 why increasingly valuable to dealers as time 
goes on. 


INGERSOLL STEEL & DISC CO. 


Division of Borg-Warner Corporation 


most needed. . 


- Slender, 


graceful socket design. . . 


Al 
heat - treated) . . . 


weight, made of 


TEM-CROSS Steel. . 
round or square point, black 
or polished finishes (The 


A and B 


same as regular grades of 


hollow back shovels 


Write for further information 
Address Dept. MS 


NEW CASTLE, 
INDIANA 








| 


| 
| 





R. L. Hardin, Wood Shovel and 
Tool Company. 





THOMPSON, HENRY G. & SON 
CO., New Haven, Conn., W. B. 
Bateman, D. W. Northup. 

TRIMONT MFG. CO., 


Roxbury, 
Mass., W. M. Paterson. 


Unrrep STATES ELECTRICAL 
TOOL CO., Cincinnati, Ohio, Ted 
French, G. E. Smith. 

UPSON-WALTON CO., Cleveland, 
Ohio, E. E. Baker, F. J. Hemler, 
H. L. Pole. 


Van DORN ELECTRIC TOOL 


“ss INGERSOLL SHOVELS. 
“THE INDEPENDENT LINE” 
Riffler Needle Half Round 


were 








a 


We make a complete line of 
hand tools and 
knurls 


mechanics’ 


f 











Swis 
Files of precision 
MADE IN UNITED STATES 


You make friends and build up a 
profitable account when you sell 
American Swiss Files of Precision. 
Because they satisfy, are sold at 
no higher price than any other 
Swiss Pattern File manufactured 
in America and the sales policy 
behind them is 100% through 
distributors. 


This assures you of a profitable 
line. 





Knife 


Send for catalog and price 


list 


AMERICAN SWISS FILE & TOOL CO. ELIZABETH, N. J. 











CO., Towson, Md., W. J. Fenwick, 
Ray Horner. 

VICTOR BALATA & TEXTILE 
BELTING CO., New York, Mark 
Weidman. 

VICTOR SAW WORKS, Middletown, 
N. Y., W. E. Cross. 


W atworrn CO., New York, 
Albert Eichler, J. W. Mattimore, 
W. E. Stevens. 

WHEELING STEEL CORP., Wheel- 
ing, W. Va., H. E. Smith, O. I. 
Strickland. 

WICKWIRE SPENCER STEEL CO., 
New York, E. C. Stout. 

WILLIAMS, J. H. & CO., New York, 
E. C. Wilcox. 

WOOD SHOVEL & TOOL CO., 
Piqua, Ohio, R. L. Hardin. 

WOOD’S, T. B. SONS CO., Chambers- 
burg, Pa., W. H. Fisher, F. L. Mar- 


shall. 

WRIGHT MFG. DIVISION OF 
AMERICAN CHAIN, York, Pa., 
R. C. Blair. 


Y are & TOWNE MFG. CO., 
Philadelphia, Pa. F. A. Dewey, 
S. W. Gibb, C. O. Hedner, George 
Sherrill. 

YOUNGSTOWN SHEET & TUBE 
CO., Youngstown, Ohio, G. W. 
Christopher. 

YOUNGSTOWN SHEET & TUBE 
CO., Atlanta, Ga., Walton Ford. 
YOUNGSTOWN STEEL  PROD- 
_— Atlanta, Ga., G. K. Taylor, 

Tr. 
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Rex Rolier Chain Drive és positive— 
and 98% efficient—which makes it the 
most efficient means known of trans- 
mitting power. 


It is long-lived—wear is very slow, as 
the smooth, exact surfaces of its rollers 
roll smoothly in and smoothly out of 
the accurately cut sprocket teeth. 


It can be fully enclosed, completely 
lubricated in oil-tight housings where 
difficult operating conditions prevail. 


It can be applied on extremely short 
centers—and maintains its absolute 
ratio between speed of drive and 
driven shafts. 





MANY NEW WAYS OF APPLYING IT WOULD BE FOUND 


There are new ways 

of applying Power 
Rex Chain Drives today offer many 
new opportunities for economies and 
improvements in many types of drives 
today. 

Application Engineers of the Chain 
Belt Company are always available to 
help work out your drive problems, 
with a complete line of standard and 
special Rex Roller Chains, 3/g to 2'/2- 
inch pitch and 270 standard Rex 
Chabelco Steel Chains or any Special 
Chain your service may require. 
CHAIN BELT COMPANY 
1622 W. Bruce St., Milwaukee, Wis. 


REX VO UPY 145) CONVEYING 
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SALES POSSIBILITIES IN NEW PRODUCTS 





High-Speed Electric Tool 





© A NEW high-speed electric tool 


known as the DeLuxe Hand-ee 
Grinder has recently been placed on 
the market. The body of the tool 
is made of aluminated Duraluminum 
with bearing retainers and end caps 
of moulded Bakelite. The unit has a 
Universal type motor, operating on 
alternating or direct current (25 to 
60 cycles) 110-120 volts. The motor 
housing is stream-lined with no ob- 
structions of any kind, which the 
manufacturer states is achieved 
through the use of a new type radial 
commutator and new patented S type 
built-in switch with sliding contacts. 
Another feature claimed by the manu- 
facturer is that heat has been entirely 
eliminated due to a new type of fan 
mounting. The tool is 6 inches long 
overall and 18 inches in diameter and 
weighs 15 ounces, and has a speed of 
25,000 r.p.m. The manufacturer fur- 
ther states that due to the extremely 
light weight, convenient size and novel 
design of this grinder, it can be held 
as one would a pencil, and the high 
speed and power allows one to mark 
any material as rapidly as one can 
write.-—Chicago Wheel and Manu.- 
facturing Company, 1101 West 
Monroe Street, Chicago, Illinois. 
MILL SUPPLIES, June, 1935. 


Horizontal Tapping Machines 
® ANNOUNCEMENT has ___ been 


made of a complete new line of 
low-priced horizontal, friction-type, 
motor driven “Marvel” tapping ma- 
chines in seven models or sizes, with 
seven capacity ratings and _ seven 
spindle speeds. Capacity range: fine 
thread No. 0 to 3-inch U. S. S. taps 
in steel. The horizontal type fits 
these machines for the widest range 
of work in both small and large parts, 
according to the manufacturer, while 
smooth friction action is said to pre- 
vent tap breakage. The machines are 
of compact design and employ stand- 
ard stock motors. The sliding table 
on all models provides micrometer 
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screw adjustment for depth and 
simplifies holding fixtures. All seven 
models are available in any of the 
following equipment combinations: 
bench or floor types, all motor driven; 
spring-return sliding table action 
only; rear lever action with spring- 
return; front lever action with auto- 
matic depth trip and automatic re- 
verse; foot treadle action (on floor 
models only) with automatic depth 
trip, automatic reverse. Quick-change 
spindles are available for threading, 
tapping, nut or stud driving, and so 
forth. Special two-tap geared 
spindle is available for Number 0 
to 4-inch capacities. Any of this 
equipment can be added to plain 
models at any time, according to the 
manufacturer. The illustration shows 
the floor model with foot treadle and 
hand lever.—Armstrong-Blum Manu- 
facturing Company, 347 North Fran- 
cisco Avenue, Chicago, Illinois, MILL 
SUPPLIES, June, 1935. 


Die Head With Taper 
Attachment 





® A REVOLVING die head with 

taper attachment for producing 
tapered threads has recently been 
placed on the market. This is an 
adaptation of the {-inch “Lanco” head, 
but has a standard capacity up to 
14 inches American tapered pipe 
thread with a maximum thread 


length of 14 inches. Through em- 
ployment of special over-size chaser 
holders, diameters up to 2? inches can 
be cut with a maximum thread length 
of 14 inches. Any degree of taper 
can be provided up to 2-inch taper 
per foot, and according to the manu- 
facturer, the head is suitable for ap- 
plication to practically any make of 
automatic chucking machine employ- 
ing a revolving type of die head. It 
is further stated that the length of a 
tapered thread which can be cut is 
not limited to the width of the chasers, 
but is controlled only by the length of 
the cam travel.— Landis Machine 
Company, Waynesboro, Pennsylvania. 
MILL SUPPLIES, June, 1935. 


Motor 





© A 2-POLE, single phase, induction 

shaded pole type motor with center 
drive, rated at 1/110 h.p., furnished 
for operation on 60 cycles only 110 
and 220 volts, known as the BM, has 
just been announced. The bearings 
are oilless, bronze impregnated with 
graphite and a wool packed oil 
reservoir. The motor is furnished in 
three different forms for intermittent 
or continuous service: Skeleton less 
gear reduction, skeleton with gear 
reduction—24-1 or 48-1 ratios, or in 
a frame less gear reduction. The 
manufacturer claims a lower tempera- 
ture vise than is usually found on 
motors of this type, and it will stand 
one thousand volt ground test. The 
motor was designed to operate a 10- 
inch diameter flat blade fan and for 
sign display mechanisms, but it lends 
itself to a wide field of application.— 
Signal Electric Manufacturing Com- 
pany, Menominee, Michigan. MILL 
SUPPLIES, June, 1935. 


Rubber Lined Valves 


@ A NEW line of rubber-lined valves, 

known as “Vulcalock” has been 
developed, which is suitable for 
handling corrosive and _ abrasive 
fluids under conditions of fairly 
high pressure, pulsating pressure, 


MILL SUPPLIES 
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The uniformly high quality of Nichol- 
son Files - - their unfailing ability to 
get work done quickly and economi- 
cally - - their sharp teeth and their 
durability - - these things, plus pop- 
ular prices and National Advertising, 
make Nicholson Files the leader 
in file sales through mill supply 
dealers. Nicholson File Company, 
Providence, Rhode Island, U. S. A. 


Genus? 
NICHOLSON 
FILES 
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FILE 


FOR EVERY PURPOSE 
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SALES POSSIBILITIES IN NEW PRODUCTS 








throttling or suction. These valves 
may be lined with any of the stand- 
ard Goodrich “Acidseal’ compounds, 
hard or soft, depending upon condi- 
tions of service, according to the 
manufacturer. The action of the 
valve does not depend upon a flexible 
diaphragm. The resilient, rounded 
disc, which snaps over a circular 
plate at the lower end of the stem 
provides an absolute seal when 
brought into contact with the molded 
rubber-covered seat rings. Both disc 
and seat ring are simple, easily re- 
placeable parts, the manufacturer 
states. The valves are well adapted 
to vacuum and throttling work and 
nearly straight line of flow renders 
them also especially adaptable to 
fairly high pressure work and abra- 
sive service. On sizes up to and in- 
cluding 6 inches there is no restric- 
tion of flow through the seat rings, 
and the molded seat ring can be re- 
moved simply by taking off the body 
bolts. This ring is double seated and 
reversible for double service. By re- 
versing the lower body section and re- 
placing the bolts, the “Vulcalock” 
may be quickly changed from a 
straightaway valve to an angle valve 
or vice versa.—The B. F. Goodrich 
Company, Akron, Ohio. MILL SUP- 
PLIES, June, 1935. 


Light-Weight Electric Drill 

















® FOR drilling metal and _ light 

alloys, a new Universal electric 
drill, known as No. 815, has been de- 
veloped, which is described as short, 
light in weight, high-speed and heavy 
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duty. According to the manufac- 
turer, it has perfect balance. It 
has a handle that fits the hand well, 
and incorporates a newly designed 
system of ventilation which is said 
to pass more air and exhaust against 
the work, away from the operator’s 
face. It has screened intake to ex- 
clude dirt and chips. It is completely 
ball bearing. Accurately cut helical 
gears are said to provide quiet opera- 
tion. All connections are quickly ex- 
posed by simply removing the body 
cap and handle cover. Quick inspec- 
tion of commutator and_ brushes 
while motor is running is made pos- 
sible by removal of the body cap. Its 
metal drilling capacity is *% of an 
inch. Weight is four pounds. Length 
overall is 74 inches. It is made in 
two speed types, one containing free 
speed of 5,000 r.p.m. and loaded speed 
of 3,200 r.p.m., and the other free 
speed of 3,700 r.p.m and loaded speed 
of 2,300 r.p.m.—Chicago Pneumatic 
Tool Company, New York City. MILL 
SUPPLIES, June, 1935. 


Light Weight Pump 





@ THIS light weight, portable utility 

pump is powered with a 24 h.p. 
engine and rated at 8,500 gallons per 
hour capacity. The manufacturer 
states that weight saving has been 
accomplished by the use of aluminum 
and alloy steel construction, produc- 
ing a rugged, powerful outfit which 
is portable and can be carried with 
one hand. Priming action is com- 
pletely automatic, without hand levers 
or adjustments. Repriming is also 
automatic to keep the holes dry. 
Other features of this “Bantam 
Weight” pump are self-cleaning shell 
design, open type impeller mounted 
direct on engine shaft and Lubri-Seal, 
which eliminates shaft packing.—The 
Jaeger Machine Company, Columbus, 
Ohio. MILL SUPPLIES, June, 1935. 


Improvements in Lift Truck 





® IMPROVEMENTS have been made 

in this hydraulic lift truck, which 
has been produced by the manufac- 
turer for the last few years. It is 
now made in three standard capaci- 
ties instead of one, namely 3,500 
pounds, 5,000 and 6,000 pounds. It 
has a new type of frame—angle iron 
instead of channel or flat bars, which 
is claimed to add rigidity and strength 
and provide wider bearing for the 
skid platform. Timken roller bear- 
ings are in the front wheels. The 
head is more streamline, with smooth 
top. It has a new air vent, leak-proof, 
which allows turning over the truck 
to grease the wheels, or for other 
purposes, without losing gil. It is 
painted green and trimmed with alu- 
minum, for easier location when not 
in use, and contains other refine- 
ments. — Lyon Iron Works, Greene, 
New York. MILL SUPPLIES, June, 
1935. 


Portable Screw Driver 


® A PORTABLE electric screw 

driver known as “Torsimeter” has 
a clutch arrangement which permits 
the operator to determine the amount 
of “torque” to be applied to each 
screw driving job. When adjustment 
is made and adjusting screw set for 
the desired position, the clutch auto- 
matically releases at the same torsion 
point on each screw. The manufac- 
turer claims this feature insures uni- 
form screw driving results and pro- 
duction work and eliminates the 
danger of marring the screw head or 
surrounding surface. The screw 
driver has been designed for as- 
sembly work on radios and refrigera- 
tor cabinets, airplane and automobile 
bodies and in general production 
work. Unit has a No. 8 bit with 
finder and protecting sleeve. Stand- 
ard voltage is 110, and is also avail- 
able for 220 or 250 volts. If desired, 
unit can be equipped with a bonnet 
grip with switch, instead of the off- 
set end handle.—Black and Decker 
Manufacturing Company, Towson, 
Maryland. MILL SUPPLIES, June, 
1935. 
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Made in Two Types: 


Non-Corrosive, for 

General Use, And 

Heat-Resisting To 
1000°F. 








Builders of this huge “Hortonsphere” gas holder at Phoenix, Arizona, saw a paint 
problem ahead. Protection against the burning sun, chilly nights, scouring winds, and 
sudden temperature changes must be assured. So they chose Permite Ready-Mixed 
Aluminum Paint. 


Only 22 gallons of Permite were required to cover the 11,000 square feet of the tank’s 
surface. That’s coverage! One coat gave complete protection. That’s hiding power! And 
Permite’s protection and reflectivity will last, making frequent repainting unnecessary. 
That’s economy! 


These same exclusive advantages place the Permite jobber beyond the competition of 
“price-appeal” paints. He sells the true economy of a lower cost “by the foot”, and 
makes a profit on every order. Your territory may still be open. Write or wire today 
for details. 


ALUMINUM INDUSTRIES, INC., Cincinnati, Ohio 


PERMITEPAINT 
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COSTS LESS “BY THE FOOT” 
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Ultimate Economy 


means two Considerations— 
-++Buying thru the Distributor 


for the Distributor is fundamental in serving the 
Industrial Buyer most satisfactorily and economi- 
——— ; 


cally 


44 


‘+ Buying “Quality” Products 
for only with Dependable Industrial Items of 
the Highest Quality can the user get the utmost 
in lasting value 

















- + Sell the reliable Brown 
& Sharpe Line that gives 
prestige and profit to dealers 
and insures satistied cus- 


tomers. Brown & Sharpe 


Mfg. Co., Providence R. I. 

















“BROWN & SHARPE 
TOOLS ano CUTTERS 
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To Serve The Needs 
of 


Modern Industry 
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A LINE OF 
SURFACE COATED ABRASIVES 


complete in every detail from the smallest to the largest 
Roll, Sheet, Disc or Sleeve. 


A COMPLETE STOCK 


and sales organization in branches located in New York, 
Boston, Philadelphia, Buffalo, Cincinnati, High Point, 
Detroit, Chicago, Saint Paul, St. Louis, Los Angeles, 
San Francisco and Seattle. 


A SALES ORGANIZATION 


who work with Mill Supply Jobbers and who are quali- 
fied through special training to make recommendations 


for every type of industrial plant. 


TRADE PAPER and 
DIRECT MAIL ADVERTISING 


and a printed selling aid service consisting of circulars 
descriptive of all products to help jobbers in their 
selling. 


The 3-M line of surface coated abrasives is accepted as the 
standard of quality wherever surface coated abrasives are used, 
and we help you sell them. 


MINNESOTA MINING & MFG. COMPANY 


Saint Paul Minnesota 


Baeder Adamson Co. Wausau Abrasives Co. 
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NEW No. OB NEW No. 306 
SCREW DRIVER ELECTRIC 
. | HAND GRINDER 


*& TOOLS - MOTORS - SWITCHES - 
i + INSULATION - 
CATALOG - DESIGN - 
ENGINEERING 


NEW No. 312B & 4LLERS FALLS 
Tc Ss 
ONE-HALF INCH \ om 
DRILL 


i 


NEW No. 406B 
GRINDER 


—wtt MILLERS FALLS 


Here’s a live line—new, improved and up-to-the-minute. 
There’s even a new catalog with 44 illustrations, prices and 
specifications. 

You'll do business with Millers Falls electric tools. They 
deliver more power at lower operating expense. They are 
adding daily to their well earned reputation for smooth oper- 
ation and unusual freedom from annoying service require- 
ments. They win in comparative tésts. They are backed up 
by field experts always available on new or unusual produc- 
tion problems. 

Write today for the catalog. Investigate what a Millers Falls 
distributor’s franchise may be worth to you in 1935 and 
years to come. 
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Millers Falls Company 


Greenfield, Mass. 
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FLEXIBLE HAND 


An excellent blade for 
eneral use. Individually 
file tested. 


METAL CUTTING 
BAND SAW 


Made in hard edged 
flexible back blade for 
cutting hard metals and 
spring tempered blade 
for soft metals. 


¥ 


JUNIOR FRAMES 
AND BLADES 


For use in garage, plumb- 
ing, industrial and elec- 
trical shops. 


JUNE 1935 





Hack saw blade sales are daily affairs. That is 
why it is so important that each sale—each 
blade—should do a selling job for your com- 
pany. 


Barnes Blades sell the service of Barnes dis- 
tributors. They sell it, first, on quality. Satis- 
fied Barnes Blade users, getting more square 
inches of cutting for their dollars, come back 
for other items as well. 


They sell it on the basis of special assistance. 
The large staff of Barnes factory trained sales- 
men—probably the largest blade staff in the 
business—help distributors’ customers in pick- 
ing the right blade for the job—in using the 
proper feeds, speeds, lubrication, etc.—in 
solving special, troublesome blade problems. 


What is more, these men are always pioneering 
in the blade market, making new customers for 
Barnes distributors—customers who will event- 
ually use other phases of the distributors’ 
service as well. 


Barnes Blades and the Barnes organization are 
constantly engaged in building business for 
distributors. 


Sell the blades that sell your service. 





BADNES 


W. O. BARNES CO., INC. 
1297 Terminal Ave. 





DETROIT, MICH. 





RED ARROW 


Hand and power types. 
Made of all high speed 
steel. Cutting tools with- 
out a peer. 


SPECIAL 
UNBREAKABLE 
Offer all the advantages 


of both all-hard and flex- 
ible blades. Will not 


break in use. 


ALL-HARD 
TUNGSTEN 


Have no superior for cut- 
ting qualities due to their 
unusual heat treatment. 
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Proved by Performance and 
Bus Approved 
cele for Profits 


The world’s greatest 
range of portable elec- 
tric drills—} to 2-inch 
capacity, light and 
heavy duty. All acces- 
sories. 


ia | 


« 
‘othr 


BENCH 
~ GRINDERS 


Handy grinders for 
smooth, safe and accu- 
rate grinding of all kinds 
of edge tools and for 
general purpose grind- 
ing. Sizes 6” to 10”. 
Sturdy, economical. 
Other U. S. Grinders— 
all types—6” to 30”. 


A complete line of electrical tools, 
proved by use on the job in industrial plants 
everywhere and by tests under the most 


severe conditions, offering longer tool life, 


Poot more efficiency, greater safety and maximum 
~ POS profits to distributors. Catalog and informa- 
GRINDERS 


tion gladly sent on request. 
These grinders are de- 
signed for use on lathes 
with compound rest, are 
compact, dust-proof, and 
built for continuous 
operation. 





) U. S. Products are sold thru 
"PORTABLE selected distributors who are 
~ SURFACE given full protection and sales 
GRINDERS cooperation. Our prices are 
designed to meet competition 
Made in 2}, 4, 5, 6, 8- 


inch sizes. Will operate and our discounts assure dis- 


on direct or alternating tributors a fair profit. 
current of 60 cycles or 


less. Particularly light 
in weight and very dura- 


able. DRILLS - GRINDERS - BUFFERS 
"The Standard of Quality Since 1897” 


SRE RE 


The UNITED STATES ELECTRICAL TOOL CO. 
2498 West Sixth St. Dept. H. Cincinnati, Ohio 


In Canada—Maple Leaf Electric Tools, Ltd., Toronto 
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»eFROM STOCK? 


aff bie 


v+s MUST : 
HAVE TODAY!/ 7 








OW is your stock? Can you meet today’s 


demand-~—and the greater demands that 








are sure to come—from your own shelves— 


or must you fall down on deliveries? 


Remember it’s the distributor who has the 
tools in stock who gets the orders today. And 
that’s where “Greenfield” distributors have 
the edge on their competitors. We help them 
see that their stocks are correctly balanced at 
all times—watch them as closely as we watch 
our own bank balance. We maintain three 
conveniently located branch warehouses to 
replenish distributors’ stocks in minimum 


time. 


Adequate service and a square deal to dis- 
tributors, plus quality in tools are the foun- 
dation of our business. This is the sales policy 


that has meant continuous satisfactory profits 





TWIST DRILLS, 

REAMERS, GAGES, 

SCREW PLATES, PIPE 

TOOLS, SCREW 
EXTRACTORS 
a 

Theres More Money 


in Stocking the 


to “Greenfield” distributors and has caused 


them to be enthusiastic “Greenfield” boosters. 





v.. 


CORPORATION 


‘ = 








New York: 15 Warren Street 
Chicago: 611 W. Washington Blvd. 
Detroit: 228 Congress St. W. 
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LINE OF 
TACKLE 


FOR 





AND 








THE “U-W” LINE 
COMPRISES 
A TYPE FOR 
EVERY 
KIND OF 
SERVICE 


RUGGED IN 
DESICN— 
BUILT TOA 
DEFINITE 
STANDARD 
OF 
QUALITY 
FOR 
MAXIMUM 
SERVICE 





SHEAVES 
| IN ALL 
SIZES AND 

TYPES 
FOR WIRE 

AND 

MANILA 

ROPE 


A COMPLETE 


BLOCKS 


WIRE 
ROPE 


MANILA 
ROPE 








SEND FOR 
CATALOGS 
AND DISCOUNTS 
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WIRE ROPE 





ALL GRADES 
AND CONSTRUCTION 
FOR 


AIRCRAFT 
CONSTRUCTION 
DRILLING 
ELEVATORS 


MINING 


SHIP’S RIGGING 


MANILA ROPE 





PURE MANILA 
AND 


SISAL CORDAGE 


TRANSMISSION—BOLT 
DRILLING—FISHERMAN’S 
YACHT—LARIAT 
DROP HAMMER—GRAIN SHOVEL 
SISAL YARNS—RATLINE 
MARLINE 


BRATTICE CLOTH 
NON-INFLAMMABLE 
AIRTIGHT & WATERPROOF 


THE HEAVY JUTE YARNS, CLOSELY 
WOVEN, COMBINED WITH OUR 
SPECIAL FIREPROOFING PROCESS 
ASSURE JOBBERS OF ‘‘U-W"’ BRAT- 
TICE CLOTH OF A LINE EQUAL TO 
ANY ON THE MARKET. 


THE AIRTIGHT AND WATERPROOF 
BRATTICE CLOTHS ARE FURNISHED 
WITH EITHER A JUTE OR COTTON 
DUCK BASE. 





DROP FORGED 


s 
Cee 
Be Se 
REP OA RTA she 6 


HEXAGONAL PATTERN 
TURNBUCKLES | 
AND 
COMPLETE LINE 
OF 


FITTINGS 
FOR 
WIRE ROPE 
CHAIN 
MANILA ROPE 


= 


RUGGEDLY 
DESIGNED 
DEPENDABLE 
QUALITY 
PRODUCTS 


— f 














FOR EVERY 
SERVICE AND PURPOSE 


— 
¥ 
— 












SEND FOR 
CATALOGS 








AND DISCOUNTS 
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QUALITY FILES SINC 


, “ at Le 
j a 


In the circle the old hand method of tooth cutting, below the up-to- 
the-minute machine used today to cut the uniform teeth of 
SUPER-DUTY Files. 


Industry knows the economy of quality files. SUPER-DUTY 
FILES, Superior Production Tools, are Profitable Business Builders. 


“Cleveland File” sells only through recognized Distributors, 
backing them with a cooperative merchandising Policy—Your cus- 
tomers’ work deserves SUPER-DUTY Quality—Write for dealer 
franchise information. 
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Dumore stands readv to be of assistance to you in any 
selling emergency—to develop new fields for grinder 
sales—to follow up special prospects. These efforts 
are in addition to a consistent advertising campaign. 
Every month of the year, Dumore advertisements will 
be found in the leading publications read by prospec- 
tive buyers of Dumore Grinders. Hardly a day 





passes without some sales ammunition being fired by 
the Dumore Sales Promotional Department at your 
customers and prospects. All of these efforts are 
made to break down the resistance of your trade and 
make it easier for you to sell Dumore products. The 
Dumore Company, 14th and Racine Streets, Racine, 
Wisconsin. 
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The distributor who stocks and recommends Trimo 
Pipe tools is safeguarding his profits, satisfying his 
customers, and maintaining the high standards of 
the mill supply business. It’s good business to sell 
Trimo Tools. 





The time-tested and perfected Trimo design pipe 
wrench is now made of alloy steel throughout—chrome, 
molybdenum, manganese and nickel alloy, drop forged 
and heat treated. Here is the 1935 answer for indus- 
try’s need — a safer, stronger, more dependable pipe 


tool. Identified by the red tag. 


TRIMO PIPE CUTTERS / 


—— | : 
. 
Ci [| -—&y TRICROME CUTTER 
WHEELS 
ar —] special analysis steel, cadmium 
plated, unexcelled performance 


TRIMONT MFG. CO., ROXBURY (BOSTON), MASS. 
QUALITY PIPE TOOL MANUFACTURERS FOR NEARLY 50 YEARS 





be 


PIPE WRENCH 
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Lut the Plug or Seat 
in Several Places...... 


Yet it Lant Leak !! 


The plug and seat ring in Fairbanks 0501-P Plug 
Type Regrinding Valves have more than three times 
the sealing surfaces of ordinary valves. The seat ring 
and plug components are made of nickel alloy, having 
a high Brinnell number, which offers substantial re- 
sistance to wire drawing or erosion. Pitting of these 
components, due to action of fluids handled, will not 
affect the tightness of the valve when closed as there 
will be sufficient undamaged surface in the long seat- 
ing area to prevent leakage. 


Moreover, the force of the stream cannot be concen- 


trated on any part of the plug or seat to cause erosion 
or wire drawing. 


But should the seating surfaces become scored or cut, 
they can be readily reground or renewed. 


The result is longer life, lower maintenance cost 
less work and worry for the engineer, and increased 
sales for distributors. For valves that satisfy users mean 
repeat orders. 


Write for Booklet 501-P and our special proposition 
to distributors. 


THE FAIRBANKS COMPANY 
19 East 4th St., New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 








Now 


SKYSCRAPER STRENGTH 
in these NEW 


FAIRBANKS 
HAND 
TRUCKS 


Just as the modern 
skyscraper is strength- 
ened with STEEL, 
so is this new No. 
9000 Fairbanks 
Truck given added 
strength and durabil- 
ity with STEEL. 


Indesign and con- 
struction it is ab- 
solutely new. Note 
the features. 








1. Continuous well seasoned wooden frame for flex- 
ibility and strength; will not buckle or bend out 
of shape. 


2. Formed steel legs and braces, for increased 
strength and stiffness. 


3. Steel straps on both front and back of frame, 
providing extra strength, rigidity and durability. 


4. Channel-shaped pressed steel cross bars set flush 
into top of wooden frame and rigidly bolted, 
eliminating mortising of handles. 


5. Frame tapered to provide better balance and ease 
of handling. 


6.%, Wide flat steel combination lower cross bar and 
wheel guard. 


7. Separate electrically welded nose iron over the 
handle straps; easily replaced. 


8. Semi-steel wheels, accurately bored for roller 
bearings. Can also be furnished rubber tired. 


9. Oversize axles of high carbon steel add materially 
to the strength of truck. 


Write for our special proposition to distributors. 


THE FAIRBANKS COMPANY 
19 East 4th St., New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 
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Cone Pulleys being tested at speed prior to shipment. 


Sturdy, True Running and 
really Dependable Pulleys 
—for over 75 Years... 


We started out to make Cast Iron 
Pulleys because we thought they 
possessed every quality needed 
in a good, long-lived Pulley. 
We are still making Cast Iron 
Pulleys after 75 years because 
we still believe them to be supe- 
rior to other types. 


Wood's Pulleys are in use 
throughout the World in all 
branches of industry—serving 
many varied purposes. 


Send for literature and let us tell 
you why we have found Cast 
lron Pulleys to be better. 


WOOD’S PRODUCTS 
Shafting, Hangers, Collars, 
Pulleys, Friction Clutches, 
Ball Bearings, Flexible Cou- 
plings, Rope Sheaves, Pillow 
Blocks, Belt Contactors, 
“Vv” Belts, “V” Belt Sheaves 
and complete “V” Belt 
Drives. 


CHAMBERSBURG, PA. 
City 387-391 Atlantic Ave.,Boston 
Mechanical Power Engineering Associetes 
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TESTS PROVE THEIR 
EFFICIENCY... 





USE PROVES THEIR 
ECONOMY... 


THE ‘“‘LENOX” LABEL GUAR- 
ANTEES THEIR UNIFORMITY 
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AMERICAN SAW & MFG. CO. 


SPRINGFIELD, MASS., U. S. A. 


qewayrercer wee Ne Ny Ay A A Ae 


Ae Ae Ne A A A Ae Ay Ay A Ne A A a Ae Ae Al Aa Aggy A Sy St Sg Ag Ag Sy ay Ay yoga yp ga Sigg 








ee Ae Ae hy Ae Ae ee A NA Ae A Ay Ar Ae Ay Ay Ae ayy Ae Ay AeA A Ay Se Aa a ya yaa yap Ay gy ies 
VA yh he NN AA Ae NA Ny ta Ay Ay ay fag aga a Ay ay ag AM Ae Sy fa yyy Sg eg A 
veh Aye te A Ay Ae Aya A A Ay AA ly Ay ry ag A Ay ay ae ae ay eae A Ay AeA Ag Af Sy AA Se te 





MILL SUPPLIES 











IMPERIAL NEWS 





PROFIT ITEM 1: 


New, radically different—already a proven sales getter 


IMPERIAL 


Here finally is a tubing that solves the prob- 
lem of today’s increased engine speeds, use 
of floating power, and flexible engine mount- 
ings. No longer need there be the hazard of 
breakage with attendant delay and expense as 
at present with copper tubing. This new 
Imperial tubing is thoroughly flexible, yet 
absolutely gas, oil and air tight. 


It is made with a brass metal inner core fused 
to a compound covering, with a braided fabric 
on the outside. This fabric is specially treated 
to resist oil. 


Sell this tubing for dependable service on 
cars, trucks, buses, tractors, and lubricating 
systems of all kinds. It may be obtained in 


coils from which any length desired can be cut and as- 
sembled by means of special couplings (illustrated below) . 


FLEXIBLE TUBING AND COUPLINGS 


>> hha. 
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Strong, triple wall makes 
this tubing gas, oil, and 
air. tight. Proof against 
heat, cold, vibration . . 
will not swell or ‘*kink’™ 
shut. Very flexible. 





HOW IT'S ASSEMBLED 





Attaching Coupling to Flexible Tubing 


Tubing is cut to length required and 
passed through nut ‘‘A’’ and compressi- 
ble sleeve ‘‘B’’. Small grommet ‘‘D” 
is placed in end of tube and the tube 
pushed into body ‘‘C’”’ as far as it will 
go. Nut ‘A’ and Body “'C’”’ are as- 
sembled and tightened. Result: A tight 
leak-proof joint. 





PROFIT ITEM 2: 


*. . . 
: cf 6 s 


Fast, Efficient 
TUBE CUTTER 





Introduce this efficient tube cutter to 
your customers. It can be absolutely 
depended upon to make quick, clean cuts 
through copper, brass, block-tin, alumi- 
num tubing. What is more, the tubing 
will not get out of round as it sometimes 
does when cut ina vise, Cut is at right 
angle, and there are no burrs or chips to 
clog the line. 


Easy to demonstrate. A ready seller. 
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PROFIT ITEM 3: 
IMPERIAL 
FLARING TOOL 


Eliminates Cracks and Splits 


Wherever S.A.E. Couplings are used, this 
Imperial flaring tool is needed. Copper 
tubing can be clamped, flared, and re- 
moved in less than 30 seconds. 





Proper flare and taper (sizes is, Va, Ye, 
38, Ys V2-inch O.D.) can be made with 
out cracking or splitting the tube. Your 
customers will appreciate your calling 
this handy tool to their attention. 


PROFIT ITEM 4: 
MPERIAL 
LATEST type 
AIR 
NOZZLE 





This button control air valve is highly 
popular with users for blowing dirt and 
metal chips and for cleaning compressed 
air, gasoline, and oil lines. Special com- 
position washers prevent leakage. Simple, 
very efficient, fits comfortably into the 
palm of the hand. Bring this specialty 
into your conversations with customers. 
It pays. 


PROFIT ITEM 5: 
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BRASS FITTINGS 


All types for air, gas, oil lines 
... @ broad, productive sales 
field... 


Brass fittings, of one kind or another, 
have a place in practically every indus- 
trial plant. When you sell the Imperial 
line you can supply whatever type is re- 
quired—Compression, S.A.E., Hi-Duty, 
Brass Pipe Size, Aluminum, or Solder. 
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imperial Fittings Chart is 
Valuable Sales Tool. . 


This free fittings chart, distributed 
among your customers, will prove a big 
help to them—in selecting the fittings 
they require—and to you— in bringing in 
profitable fittings orders 


Write for copies and information. 
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M#tadelman- Bonn Bardware Co mpanp 
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these /iles, be sleays Particularly specifies 
SUCUT of future orders. Our custaers claim thet these Files 
cat factor, leave « anoother finieh and last longer than any 
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Undoubtedly, the success we re having ith the our 
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bare increased consigerably ever since we have taken on thie 
line ef Files. 
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READ WHAT 
DISTRIBUTORS anpb 
USERS SAY ABOUT Yy 


YM g \UCUT File perform- 

Typical of the large number of letters which YY Yi) — Re pee of 
Heller Brothers is receiving from the hundreds of "Wavy Teeth” —-an ex- 

satisfied users and distributors of NUCUT Files, pa Ag Ming el 

are comments such as these: ys con a. 
that NUCUT Files actu- 
ally provide 25 to 50% 
greater file performance 
and life—yet they sell 
for the same price as 
standard files. A  start- 
ling selling advantage 
for NUCUT distributors. 


PERRI GRA 





TF 


“We have sold a great many of the largest ac- 
counts in our territory these NUCUT Brand Files, 
and invariably, when a customer has once used 
these files, he always specifies NUCUT on future 
orders. Our customers claim these files cut faster, 

give a smoother finish, and last longer than any 
file they have ever used.” 

“They (NUCUT Files) are far superior to a 

files we have been using, and you may rest assured — 

that in the future Heller Files will be specified. 





“This file cuts better and does a better job-than 
any file we have ever used.” 
“Our men are very much pleased with the way in 
which your files do the work.” 


T is fi tomer test it. \ )S \ 

Test this file for yourself—or let a cus a ‘ 
Samples, information, and prices gladly submitted with G 1 
out obligation. \ 


™ a4 \ 
\ 


. same ome ag sd, o>. ee: Oe D1 Se Pred ee ae apa SS \ \ bs et 
, ie tn a se aoe OE PF SRE oa z ; 
pres ote. ee Sin aR ee Bee ot Ee 2¢ \ \ 


‘Yee HELLER BROTHERS COMPANY \\\. 
Y } NEWARK, N. J. ‘% 
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Crayton MARK Pipe 
is made to stand up under hard service require- 
ments. 


It is uniform in its high quality — made of a 
soft Bessemer steel especially suited for water, 
steam or gas service. It will not leak or require 
expensive replacement. 


The men who install Clayton Mark Pipe will 
appreciate its easy cutting, the clean threads that 
are produced in its smooth textured steel. 


These essentials — characteristic of Clayton 
Mark Pipe — produce sales for distributors. When 
you have sold your initial order, you have laid 
the foundation for increasing and profitable busi- 
ness. 


Write for particulars of our distributor ar- 
rangement. 


« 
BLACK and GALVANIZED 
WROUGHT PIPE 
for 


Steam, Water or Gas | 
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MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Beazley Now Vice-President 


of R. R. Donnelley 


@ ©. F. Beazley, Jr., widely known 
in the industrial supply field for 
many years, has been advanced 
from the general sales managership 
of R. R. Donnelley and Sons Com- 
pany, Chicago publishers, to a vice- 
presidency in that organization. 
Mr. Beazley has just completed 
30 years’ service with Donnelley. 
He joined the organization in 1905, 





C. F. BEAZLEY, JR. 


about the time that house was com- 
mencing to solicit orders for com- 
piling mill supply catalogs. His 
first job was to handle the general 
advertising of the company. About 
two years later, however, the vol- 
ume of work in building catalogs 
for mill supply distributors and 
plumbing and electrical supply job- 
bers grew to such an extent that he 
was forced to give all his time to 
that department. Since then, Don- 
nelley has built more than 1500 edi- 
tions of catalogs for industrial dis- 
tributors, and has served distribu- 
tors in more than 250 cities of the 
United States and Canada, accord- 
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ing to Mr. Beazley. Its farthest 
customer is the Honolulu Iron 
Works Company of Honolulu and 
Hilo, whose catalogs have been 
made for many years by Donnelley. 

Four years ago Mr. Beazley com- 
menced handling certain printing 
accounts among manufacturers, 
and since the Fall of 1932 he has 
been general sales manager of the 
company, but has retained the man- 
agership of the distributors’ cata- 
log department. As vice-president, 
Mr. Beazley will handle the ac- 
counts of certain corporations in 
addition to the catalogs for distrib- 
utors of industrial supplies, plumb- 
ing supplies, electrical supplies and 
hardware. 

“We have more than five times 
as many distributors’ catalogs in 
course of compilation this Spring 
than we had a year ago,” states Mr. 
Beazley. “We are bringing out an 
entirely new specialized hardware 
compiling service for such houses 
as Morley Brothers of Saginaw, 
Michigan, who have placed the con- 
tract with us for the building of 
their general catalog. 

“As an indication of improving 
conditions in general, I think you 
will be interested in knowing that 
our general commercial printing 
sales (including the catalog depart- 
ment) for the first four months of 
this year have been larger than in 
any other year, except four, in our 
history. I believe it is entirely pos- 
sible that our volume of general 
commercial printing sales in 1935 
may equal, if not exceed, those of 
any other year.” 


New Display Stand for Thor 
Electric Tools 


@ The Independent Pneumatic Tool 

Company, Chicago, has brought 
out a new display stand, which dis- 
plays effectively and colorfully what 
the manufacturer terms the five 








best selling electric tools in the 
Thor line. It is 6 feet high by 3 
feet wide, of substantial construc- 
tion and the colors are red and 
aluminum. A special locking ar- 
rangement makes it impossible for 
thieves to remove tools from the 
case. Tool cords will pull out for 
a distance of 10 feet and the tools 
can thus be actually demonstrated 
while they are securely fastened in 
the stand. The tools illustrated in 
this view of the stand are the 4-inch 


light duty electric drill, 4-inch 
heavy duty electric drill, %-inch 
heavy production electric drill, 


4-inch general purpose electric drill 
and the 6-inch bench grinder. 


Holo-Krome Screw Issues 
New Catalog 


@ A 29-page loose-leaf catalog has 

just been issued by The Holo- 
Krome Screw Corporation, Bristol, 
Connecticut, covering Fibro Forged 
Screws. 

The catalog features and explains 
the new method by which the 
screws are made, and a section of 
the book is devoted to the manu- 
facture of the product. Lllustra- 
tions are also contained showing 
the different uses of Holo-Krome 
products in industry. A price-list 
is also contained in the catalog. 


Simonds Issues New Catalogs 


@ The Simonds Saw and Steel Com- 

pany, Fitchburg, Massachusetts, 
has published a new edition of its 
complete catalog, which is made up 
of five separate sections or smaller 
catalogs, each covering products of 
special interest to a _ particular 
group. 

Section Number 035 covers in- 
serted tooth saws, both rip and cut- 
off, and saw teeth. 

Section Number 135 illustrates 
and describes Simonds solid teeth 
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ALEMITE AUTOMATIC GREASE CUPS 
—Assure Positive Lubrication of Bearing Surfaces 
with Minimum Attention 





@ Alemite Automatic Grease Cups provide a constant 
flow of lubricant which can be regulated by spring 
tension as selected, and by hand adjustment. The 
position of the plunger indicates the amount of lubri- 
cant consumed —tells when to refill. It’s a ‘“‘live 
wire’’ item with unlimited sales possibilities. 


— Courtesy Lamson-Sessions Co., Cleveland, Ohio 


Every Customer on Your List 
Is a Live Prospect 


Here’s an Alemite equipment item with unlimited profit pos- 
sibilities for any equipment jobber. An item that you can sell 
to any plant operator who is interested in cutting labor and 
lubricant costs and eliminating bearing replacements. On 
grease cup replacements alone—on loose pulleys and overhead 
shafting, for instance—Alemite Automatic Grease Cups will 
give you a steady source of income. But remember: Alemite 
Automatic Grease Cups can be effectively applied on any re- 
mote or inaccessible bearing or any bearing that ordinarily 
requires frequent servicing. 


Let These Features Make Profits for You 


Check these features and see if you don’t agree that it’s a “hot 
item”: (1) On many bearings one Alemite Automatic Cup 
will replace two screw-down grease cups. (2) Where screw- 
down grease cups require filling every second day— Alemite 
Automatic Cups will do a better job on one filling a week! 


ALEMITE 


Ree.U.S. Par. Orr. 
CONTROLLED APPLICATION OF THE CORRECT LUBRICANT 


(3) Constant feed of lubricant cuts maintenance costs up to 
80%. (4) Alemite Automatic Cups will reduce lubricant con- 
sumption as much as one-half. (5) When used on loose pulleys 
centrifugal force does not impair the positive action. (6) They 
may be used in connection with any type of pressure fitting 
for quick refilling. 


Space won't permit our listing all of the applications of Alemite 
Automatic Grease Cups here —there are literally scores of 
them! But by simply filling in the attached coupon now, you 
can get complete and full details on the many profit-making 
uses of this “live wire” number. Mail the coupon TODAY. 
There's no obligation. 


ALEMITE CORPORATION 
(Division of Stewart-Warner Corp'n.) 


1886 Diversey Parkway Chicago, Illinois 





ALEMITE CORPORATION, Dept. F 
(Division of Stewart-Warner Corporation) 
1886 Diversey Parkway, Chicago, Illinois 


Please send me at once complete information covering the use of 
Alemite Automatic Grease Cups and their installation. 
Name_ 


Address 


City. ‘MTS Pe ; * ae State... 
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What CARD quality 
offers the distributor 


1874 





I. Taps and dies of recognized quality at market prices. 


6 , 
_ a Protection on sales to the user. 


Cooperation to effect sales through a trained factory repre- 
seutative working with you and your salesmen to insure satis- 
faction to the user and to interest new accounts. 


The services of a modern factory and factory organization who 
are interested in you and your stocking and selling problem- 
cooperating to deliver quality tools in time to satisfy a situation 
and to build new business. 


This is all effective and produces results. 


Catalog No. 33 showing the complete line sent on request. 
Are you interested? 


S:W.CARD MFG. CO. 


DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASSACHUSETTS, USA. 




















S ling or Crane 
Chains must be made 
right to protect life and 
property. 
Taylor-Made Sling and 
Crane Chains have been 
made right since 1873. 


The jobber has a fair 
margin of profit on the 
Taylor line of Sling, 
Crane and other chain 
items. 


Every Foundry, Quarry, 
Car Shop, etc. a prospect. 
Write for the Taylor price 
set-up and get your share 
of CHAIN BUSINESS. 


“QUALITY 
SINCE 1873” 








S. G. TAYLOR CHAIN Co. 


P. Oo. Box 1297-MS 
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IN THE CHICAGO SWITCHING DISTRICT 
HAMMOND, IND. 








| circular saws, narrow band saws 
| and woodworking machine knives 


of all kinds. 
Section Number 335 covers dis- 
tributor lines such as Crescent 


| ground cross-cut saws, red end and 


red streak hack saws, Red Tang 
files, tool bits and flat ground stock. 

The fifth section, Number 435, 
covers Simonds metal cutting line, 
including solid and inserted tooth 
cold metal cutting saws, metal band 


| saws, tool bits, files and hack saw 


blades, flat ground stock, rotary 
shears and Tungsweld metal shears. 


Medart Appoints Kendall 
Sales Manager 


@ The Medart Company, St. Louis, 

Missouri, has announced the ap- 
pointment of Roy C. Kendall as 
| general 
May 13. 


sales manager, effective 





ROY C. KENDALL 


Mr. Kendall formerly represented 


| The Medart Company in the state 


of Wisconsin, and prior to his be- 


| coming associated with Medart he 


was connected with The Link-Belt 
Company for more than 15 years. 


Inform-A-Show Highly 


Successful 


| @ The Inform-A-Show held in con- 


junction with the Twentieth An- 
nual International Convention of 
the National Association of Pur- 
chasing Agents at the Waldorf-As- 
toria Hotel, New York, May 20-23, 


| was one of the most successful ever 


conducted. 

Donald G. Clark, Brown and 
Sharpe Manufacturing Company, 
president of the National Associa- 
tion of Purchasing Agents during 
the past year, presided over the 


MILL SUPPLIES 


























\ 


f] 


DISSTON 








| convention sessions which included 
|such nationally known figures as 
| John Dickinson, Assistant Secre- 
|tary of Commerce, C. R. Hook, 
president, American Rolling Mill 
Company, E. W. Kemmerer, Pro- 
of International Finance, 
Princeton University and L. H. 
Haney, Professor of Economics, 
New York University. 
Harry A. Burdorf, The Lunken- 
heimer Company, Cincinnati, was 
chairman of the Inform-A-Show 
Exhibitors’ Advisory Committee. 
| 


fessor 





PUMP DESIGN 


Schieren Adds Kentucky 
| Distributor 


|@ Chas. A. Schieren Company, New 
| York City, has appointed Farr- 
| Better Supply Company of Padu- 
cah, Kentucky, as distributor for 
Schieren Duxbak belting and other 
products. 
complete stock of belting and pack- 
ings and is in a position to give 
| very good service on these products. 


Visits Florida After 
Pinehurst Convention 


@ Harry Riddle, manager, 

supply department, 
| Worthington Company, 
Ohio, killed two birds 





mill 
George 
Cleveland, 
with one 


EQUAL SIZE GEARS OPER 
ee ee er | od 2 


| by attending the Triple Mill Supply 
| Convention in Pinehurst and then 
| going on to West Palm Beach, 


| Florida, 





to see his new cottage 
which has been named “Hardly 
Able.” 


ONLY fwo 


P U M P| N G G EA R S| Automatic Switch Publishes 


New Catalog 


Illustration above shows the extreme sim- 
plicity of operation and construction of 
the Roper Pump. Only two moving parts 
—perfectly cut pumping gears—produce 
maximum mechanical and _ volumetric 
efficiency. 


le A new catalog covering solenoid 
operated valves has been pub- 
|lished by Automatic Switch Com- 
| pany, 154 Grand Street, New York 
| City. The catalog contains specifica- 


@ Extra long, large bearings. 


@ Accurately hobbed gears keyed and * ‘ , 
pressed onto shafts. | tions and informative data on the 
® Carefully machined case. | following additions and improve- 
®@ Rugged, cast-iron construction. |ments to the line: Safety shut-off 
Write today for Bulletin }and relay combination; small trip 


MS8R-1 and prices on Roper 
Rotary Pumps 


| valves; safety shut-off valves with 
| features of construction, which, the 

manufacturer states, have never 
| been offered; plain safety shut-off 
| valves, which have been improved; 
gas valves with floating type cores; 
improvements in 4 to 1-inch sizes; 
| new line of steam valves with im- 
| proved features; new line of small 


Geo. D. Roper Corp. 
Rockford, Illinois 
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The company carries a | 


| stone on his recent southern trip | 









ELL 


Complete Lom 
ROPER PUMPS 


GENERAL USE 


for handling any 
| clean liquid in fac- 
| tories, cold storage 
| plants, chemical 
| plants, dyers and 
cleaners, etc 
(Write for Bulletin 
MSR-3). 








POWER 
TRANSMISSION 


for hydraulic 
automobile lifts, 
elevators, presses, 
stokers, snow 
plows, etc. 
(Write for Bul- 
letin MSR-5). 








_ MACHINE TOOLS 


| for handling cut- 
|ting compounds 
and lubricating 
liquids on metal 





working machines. 
(Write for Bul- 
letin MSR-4). 
GASOLINE 
AND OILS 


especially suited 
for transferring 
petroleum prod- 
ucts in bulk sta- 
tions, refineries, 
etc. (Write for 
Bulletin MSR-7). 








| HAND TRANSFER 


| 


rotary gear or vane 
type, for handling 
| thin or thick liquids. 





Attach to any type 
container. (Write for 
| Bulletin MSR-2). 





HEAVY LIQUIDS 


steam jacketed for 
handling asphal- 
tum, creosote, glu- 
cose, molasses, tar 
and other viscous 
liquids. (Write for 
Bulletin MSR-9). 


D. Roper Corp. 
Rockford, Illinois 





GEO. 
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This 
article from 
B. . May issue of 
ACTORY tells your 
best customers and | 
prospects the econ- | 


from you 




























































How Do You Buy: 


Aste supplies and equipment. the 
industrial distribater may belp 
act 


you keep man ing conte lew 





L. C MORROW 
Editor 


[= that the manufacturing $78,000 when he eells direct—4" in he care to #O the whole route, he 
industries re pretty well in cress’ of 41 per cent must consider still other items. He 
agreement on one major prince iple In terms of the manufacturing in must reach conclusions concerning 
of economics. It is that cost of pro- dustries 45 4 whole, the 3 ooo makers The size of the inventory of in 
duction must be 45 jow as possible in of industrial supplies Ww sd have an dustrial supplies that he will have 
the interest of wide distribution additional pill for interest alone of 0 carry to insure against produc 
Which is one way of saying that the around $4 000,000 if they sold direct tion delays 4% a result of preakdow? 
lower the production cost achieved Now take the distributor out of Night Sunday, and holiday service 
the lower the selling cost can be, and the picture Ask the supply maker* by distributor 





er the number of how much they would have to in Obligations that he may have t 
people who can buy crease their sales force® The figures buy from distributor normally, a* 
When he thinks of production cost they # ye you will average 421 per well as 11 emergency to keep him 
no manufacturer ever overlooks the cent (Mill Supplies survey) You) on the job 

cost of Jabor, oF the cost of mate- find that several manufacturers have Whether oF not distributer serv 
rials, oF the cost of overhead Some anid 1,000 per cent jces keep down expe nses incident 


manufacturers do overlook power to stock storage for items such as 
The Cost of Selling 
costs, OF maintenance costs, or other rent light heat jnsurance, taxe® 
costs of similar importance. Nosing into supply manufacturers cleaning transportation handling 
records shows us that the average purchasing paying pills 
The Cost of Buyins size of the orders the supply manu And there are ther consideration® 
Among the costs to which too facturer receives from the distribu that he will discover for himself 
little attention 's paid by too many tor is $182 from the user direct $27 Suggestions &* to influence of dis 
manufacturers |* the cost of buy- a ratio of 7 to 1, We can't deny tributors Upen cost are contained in 
ing. 1} don’t mean primarily the that it coats less to handle on order case stories that have come to ™Y 
cost of interview ng, the cost of than seven attention. 
writing orders, the cost of checking Zut suppose the user of supplies There is the large packing com- 
invoices, and the like although carries the atocks. 7 wenty-five cast pany that turns its supply stock 22 
those costs count 1 mean the cost studies develop the fact that the times per year and, a8 @ result, must 
of the method of buying higher the rate of turnover the charge only $2 96 for storage facili- 
Me G RK A _ Specific ally, | 9" thinking about lower the carrying costs, One plant ties against every $100 worth of 
the position of the ndustrial dis- shows 4 turnover rate of 0.4.48 stock merchandise handled. 
tributor i” the scheme of things carrying cost of 62 per “ nt. (Add To compare with this enviable con- 


And 1 am wondering if all too often 62c. to every dollar's worth of suf dition, there is @ municipal inatitu- 
the manufacturer makes use of him plies carried.) Another plant shows tion which turns its stock put 2.8 
or not without fully understanding a turnover rate of 10.8, @ carrying times ® year and must charge 8) 56 
$100 worth of supplies for 


Advertis 

e z -! 

im ~ e So 1 am prom’ ng that he become The case studies show that 5b« storage facilities in spite of the fact 
g im th acquainted with the basis spon must be added to the purchase price that small rent is paid and no taxes 
iS an hich the distributor engages * ° { every $100 worth of stock foreach are figured in the cost 


why cost of 7) per cent 


4 riness and then determine the ex month it remains 10 the atoreroom Another \llustrative case 1s that 
im ev e to which he can use the distribu The plant with 0.4 turnover had to of the manufacturer who prought 
er y iss services to his own advantage pay 14¢ interest charges per dollar out ® new steam trap. He sold it 

ue oY the abstract the user of iv of stock the plant with 10.8 turn for the low price of $5. and claimed 

FA a supplies reimburs® the Ot only te. Per year that he would have had to charge 
TORY nh of those supplies for the cost These char took no account of twice as much if he had been unable 
e ps sell ribution The averare maker obsolescence and depreciation Frank to market it through distributors 


Parish, supervisor of inventories Jocated strategically throughout the 


faa Ee consumer prospec ts, accord U. &. Steel Corporation, says that In country. 
ro ul cts Y ' Mill Supplte* At $5 per com dustrial supply * ks depreciate 20 Some distributors introduce 4% 


uatrial supplies has about *? 








call, making six calls 4 year. per cent per year and that the carry many &* 200 new and improved 
ca aales expense would be close ng charges are 10 per cent products per year The average for 
site 3 pill for the i i 0. pac 

rr to on9.000. & 4 for Cont $110. worth $80 all distributors is 2 if, in each 
Sa pay—and @ very strong case, the cost to user is only half 

me yment in JU tifying the n On that basi $100 worth of stock what it would be by direct selling, 


strial distributer at the end of a year has cost $110, the saving is indeed important 
5 aus 


good custome Why? the distr putor | worth $89; at the end of five years As 1 said when 1 began I am 
rs ; 






concentrates as te territory. “I reads the figures are 137.50 and $32.76 proposing that each manufacturer 
expense ove! many line* represents To retarm these values, the supplies who uses industrial supplies Jook into 













































and many items each call The must re main serv ceable; if obsolete, the evidence and then decide his buy 
Pp average distributor * rves 1,380 In they must be written down to scrap ing policies for nimeelf. A fair con- 
dustrial plants He carries about value clusion seems to be that moat users 

“9 per cent of the makers stock The analyst May stop right here if of industrial supplies will find the 

purden. Actual survey figures show he likes pecause he will be able to industrial distributor to be an in 

that the maker ‘ ¢ industr al sup make out his own case for or against stitution of direct assistance in keep 

plies carries a stock wt $55,000 the distributor oF the basis of the ing the manufacturing costs low 

when he ells through distributor® points already raised But should Many jmportant users have 
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BUILD 
YOUR 
PROFITS 


with a 


COMPLETE 
LINE 


| the Worthington Line, 
there is a correct unit to 
fit every compressed air 
and water handling job 









AIR COMPRESSORS 





ROTARY PUMPS 


POWER PUMPS 
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DEEP 
WELL 


TURBINE 
PUMPS 
' 


elle 


CENTRIFUGAL PUMPS 








MULTI-V-DRIVES 


BUILD YOUR BUSINESS 
and HOLD IT... with 
Worthington Products 


Ask for the 
Worthington .. 
Dealer Plan ¥ 


WORTHINGTON PUMP AND 


MACHINERY CORPORATION 
General Offices: HARRISON, NEW JERSEY 


packless valves with floating type 
cores; improved types of valves for 
Freon and Methyl Chloride; a line 
of heavy oil valves, plain shut-off 
type, which has been improved; 


| complete line of heavy oil, adjust- 


able flow and by-pass type, valves; 


small three-way, 250-pound valve, 





and three-way air valve for sewage 
ejectors, which has been enlarged 
by the addition of 14 and 2-inch 
sizes. 


ACCELERATE YOUR 
SALES WITH 


‘STANDARD TOOLS 


In addition to the above, the cata- | 


log contains new prices on the above 
items, and is illustrated. 


Holo-Krome Appoints Sales- 
man in New England 
Territory 


® Holo-Krome Screw Corporation, 
Bristol, Connecticut, has ap- 
pointed R. A. “Dick” Modig 





R. A. MODIG 


salesman for the New England 
territory, with headquarters in 
Springfield, Massachusetts. 

Prior to this appointment, Mr. 
Modig was with the Van Norman 
Machine Tool Company for two 


| years. 


Wright to Represent 
Republic Steel in Utah 


@ Lee Wright has been appointed 
sales representative for Republic 
Steel Corporation, with headquar- 


| ters at 401 Atlas Building, Salt 


Lake City, Utah. 


} 
| 








ELECTRIC DRILLS 


Sizes: 4, #s, }, 4, 8 ¢, i, 1, 14, 14”. Bench 
Drill Stands for all sizes. 


TOOL POST 
GRINDERS 
1 and } H.P. Also 
Angle Plate Grind- 


ers, } H.P. up to 
10 HP. 


Planer and Boring 
Mill Grinders. 








UNIVERSAL MOTOR AERIAL 
GRINDERS 


| H.P. 5”x}” wheel. } H.P. 6’x1” wheel. 
Also 3, 1, 2 and 3 H.P. sizes and High 


Cycle Grinders. 





WET STONE GRINDER 


4 H.P. G. E. Motor. 12”x1}” Sandstone 
Wheel, 87 R.P.M. Weight 95 Ibs. Particu- 
larly for School Shops. Also for Pattern, 
Woodworking Shops, etc. 


BLOWERS: Exhaust, Portable. Tile and 
Marble Cutters. SPECIAL MACHINES. 


GRINDERS: Portable, Ring Wheel, Disc. 
Adjustable Speed. 


BUFFERS AND POLISHERS 


Portable, Bench, Pedestal, Variable Speed 
—hbelt driven. 


Dealers write for Catalog, Price List and 
Discounts. 


The 
Standard Electrical Tool Co. 


1948 W. Eighth St., CINCINNATI, OHIO 
Established 1912 
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Prior to his connection with Re- 
public, Mr. Wright had been asso- 
ciated with Zion’s Co-operative 
Mercantile Institution, Salt Lake 
City, since 1902. 

According to N. J. Clarke, vice- 
president in charge of sales for 
Republic Steel, the appointment 
will enable the company to serve 
more efficiently the Salt Lake City 
territory, which in the past has 
been handled through Republic’s 
Denver Office. 


Worthington Appoints 
Holveck Sales Engineer 


@ J. E. Holveck has been appointed 

special sales engineer by Worth- 
ington Pump and Machinery Cor- 
poration, Worthington, New Jersey. 
Mr. Holveck will operate from the 
company’s Pittsburgh office, ex- 
tending his activities to the terri- 
tories of Cleveland, Detroit, Chi- 
cago and Buffalo offices. 

Mr. Holveck was formerly a 
member of the engineering staff of 
Worthington’s Holyoke Works and 
later was associated with The Ald- 
rich Pump Company as sales en- 
gineer in its Pittsburgh and middle 
west districts. 


Republic Steel Moves 
Philadelphia Office 


@ Effective May 18, the Phila- 

delphia district sales office of 
Republic Steel Corporation and sub- 
sidiaries, Berger Manufacturing 
Company and Union Drawn Steel 
Company, will be removed from the 
Fidelity-Philadelphia Trust Build- 
ing to the Broad Street Station 
Building, 1617 Pennsylvania Boule- 
vard. 

J. B. DeWolf will continue in 
charge of the office as district sales 
manager, assisted by the present 
staff. 


Goodrich Employee Plan 
Proves Popular 


@ The B. F. Goodrich Company an- 

nounces that in the largest elec- 
tion held to date by the Co-opera- 
tive Plan of Employees Representa- 
tion, its factory workers in Akron, 
Ohio, chose 148 representatives to 
serve for a year, commencing May 
1. As evidence of the keen interest 
in the election, the company cites 
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“3-PURPOSE” MACHINE FOR DISTRIBUTORS 


No. 512 TOM THUMB Portable Pipe 
Threading Machine functions three ways 
for you. First: Use it in your own plumb- 
ing supply department to thread and cut 
pipe on orders; Second: Use this same 
machine as a sales-demonstrator; Third: 
Make good profits on sales of the machine 
to your customers. 


There are two optional types of die-heads: 
Solid type, having separate die-heads for 
six sizes of pipe from }” to 2”; or Adjust- 
able, quick-opening type, having three sets 
of high-speed dies threading }” to 2” pipe 
inclusive. Bolt threading dies can also be 
furnished. 


Send for complete information about Tom 
Thumb No. 512 and other sales leaders in 
the up-to-date Oster-Williams line. 





- Stocks and Diese Pipe and Bolt Machines + Pipe Welding Tools 


@ 


SALES OFFICE: 


FACTORIES: ERIE, 


OSTER-WILLIAMS 


2041 EAST 6lst STREET, 


CLEVELAND, OHIO 
PA. AND CLEVELAND, OHIO 

















CONFIDENCE 


nie, 
TOOL 








The Distributor knows when he 
recommends SHIELD BRAND 


Tools, that satisfied customers will 


approve his judgment. 


The Purchaser has the assurance 
of satisfactory performance in his 
plant. 


Such sales create confidence and 
establish trade. 


Rely on SHIELD BRAND Tools 
for consistent performance, for effi- 
ciency and durability at high 
speeds, for the economy in opera- 
tion which is expected of truly high 
quality tools. 





co. 


TWIST DRILLS 
REAMERS 
MILLING CUTTERS 
SLITTING SAWS 
COUNTERSINKS 
COUNTERBORES 
TAPS—DIES 
DRILL CHUCKS 
SOCKETS 
SLEEVES 

TAPER PINS 
WHEEL DRESSERS 
SPECIAL TOOLS 





THE STANDARD TOOL ([0. 


CLEVELAND NEW YORK 


DETROIT 


CHICAGO 
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Your 


LOGICAL 


Source of Supply 





on 
BOLTS 
NUTS 
SCREWS 


un 


BRASS 
BRONZE 


and all 


Non-Ferrous Metals 
a 











e Complete stocks | 
e Fast service | 
e Good profit 


The H. M. HARPER CO. | 


2622 Fletcher St. @ CHICAGO, ILL. 
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| completely 
| are shown 













Electric 
Soldering 
| 


lrons 


The ever increas- 
ing demand for 
ESICO irons on the 
part of production 
men is the result of 
eight years of conscien- 
tious effort on the part 
of an organization to spe- 
clalize and devote its every 
attention to the manufacture 
of rugged and highly efficient 
electric soldering irons. 
Eight years of specialization in 
mansfactere, based on an equal 
number of years of experience in 
general electrical manufacture. 

We are proud to be able to offer the 
Distributor a high quality line of 
industrial trons backed with a ceo- 
operative policy. 


ELECTRIC 


SOLDERING IRON CO.), Inc: 
342 W. 14th St. New York, N. Y. 
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the fact that 8,462 ballots were cast 
for representatives out of a total of 
10,036 employees working on elec- 
tion day and eligible to vote, those 
voting constituting 84.3 percent of 
the eligibles. It is also noteworthy 
that there was a substantial in- 
crease in the votes cast in the elec- 
tion over the primary poll, when 
7,673 of the 10,076 working and 





eligible on that day cast their bal- | 


lots for candidates. 


Silver Anniversary Catalog 


Issued by Black & Decker 


@® In commemoration of its silver 

anniversary, The Black and 
Decker Manufacturing Company, 
Towson, Maryland, has 
silver anniversary DeLuxe catalog, 


| comprising 49 pages and covering 


portable electric tools. 

This catalog, which is in silver 
and black, with a silver cover, is 
illustrated. The tools 
in silver on a_ black 
background at the bottom of each 
page. Full descriptive matter is 
given for each tool, together with 
specifications, applications and 
prices. 


Schieren Appoints Budge 
Company in Florida 


@ The Frank T. Budge Company of 
Miami, Florida has been ap- 
pointed distributor for the Chas. 
A. Schieren Company, New York 
City, and will distribute the com- 
pany’s line of leather belting and 
allied products in that territory. 


Link-Belt Transfers 
MacIntyre 


@® Mr. R. Y. MacIntyre, who for- 
merly served as representative for 
Link-Belt Company in Memphis, 
Tennessee since 1932, has been 
transferred to the company’s dis- 
trict sales office and warehouse in 
Dallas, Texas, where he will assist 
E. G. Wendell, the local manager. 


Completes Specially Designed 
Tackle Blocks 


@ The Upson-Walton Company, 

Cleveland, Ohio, recently com- 
pleted a large contract of specially 
designed wire rope tackle blocks 
for use in erection of heavy oil re- 


| BLOWER 


issued a | 





p U T this versatile 


cleaning device 








in your 
customers’ 
hands 


and it will 


SELL ITSELF! 
CLEMENTS-CADILLAC 


® SPRAYER © CLEANER 





The 
easy to carry and demonstrate. Customers 
will be interested in its smooth ball- 
bearing operation, and in its more than 
100 practical uses. 
This blower’s high velocity, yet low pres- 
sure, delivery a air makes it ideal for 
cleaning motors, generators, and other 
machines. When operated as a suction 
cleaner, it is adapted for cleaning stock 
bins, autos, etc. 
It is a multi-purpose tool and a money 
saver on maintenance work. Place it in 
your customer’s hands and it will sell 
itself. Write for sales details, prices and 
liberal terms—also free trial plan. 


CLEMENTS MFG. CO. 
6650 Narragansett Ave., CHICAGO, ILL. 


Clements-Cadillac Blower is light, 





Sell 
Air 
Economy 








SHERMAN 
AIR NOZZLE 





Reasonable price— 
operating convenience— 
and air savings make this 
nozzle popular with con- 
sumers. 

Its valve mechanism is so designed that 
the volume of air passed is easily con- 
trolled by the operator—resulting in maxi- 


mum air savings. The nozzle has no 
complicated parts to get out of order. 


Valve disc is held to the seat by both 
spring and air pressure, assuring a tight 
joint without grinding. 


Angle feature and handy brass lever pro- 
vide convenience to operator. 


Vv," and ¥%” I. P. Thread. Rough brass 
finish. Packed in cartons. Available for 
immediate shipment. 


DISTRIBUTORS— 


It will pay you to check into Sherman 
Nozzles and the good profit margin 
provided, 


H. B. SHERMAN MFG. CO. 





BATTLE CREEK MICHIGAN 
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finery equipment in foreign fields. 
The upper block (illustrated here- 
with) has a rectangular lashing 
shackle, providing a full bearing 
surface on the supporting pin 
which is 4% inches in diameter. 
The lower block is equipped with 
round lashing shackles 31% inches 
in diameter to which the sling cable 
is attached. 

The blocks weigh approximately 
1500 pounds each, with a working 
load of 80 tons. Each block has 
six cast steel 20 inch diameter 
sheaves with self-lubricating phos- 
phor bronze bushings, and scored 
for 1 inch diameter high strength 
plow steel wire rope. 


Medart Appoints Kansas City 
Distributor 


@ The Medart Company, St. Louis, 

Missouri, has appointed the Eng- 
lish Brothers Machinery Company, 
Kansas City, as distributor for the 
Medart line of transmission equip- 
ment in that area. 


Aluminum Industries Adds 
New Distributors 


@ Aluminum Industries, Incor- 

porated, Cincinnati, Ohio has 
announced that the following mill 
supply houses have taken on the 
Permite Aluminum paint line: 
The Osborne and Sexton Machinery 
Company, Columbus, Ohio; Henry 
B. Pancoast Company, Philadel- 
phia; The Perth Amboy Hardware 
Company, Perth Amboy, New 
Jersey; Geo, M. Rinkleff, Sandusky, 
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FOR YEARS 


the DEPENDABILITY 
of WINTER BROTH- 
ERS TAPS & DIES 
has been an accepted 
fact in the minds of 
those distributors who 
have sold them. 


Now with the proven 
success of the Winter 








users, and profitable to dis- 
tributors. 


Write today for 
complete information 





ESS RELIEVED COMMERCIAL GROUND THREAD 
TAPS this line is more in demand than ever before. 


A complete line of TAPS & DIES that is highly popular with 


Brothers NEW PROC- 





THE WINTER BROTHERS CO. 


Dependable Taps and Dies 
WRENTHAM, MASS. 


Division of the National 
Twist Drill Tool Co., 
Detroit, Michigan. 











— SALES ENGINEERING —__ 
ASSISTANCE 


An important phase of the cooperation 
offered by this Company to the selected dis- 
tributors of Stanley Electric Tools is the 
Sales Engineering Assistance rendered by a 
staff of thoroughly competent field men. 
The ability of these men to help prospects to 
| cut costs through the use of suitable portable 
electric tool equipment is reflected in in- 
| creased business for Stanley distributors. 
Stanley Selected Distributors have in addi- 





tion all the advantages of: A Complete line 
... tools designed and built with the rugged- 
ness of construction and the reserve power 
needed to meet the demands of industry... 
a name which has stood as a symbol of fine 
tools for over 80 years. . . intelligent, con- 
structive advertising for the benefit of 
Stanley Distributors. 


We shall be glad to outline in detail our 
Selective Distributor Policy. 


STANLEY ELECTRIC TOOL DIVISION 


THE STANLEY WORKS 


NEW BRITAIN, CONN. Weg oN 


| STANLE A LONG LINE OF PORTABLE ELECTRIC TOOLS 
| DESIGNED AND BUILT FOR INDUSTRY * * 
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ALWAYS 
100% 

DISTRIBUTOR 
COOPERATION 


The Wm. H. 


OTTEMILLER 
COMPANY 


YORK, PA. 


WE ALSO MANUFACTURE DARDELET THREAD SCREWS 





1905 1935 | 
Gtrand . 


FLEXIBLE SHAFTS 


and MACHINES 
Vf to 2H. P. 


Most Successful Salesmen 
Are Those Who Promote 
the Sale of 
Quality Equipment 


When You Sell the STRAND You 
Have a Steady Customer 


The 


TYPE ML-6 


We build Sixty 
Types and Sizes 
Ye to 2 H. P. 
Both 
Vertical and 
Horizontal and 
Many Attachments 





Covering a 
Multitude of 
Operations 
cevxt 
N. A. STRAND & CO. 
Manufacturers 
5001 No. Lincoln St. Chicago 
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, Ohio; John D. Robinson Company, 
| Savannah, Georgia; Edward Rus- 
| kin, Jersey City, New Jersey; P. A. 
& S. Small Company, Incorporated, 
York, Pennsylvania; Southern Sup- 
ply Company, Incorporated, Balti- 
more; Terre Haute Heavy Hard- 


ware Company, Terre Haute, 
| Indiana; Theo. C. Ulmer, Incor- 
porated, Philadelphia; The Uni- 





versal Supply Company, Newark, 
Ohio; Weaks Supply Company, 
| Limited, Monroe, Louisiana, and 
Winters Hardware Company, Fre- 
mont, Ohio. 


Worsham Appointed Sales 
Manager of Decatur Pump 


@ J. A. Worsham has been ap- 
pointed general sales manager of 
the Decatur Pump Company, De- 
catur, Illinois. 
Following ten years’ service with 





J. A. WORSHAM 
a coal mining company in Birming- 
ham, Alabama, during which he ad- 
vanced from a minor position to 
general manager, Mr. Worsham en- 
tered business for himself as a man- 
| ufacturer of elevator machinery, 
foundry equipment, light hardware, 
toys, and so forth. For ten years 
he continued in this capacity, man- 
aging directly the designing, adver- 
tising and merchandising activities 
of the organization. After selling 
out this business, Mr. Worsham 
joined the Williams Oil-O-Matic 
| Heating Corporation, Bloomington, 
Illinois, in charge of sales in the 
western half of the United States 
and most of Canada. 

Mr. Worsham’s activities have 
also extended to writing, public 
speaking and invention. He has 
| several patents to his credit in the 

patent office. He has been a fre- 





profits are higher... 





WHEN YOU SELL 
MALABAR 


For Conveying and Elevating 


HETMACO 


The New Transmission Belt 


GENUINE HETTRICK 


Stitched Canvas Belting 





The exceptionally high quality of this 
belting places it above ordinary belting, 
and enables you to overcome competi- 
tive sales resistance. 


Once sold, its economical, efficient 
service practically assures repeat busi- 
ness, thus lowering selling expense and 
increasing profits. 


Information on the liberal Hettrick re- 
sale price set-up and sales plan gladly 
sent on request. 


The HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 












THE NEW 


VEELOS 
“Vv” BELT 
















. - as Simple to Sell 
as itis to Use . . 


The new Veelos “V” Belt is a 
definite improvement in “V” 
belting. It is adjustable to 
length—can be made endless on 
the job without lacing, splicing 
or fasteners. A highly profitable 
line for distributors to handle— 
smaller stocks required—quicker 
turnover. Write for jobber 
proposition. 








MANHEIM MFG. & BELTING CO. 
MANHEIM, PENNA. 














MILL SUPPLIES 





quent contributor to various kinds 
and classes of magazines, and is the 
author of the book “Low-Pressure 
Selling.” He has appeared as a 
speaker on numerous occasions be- 
fore organizations of different 
kinds, national conventions and 
sales gatherings. 


Armstrong Bros. Purchases 
Ideal Chain Tong Line 


@ Armstrong Bros, Tool Company, 

Chicago, has purchased the com- 
plete line of Ideal Chain Tongs 
from the Carrier Engineering Cor- 
poration, Newark, New Jersey, and 
announces that a complete stock is 


now being carried by the company. | 


A loose-leaf catalog page has 


also been issued by the company | 


covering this new line. 


Independent Pneumatic 
Issues Catalog 


@ The Independent Pneumatic Tool 

Company, Chicago, has just 
issued Pneumatic Tool Catalog 
Number 50, fully describing and 
illustrating the pneumatic tools 
manufactured under the Thor 
trademark. 

In addition the catalog contains 
complete specifications, tool accesso- 
ries and a general showing of Uni- 
versal electric tools, high frequency 
electric tools and contractors’ and 
mining tools. 


KENNEDY 


_ VALYES~PIPE FITTINGS~FIRE HYDRANTS 


Goodrich Company Reelects | 


Officers 


@ At the annual meeting of the | 


directors of the B. F. Goodrich 


Company, Akron, Ohio, David M. | 


Goodrich was reelected chairman of 
the Board and J. D. Tew reelected 
president. 

Other officers reelected are: 
C. B. Raymond, vice-president; 
S. B. Robertson, vice-president and 
general manager tire division; 
J. H. Connors, vice-president and 
general manager mechanical divi- 
sion; T. G. Graham, vice-president ; 
J. J. Newman, vice-president; S. M. 
Jett, secretary; V. I. Montenyohl, 
treasurer; T. B. Tomkinson, comp- 
troller; A. D. Moss, director of 


purchases; J. L. McKnight, assist- | 


ant secretary; W. D. Eakin, assist- 
ant secretary; J. C. Herbert, as- 


sistant secretary; L. L. Smith, | 


assistant treasurer; G. W. Hubbell, 
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alves 


that satisfy 
your most 
exacting customers 


Show your most exacting customer some 
typical Kennedy Bronze or Iron Body 
Valves and you will find him attracted by 
their sturdy design, high grade metal, and 
accurate machine work. A single trial will 
demonstrate their ease of operation and de- 
pendability, and will win complete accept- 
ance for Kennedy Products. For over 50 
years Kennedy Valves and Pipe Fittings 
have been sold to industrial plants and con- 
tractors exclusively through supply houses; 
and the Kennedy policy of standing squarely 
behind every Kennedy Product enables 
dealers to recommend them conscientiously 
and without reservation. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 





SAFETY BELT HOOKS DAILY! 


HUNDREDS ARE CHANGING TO 








See 
that 
Steel 
Binder Bar? 


eee (| NO WASTE 








Your fast-moving 


items of yesterday 







may become your slow-moving 


items of today! 





Jobbers everywhere now 


consider today’s standard 
in Belt Hooks to be— 


¢ 
pT oF 
P 


“ Oo BELT 
HOOKS 


Safety Belt Lacer Co., Factories Bldg., Toledo, Ohio 






OUR JOBBER SELLING AIDS ARE CONSTANT AND EFFECTIVE! 





N 
vl 








USERS “can’t get along 
WELLS without ut” | 





Metal - 4 Cutting 


BAND SAW 


Not a single trial installation of the Wells 
Metal-Cutting Band Saw has ever failed to 
result in an order. Dealers report cus- 
tomers enthusiastic at the speed and econ- 
omy of this continuous cutting machine. 


You can generally offer your customers | 


50% faster metal cutting, greater accuracy 
and lower blade cost. 

Write in today for full particulars on the 
Wells Band Saw. Remember every metal 
working plant is a prospect for this cost- 
cutting unit. 


MANUFACTURING CO. 


315 Seventh Ave., Three Rivers, Mich. 





your men’s time 
and your money 


Proof of the pudding is still in the eating. 
Try BRiIstO Set Screws on one machine and 
you will see for yourself how they save your 
men’s time in getting a tight positive set. 

There is no slipping. Nor any jamming, 
splitting or rounding out. The gear-like 
action of the wrench in the fluted socket 
guides the applied force around in the direc- 
tion the screw turns,—not against the side 


walls. See diagram. BRISTOS cost no more 


than ordinary screws. Write for free sam- 
ples of BRisto Set and Cap Screws 


oo 


WHY THEY'RE BETTER 
Compare direct turning pressure of BRISTOS 
left. with sidewall pressure of other designs 
THE BRISTOL COMPANY, Waterbury, Conn. 
Branches in principal cities 





TRact ware 


BRISTO 


Hollow Safety SET SCREWS 


Socket Head car screws 
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assistant treasurer; W. M. Bechler, 
| assistant comptroller and H. V. 


Gaertner, assistant comptroller. 
Members of the executive com- 
mittee who were reelected are: 
David M. Goodrich, J. D. Tew, A. H. 

Marks, Charles 8. McCain, W. D. 
| ‘Tidknee and Sidney J. Weinberg. 


General Refractories 
Appoints Two New Agents 


® General Refractories Company, 

Philadelphia, has announced the 
appointment of Shadbolt and Boyd 
Company, Milwaukee, Wisconsin as 


dealer agents in the Milwaukee | 


area, and Broadway Manufactur- 
ing Company, Knoxville, Tennessee, 
as dealer agents in the Knoxville 
area. 

Both companies will carry a 


| complete stock of refractories in 
addition to their regular lines of 


industrial supplies and _ building 
material. 


Increases Membership Over 
22 Percent 


@ American Supply and Machinery 

Manufacturers Association, In- 
corporated, has announced that dur- 
ing 1934 and the first four months 
of 1935 it has not lost a single 
member by resignation, and has in- 











SAFETY 
EQUIPMENT 


GOGGLES 
DUST MASKS 
RESPIRATORS 

WELDING HELMETS 
SAND BLAST MASKS 
HAND SHIELDS 


We manufacture a complete line of indus- 
trial head and eye protective equipment 
that is making money for industrial job- 
bers. Write for salesmen’s catalog sheets, 
prices and discounts. 


CHICAGO EYE SHIELD CO. 


2329 Warren Boulevard 


| CHICAGO ILLINOIS 


creased its membership over 22 per- | 


cent. The new members added are 
as follows: 


Desmond-Stephan Manufacturing 
Company, Urbana, Ohio; Heller | 


Brothers, Newark, New Jersey; 
Victor Balata Textile Belting Com- 
pany, Easton, Pennsylvania; Elec- 
tric Hose and Rubber Company, 
Wilmington, Delaware; Corning 
Glass Works, Corning, New York; 
Bonney Forge and Tool Works, Al- 
lentown, Pennsylvania; The Har- 
rington Company, Philadelphia; 
Plymouth Cordage Company, North 


| Plymouth, Massachusetts; Chicago 


Belting Company, Chicago; David 


| Round and Son, Cleveland; Moline 


Malleable Iron Company, Philadel- 
phia; Carborundum Company, Niag- 
ara Falls, New York; Delta Manu- 
facturing Company, Milwaukee, 
Wisconsin; Link-Belt Company, In- 
dianapolis, Indiana; The Irwin 
Auger Bit Company, Wilmington, 





Ohio; Allen Manufacturing Com- | 


pany, Hartford, Connecticut; Pitts- 








LOWER 
SOLDERING CosTs! 


— it is false economy to do im- 
portant and expensive work and 
repairs with an inferior or un- 
known quality solder. The use of 
Gardiner 
Acid - Core 
Solder as- 
sures _last- 
ing bonds. 
Uniformly 
neat work 
and a min- 
imum of 

labor costs. 





Ex peri- 
enced me- 
1s Aatigite <4, chanics can 
‘ sian ‘ do faster 
work and inexperienced help will 
get better results. 





Due to modern production meth- 
ods high quality Gardiner Solder 


costs less than ordinary brands. 





4833 So. Campbell Ave., Chicago, IIl. 
Makers of bar, body, solid wire solders and babbitts. 
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burgh Screw and Bolt Corporation, 
Pittsburgh; Stanley Rule and Level 
Plant, New Britain, Connecticut; 
The Borden Company, Warren, 
Ohio; National Twist Drill and 


Tool Company, Detroit; Rockford 


Screw Products Company, Rock- | 
ford, Illinois; Johnson-Bronze Com- | 


pany, New Castle, Pennsylvania; 
Armour Sandpaper Works, Chi- 
cago; Wheeling Steel Corporation, 
Wheeling, West Virginia; Dumore 
Company, Racine, Wisconsin; Fred- 
erickson Company, Saginaw, Mich- 
igan; Mason-Neilon Regulator Com- 


panypany, Boston; Safety Belt | 


Lacer Company, Toledo, Ohio; S. G. 
Taylor Chain Company, Hammond, 
Indiana; Clayton Mark and Com- 
pany, Chicago; Detroit Screw 
Works, Detroit; Chicago Screw 
Company, Chicago; Western Auto- 
matic Machine Screw Company, 


Elyria, Ohio; Hartford Machine | 


Screw Company, Hartford, Con- 
necticut; Wood Shovel and Tool 


Company, Piqua, Ohio; Hardware | 


Age, New York City; Riverside 
Mills, Augusta, Georgia; Mac-It 
Parts Company, Lancaster, Penn- 
sylvania, and Central Tube Com- 
pany, Pittsburgh. 


R. B. Poucher, Jr. Dies 


@ Refine Beecher Poucher, Jr., gen- | 
eral manager of Alexander Broth- | 


ers, Philadelphia, died recently in 
Muhlenberg Hospital at the age of 
45. 

Mr. Poucher was born in Bay- 
onne, N. J., and was a graduate of 
Harvard University. For the past 
eleven years Mr. Poucher was gen- 
eral manager of Alexander Broth- 
ers, with offices in New York City. 


Bulletin Covering Portable 
Electric Tools 


@ The first bulletin of a series | 


issued by Jas. Clark, Jr., Elec- 


tric Company, Louisville, Kentucky, | 


has been published, covering port- 
able electric tools. This is a loose- 
leaf bulletin containing  illustra- 
tions of the various types of 
electric tools manufactured by the 
company, as well as dimensions and 
price-lists. Descriptive matter is 
also given. 

The manufacturer states that 
this is the first of a series of bulle- 
tins to be published, and that copies 
may be obtained by writing the 
company direct. 
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seLL CLING-SURFACE 
BELT PRESERVATIVE 


@ Eighty-five percent of Cling-Surface users are repeat buyers. The 
product, not the salesman, keeps these users sold—by prolonging belt 
life—by saving power—lubrication costs—bearing wear and time of 
men and machines. These are the well-springs from which repeat 
orders continually flow. If you are looking for a product that you 
can sell with both pride and profit, get the full facts on CLING- 
SURFACE—the proven belt preservative. 


CLING-SURFACE COMPANY 


1017 Niagara Street Buffalo, N. Y. 
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ROBBINS & MYERS, Inc. 











BIG HOISTS or 
small hoists 
BIG CRANES or 


small cranes 

BIG TROLLEYS or 
small trolleys 
Hand or Electric—Every Service 


Sold Thru Mill Supply 
Houses Everywhere. 


ROBBINS & MYERS, Inc. 


HOIST & CRANE DIVISION 


SPRINGFIELD, OHIO 












and 
‘Handy 
Ca; tons’’ 


Stronger 


TEELGRIP 


S Flexible Steel Belt Lacing 


This is the belt lacing that is coming 
up in sales, that is being adopted as 

mt by many of the 
pan nd largest plants for conveyor 
belts and wer belts. It is preferred 
where buying is carefully done for it is 
20% stronger. 


ARMSTRONG-BRAY & CO. 


310 Sheldon St., CHICAGO, U. S. A. 
Write for 
literature 
prices and 
territorial 
proposition 
















Transmission 
and Conveyor 
BELTS 
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Diehl Issues New Price List 
and Catalog 


@ A new simplified price-list and 
catalog, Number 35, has been is- 
sued by the Diehl Manufacturing 
Company, Elizabethport, New Jer- 
sye, manufacturer of motors, gen- 
erators and fans. Prices and de- 
scriptive data on the various prod- 
ucts of the company is provided in 
condensed form for quick and easy 
| reference. The new booklet con- 
tains 20 pages and is punched for 
insertion in a binder if desired. 





McPherson Successful on 
Tarpon Pilgrimage 





| 
|@ D. H. McPherson, vice-president 





of the Chas. A. Schieren Com- | 
| pany, New York City, recently | 
|made his annual tarpon fishing pil- | 
| grimage to the west coast of | 
| Florida, where he hooked nineteen | 
|of these gamey fish and landed | 


} 


eleven successfully. Two of the | 
| tarpon he caught weighed 100) 
| pounds each, two weighed 80) 


| pounds each and the smallest | 
| weighed 70 pounds. 





—_____ - 
Southern Meetings | 
Attract Interest 
(Continued from page 2 





325 MULTI-FLAME TORCH 





for all types of industrial work 


Surtaste for all kinds of work—heavy or 
light. The burner can be regulated to 
produce an enormous 10-inch blue flame 
or reduced to a small pointed flame for 
light soldering. Triple capacity pump. 
Steel vein liners. Especially efficient for 
work on copper tubing. 


Write for descriptive folder to the 


CLAYTON & LAMBERT Mc. Co. 


Detroit, Michigan 


Makers of World’s Largest Selling Firepots. 





3) | ADAPTABILITY PLUS!!! 





| that the situation was never better 
| than it is today. 
A nominating committee was ap- 
| pointed, consisting of George Win- 
ship, Fulton Supply Company, At- 
| lanta, Georgia; J. L. Pitts, Brown- 
|Roberts Hardware and Supply Com- 
| pany, Alexandria, 


Mr. and Mrs. Robert Black, Black 











and Decker Manufacturing Com- 
pany. 


Louisiana, and | 








PORTABLE MMA SRtNDER 


EASY TO SELL 





























The only Portable Electric Precision Grinder 
that fits any lathe and has a circumferentially 
adjustable Grinding Spindle which is quickly 
adjustable to any lathe center and can be 
locked and operated in any position with the 
grinding wheel on right or left side, front or 
rear of motor and is adaptable to any grind- 
ing job. 

An immediate market with a small stock investment 

and a good margin of profit on each sale with satis- 

fied customers which always means profits to ou. 


select distributor who has full protection in respec- 
tive territory. 


THE McGONEGAL MFG. CO. 
Box 149 RUTHERFORD, NEW JERSEY 


MILL SUPPLIES 








A Complete 
Line of 
Airfinishing 
Equipment 
For 

Distributors 






INCLUDING 
AIRBRUSHES, AIR- 
PAINTING UNITS, AIR- 
REGULATORS, STRIPERS, 
VENTILATING UNITS, ETC. 


Over thirty years experience in serving the 
industrial field—have established Paasche 
Equipment among the leaders. 


" ~~ f . 


if t- _ conf’ ING . 
a... - 





“ 


PAASCHE FIREPROOF VENTILATING UNIT 


Provides air circulation insuring health pro- 


tection in air finishing operations. Removes 
fumes, gases and odors from vats, ducts, and 
canopies. 
Write for prices, discounts and catalog 
full of hivonatioes to belp you sell. 


Mirbrush bo 








1902 Diversey Parkway Chicago 








Your customers need the 


security provided by 


JACKSON BELT 
FASTENERS... 


e They positively will not pull 
loose. ® Sell themselves owing to 
their practical simplicity. e Used by 
your customers wherever a depend- 
able heavy duty fastener is needed. 
© Recognized as the standard belt 
connection thruout the world. 


ISAAC JACKSON 


descriptive BELT FASTENER CO. 
literature? 18 VESEY ST., NEW YORK 
“BEWARE OF IMITATIONS”’ 


Do you have a 
full supply of 






JUNE 1935 


Antonio, Texas. 


| Final Executive Meeting 


| of officers, passage of a resolution | 


C. C. Krueger, San Antonio Ma- . 
chine and Supply Company, San 


The second and last executive 
session of the Southern Associa- 
tion was given over to the election | 


concurring in the dissolution of 
the Joint Merchandising Commit- 
tee and formation of the new In- 
dustrial Supply Research Bureau 
to take its place and favorable ac- | 


| tion on other resolutions. 


welder, also welding heavy steel 


| iron with Weldfast by 





Clinic Promotes 
Haseltine Welding 


(Continued from page 46) 





plates with same; arc welding 
cast iron by Gust Nyquist; | 
acetylene bronze welding on cast 
Malcolm 


Westover, Revere Brass and Cop- 


per Company; are welding, alumi- 
num, monel cutting by Sam. Cohn, 
Victor Welding Equipment Com- 
pany; Stoody hard surfacing rods 
by Ralph 8S. Beeler; fluxes by H. 


M. Yates, Antiborax Compound | 
Company; brazing nonferrous | 
metals with Sil-Fox by Victor 
Welding Equipment Company; 


chipping and grinding in prepara- 


| tion for welding by Harry Utter, 


| ecard. 


Independent Pneumatic Tool Com- 
pany, and brazing torches by C. 
W. Gooderham, Prest-O-Lite Divi- 
ion, Linde Air Products Company. 

Attendance at this clinic was by 
Approximately 1,000 came 
Oregon, Washington, Idaho 
and Northern California, including 
about a hundred railroad men who 
came in a body too fast for regis- 
tration to keep up. Over 700 were 
registered, and of these, 617 were 


from 


either welders or those from the 
industries directly interested in 
welding. 

Two thousand announcements 


were sent out with statements prior 
to the clinic. Stickers were em- 
ployed on shipping tags, invoices 
and pasted on shipments. Sales- 
men in the field promoted it. The 





| printed program was sent to the 


| | there, 


entire mailing list and owing to the 
popular interest side of welding, | 
considerable newspaper publicity 
was secured. 
In keeping the attendance inter- | 
ested and on the move after it got | 
Henry L. Ernstrom, sales | 


| Send in that initial 






HEREVER steam 

is used for 
heating, processing 
or generating, there 
are profitable sales 
opportunities for dis- 
tributors in new and 
replacement business 
on some of the many 
Lonergan steam spe- 
cialties. 
Lonergan power 
plant specialties are . 
known to engineers 
everywhere for their 
dependability. The 
largest industrial plants in the country, such 
as Ford Motor Co.,Bethlekem Steel, Bald- 
win Locomotive Works, DuPonts, ard thou- 
sands of others, large and small, are using 
these instruments with the best results. 

Use the “Lonergan Line” 
to increase your business 


Model ‘‘WT"’ 
Pop Safety Valve 





| Fae ree FO) 1 O7-0\ olen 


213 Race St., Phila., Pa. 


Shi Display Stand 
WILL SELL Signa/DRILLS 


Furnished free to 
distributors with an 
initial order, it is 
made to accommo- 
date two 1/4 inch 
and one ‘% inch 
drills. Signal Drills 
are ''going places"’; 
go along with them, 
and you'll enjoy a 
wider margin of 
profit. 


This stand is made 
of wood, finished 
in dark green, an 
attractive display 
fixture 3114 
inches high and 
10 inches wide. 








order now. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 


Offices in all principal cities. 
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id 


pede | i GIVE U5 AACE TO SAMO Ant mts HOME ek Ca 


The ATLAS is the 


LOGICAL CAR 
MOVER fo sell 
because 







It is built of materials care- 
fully selected for durability to 


assure your customers of sat- 
isfactory service. Strength and 
ruggedness are the basic prin- 
ciples of ATLAS construction. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 


2947 No. 30th Street 


MILWAUKEE, WIS. 
(FORMERLY LOCATED AT APPLETON, WIS.) 

















BOLTS NUTS SCREWS 


Continuously for 81 years 
we have been successfully 
making this one type of 
product. This experience 
is reflected in the product. 
Specify CLARK’S BOLTS— 
NUTS—SCREWS 


Made by 


CarxBeosRort (p 


Charles Street 
MILLDALE, CONN. 
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manager, demonstrated his ability 
as a showman, and Ralph Beeler, 
head of the welding department, 
was the horse he leaned on. It was 
Ralph who bore the brunt of the 
demcnstration work, and kept that 
important part of the program in 
action. In addition, Ernstrom had 
all of his twenty-odd salesmen in 
for the three days. Under his su- 
pervision, they were anywhere and 
everywhere, helping with the dem- 
onstrations and each with his spe- 
cific duties. In fact, all the way 
through it was an organization af- 
fair and a good one. 





Silver Anniversary 
Sales Drive 
(Continued from page 36) 





was mailed to the total list on 
April 1. This was in the na- 
ture of a 4-page silver and blue 
folder, the inside pages carrying 
institutional copy and photographs 
of the firm’s facilities. On the back 
page was printed a list of advan- 
tages to be gained through buying 
from this industrial distributor. 
The letter itself was a straight-for- 
ward solicitation of an anniversary 
order, with the “wish to celebrate 
through service to you” as the back- 
ground theme. 

Silver acknowledgment blanks 
with copy specially prepared were 
sent on receipt of every order dur- 
ing the anniversary week. 

The personal sales effort was co- 
ordinated with the direct-mail and 
a Silver Anniversary Contest 
among the salesmen was initiated. 
This contest extended from April 
1 to April 30. Twelve scoring col- 
umns were used to excite enthu- 
siasm in the contest and to give 


every salesman plenty of scoring | 


chances. Some of these columns in- 
cluded: Number of orders received ; 
number of different customers from 


whom orders were. recived; value | 
of orders in dollars and cents; or- 


| ders for special major items; va- 


riety of locations from which 
orders were received, new custom- 
ers and customers brought back. 

On all calls the salesmen dis- 


| tributed various kinds of anniver- 


sary souvenirs, such as_ paper 


| weights, ash trays, scratch pads, 


memorandum books, matches, home 
assortment nail boxes, and so forth. 


| Some of these souvenirs were do- 


nated through the cooperation of 


| the manufacturers of products sold 





EAGLE 
WELDED 
STEEL 
BENCH 
OILERS 


Designed for Mills, 
Mines, Foundrics, 
Manufacturing 
Plants and Gen- 
eral Mill Supply 











COMPLETE RANGE OF 
SIZES FOR EVERY 
POSSIBLE USE 


Mill supplies salesmen know that they can 
supply the correct size Eagle oiler. Here 
they are 
Capacity Length of Weight Per 
iamsbers Pints Spout inches Doz. Pounds 


1004 lg 
2006 Is 6 44 
2009 Is 9 44 
2012 'y 12 5% 
ann ‘3 
. > y 6 4 
3009 hs 9 5 \% 
sis hy 12 5% 
) % 4 5% 
4006 a4 6 5is 
4009 4 4 5% 
won F Hf 
500: 4 6) 
5006 1 6 6% 
5009 1 9 6% 
5012 1 12 7 


EAGLE MANUFACTURING co. 
Wellsburg, W. Va. 








Grobet Swiss Files 
A Profitable Line for Distributors 


There is little sales resistance in 
marketing a genuine article that 
has a world-wide reputation. To 
sell a so-called “just as good" 
imitation is sometimes an expen- 
sive experiment. 


The enterprising distributor sell- 
ing genuine Grobet Swiss Files 
will consistently do more busi- 
ness and make more profits than 
those handling inferior brands. 


Today more than 200 distribu- 
tors, including some of the oldest 
and biggest firms, are selling 
this long-established line of files. 
—They recognize Grobet leader- 
ship. 

Grobet File Corp. of Am. offers 
to the users of files a diversity 
of line absolutely unchallenged 
by any other file manufacturer. 





Complete Line: 


Grobet Swiss Precision Files, 3,500 
different shapes, sizes and cuts (almost 
twice as many as offered by the imi- 
tators of our products). 


Grobet Machine Files for Hartford, 
iMinois, LaPorte, Cochrane-Bly, Oliver, 
Thiel, Harvey Filing Machines. 

Grobet Curved Tooth Files. 

Grobet Rotary Files for flexible shaft 
equipmen:. 











Grobet File Corp. of America 
3 Park Place, New York City 











MILL SUPPLIES 





—— 





Get Our LOW 
PRICE on this 2”, 
10,000 Gal. Size 


JAEGER “SURE PRIME” 


PUMPS SELL FASTER.. 
23" —A"—6"—8” SIZES 


Beat competition, make money’ with 
America’s fastest selling line of compact, 


portable, sure priming centrifugals. Amaz- 


ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 





Once a SPECIALTY | 


Nowa STAPLE .. . 
DURA - STIX 


FIRE BRICK CEMENT 








Thru faithful, eco- 
nomical service 
in industry over a 
long period of 
years, Dura-Stix 
has qualified itself 
as a highly satisfac- 
tory staple item 
both with users and 
with distributors. 





Once a user tries it . . . or once the 
line is taken on by a distributor . . . 


IT STICKS. 


Broadened activities make some new | 


territories available. It will pay you to 


investigate. 


Keystone Refractories Co. 


Frederick Reisman, Pres. 


120 Liberty Street New York 
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by the Chandler-Boyd company. 
One of the important details of 
the campaign was a special letter 
sent to all the manufacturers from | 
[whom Chandler-Boyd buy, asking 
‘them for an anniversary order for 
| some supplies as an expression of 
their good-will and good wishes. 

A follow-up letter was sent to 
those who had not responded with 
an order during the anniversary | 
week and by means of the sales- 
men’s contest, their continued ef- 
fort kept the  business-building 
campaign moving at a brisk pace 
during the entire month of April. 

The reaction to the campaign was 
beneficial, constructive and inter- 
esting. It stimulated orders from | 
regular customers, gave a good-na- 
tured, sporting complexion to the 
whole intensive’ selling effort, 
brought inactive customers back | 
into the fold, and put a number of 
new names on the books. 

The unusual tone of the cam- 
paign had a favorable effect on the 
buyers, and undoubtedly much 
cumulative value will be built up 
| because of it. It is iust another 
proof that “it pays to ask for an} 
|order,” anniversary time, or any | 
| time. 
| 








Program for Elimination 
of Secrecy 
(Continued from page 17) 


| 





| than an idea. But I deny that | 
am | 


I am impractical. What I 
recommending is coming; it will | 
take time, but I foresee the | 


|day when business will be trans- | 
|acted according to the thought I | 
|have expressed. If you deny the 
| practicality of my suggestions, you 
are taking the position that busi- 
|ness must be continued on the basis 
|of chicanery and fraud; you are 
taking the position that honesty in| 
|business is impractical; you are| 
| taking the position that public wel- | 
| fare requires dishonesty, chicanery | 
jand fraud and unsound merchan- 
dising courses. 

| I dispute this, and I am sincere 
‘and I know I am right in stating 
that business need not be conducted 
| and should not be conducted on the | 
|present basis; that it can be con- | 
|ducted on a sound, honest, fair 
| basis. The man who asserts the 
‘contrary, I say, is wrong. 











Two Seasonable 
Items for Distributors 


ss 


LAWN ’ 
SPRINKLER x ee 


This sprinkler 

covers more 
area. . . is simple in de- 
sign . . . is made of 
heavy brass casting... 
vet it costs no more. 





Attractive and profitable business can be ots 
tained at this season by offering your cus- 
tomers these two Consolidated specialties 

lawn sprinklers and noz- 














Consolidated | Z/es- 
By using Consolidated's 
BRASS GOODS complete and_ reliable 
tor line of brass goods, you 
STEAM can profitably serve all 
WATER your customers’ require- 
AIR & GAS ments for this type of 
GASOLINE material. 
LAWN GOODS A highly _ satisfactory 
LUBRICATORS source of supply. Let us 
OIL & GREASE | prove it. Catalog and in- 
CUPS formation gladly sent 
without obligation. 
Hose 
Nozzle 


Throws more 
water—farther. 
Positive shut- 
ot. A machined 
casting. 


The CONSOLIDATED BRASS CO. 


Summit Avenue and the R. R. 
DETROIT, MICH. 











==DAGGE TT 
EASY RUNNING 
BALL BEARING 


Loose Pulleys 


Cut Maintenance Expense 





Sell Daggett Ball Bearing Pulleys 


for use with countershafts, friction 
clutches, mule stands, idlers and belt 
tighteners. They end loose pulley 
troubles and cut maintenance expense. 

You are looking for profitable lines 
to sell. Get details of the CHICAGO 
LINE of Daggett and other power 
transmission specialties. 


CHICAGO PULLEY & 
SHAFTING CO. 


19 N. Desplaines St. CHICAGO. Ill. 











13) 








132 


Index to Advertisers 





A 

Advance Car Mover Co. ...... 90 
Pe OM, «oo oc cava nieawaine 115 
OEE ere 58 
Aluminum Industries ........ 97 
American Saw Mfg. Co. ......110 
American Swiss File Co. ..... 92 
Appleton-Atlas Car Mover 

a a ae 130 


Armstrong-Blum Mfg. Co. 88 & 89 


Armstrong-Bray Co. ........ 128 
Armstrong Bros. Tool Co. .... 73 
B 
eee 101 


Beaver Pipe Tools............ 

ee Inside Front Cover 
Belmont Packing & Rubber Co. 76 
Bond Foundry & Machine Co. 86 
Boston Woven Hose Co. 


sR React 65, 66, 67 & 68 
a fa S, . ee 126 
Brown & Sharpe Mfg. Co. .... 98 
Bunting Brass & Bronze Co. 87 

C 
Carborundum Co., The........ 47 
ol gO eee 116 
Re ig oars sw ahaie nlae 93 


Chicago Eye Shield Co. ....... 126 
Chicago Pulley & Shafting Co. 131 


Chicago Rawhide Co. ........ 78 
Clark Bros. Bolt Co. ..... .130 
Clayton & Lambert Mfg. Co. 128 
Clements Mfg. Co. .......... 122 
Cleveland File Co. ........... 105 
Cling Surface Co. ........... 127 
Clipper Belt Lacer Co. ....... 41 
Cee meee GA. éscccdevees 51 
Cotame Hoist Co. ..iccccccocs 60 
Consolidated Brass Co. ....... 131 
D 
ge a 84 


Dayton Rubber Co. .......... 
Oo , ae 45 
Deming Mfe. Co. .......ccce- 127 
Desmond Stephan Mfg. Co. ... 80 
Disston & Sons Inc., Henry...117 
Dixon Crucible Co., Joseph.... 55 
Dodge Mfg. Corp. ........ 4&5 
Donnelley & Sons Co., 


Dumore Company ........... 106 
E 
ee 130 
Electric Soldering fron Co. ...122 
F 

Factory Management & Mainte- 
NE citar o 8 danny breed 
Fairbanks Co., The............ 108 
G 
Gardiner Metal Co. .......... 126 
a 75 
Greenfield Tap & Die Corp. ...103 
Grobet File Corp. of America. .130 








H 
i ee er 122 
Heller Brothers Co. .......... 112 
Peettriees Mire. CO. 2c ccccccies 124. 
Hewitt Rubber Corp. ......... 49 
Holo-Krome Screw Corp. ..... 
cua wa with dati aee Front Cover 
Hygrade Sylvania Corp....... 3 
I 
Imperial Brass Mfg. Co. ...... 111 
Independent Pneumatic Tool - 
Indianapolis “Brush & Broom 
“SR i ee ese 72 
Ingersoll- SS ae 81 
Ingersoll Steel & Disc Co. .... 92 
J 
Jackson Belt Fastener Co., 
OEE Re eres 129 
Jaeger Machine Co. .......... 131 
NE I oc ve cececwcnanls 77 
Johnson Bronze Co. .......... 83 
K 
Kennedy Valve Mfg. Co. ..... 125 
Keystone Refractories ...... 131 
L 
2) 3 Se eee 10 
Loner@an Co., J. Bi... ccccccce 129 
Lunkenheimer Co. ........... 54 
M 
McGonegal Mfg. Co. ........ 128 
Manhattan Rubber Mfg. Divi- 
sion of Raybestos Manhattan, - 
eens aa Mfg. & Belting Co. : : "124 
Mark Co., Clayton............ 113 
Maurey Mfg. Rr 82 
DN CE Es wks ce cases es 91 
Millers Falls Co. ...........- 100 


Milwaukee Brush Mfg. Co. ... 62 
Minnesota Mining & Mfg. Co. 99 
Morse Twist Drill & Machine 7 

Co. Trrerrrreree ee ee ee ee t 


National Twist Drill & Tool 


RC ee ane he re a von Ok ae 719 
Nicholson File Co. ........... 95 
oO 
Osborn Mfg. Co. ....... 34 & 35 
Oster-Williams Mfg. Co. ..... 121 
Ottemiller Co., Wm. H. ...... 124 





P 
Paasche Airbrush Co. ....... 129 
Pewee Ce., CORR. 22k cceses 84 
Parker-Kalon MN. s civacnieceane 39 
6 ee 71 
R 
Republic Rubber Co. ......... 37 
Republic Steel Corp. ......... 7 
ye 8 ee ere 74 
Robbins & Myers, Inc. ....... 128 
Reper Corp., Geo. D. ........ 118 
S 
Safety Belt Lacer Co. ....... 125 
Schieren Co., Charles A. ..... 82 
Sherman Mfg. Co., H. B. ....122 
Signal Electric Mfg. Co. ..... 129 
Simonds Saw & Steel Co. ..... 64 
I EES ng acces wals-k need 3 
Standard Electrical Tool Co. ..120 
Standard Pressed Steel Co. ... 70 
Stemmers Taek Ce. ccc. cccce 121 
Stanley Electric Tool Division 
(Stanley Works) ......... 3 
hl 56 
Sevens B Ge. We As occ vwcsas 124 
T 
Taylor Chain Co., S. G. ...... 116 
Thermoid Rubber Co. ........ 
Toledo Pipe Threading Machine 
ee Spee piv 5) ne 
Trimont De. GH wndowaan ccs 107 
U 
U. S. Electrical Tool Co., The. .102 
Upson Nut Division.......... 57 
Upson-Walton Co. ........... 104 
V 


Victor Saw Works....Back Cover 
Vincent Steel Process Co. .. 90 


Ww 
Watson-Stillman Co. ........ 86 
Ee OS Seer 126 
Wickwire-Spencer Steel Co. ... 2 
Williams Co., J ‘rear cea 61 
) 2 ee 123 
Wood Shovel & Tool Co. ...... 59 
Wood’s Sons Co.,-T. B. ....... 109 
Worthington Pump & Ma- 
GUNES CHER. siscwcosicccs 120 
Y 
Yale & Towne Mfg. Co. ...... 52 


MILL SUPPLIES 

















“WE ARE STANDARDIZING ON 


“TATEMENTS such as this come from 
/ production managers in literally thou- 
sands of industrial plants. This means that 
wherever power transmission is used, there 
is a market for Dayton V-Belt Drives. 

In addition, these drives are used as orig- 
inal equipment by leading manufacturers 
of large and small machinery . on such 
products as machine tools, compressors, 
fans, blowers, pumps, refrigeration and air 
conditioning equipment. Therefore, prac- 
tically every industrial plant and every 
user of the hundreds of thousands of ma- 
chines originally equipped with Dayton 
V-Belts and Drives are prospects for re- 
placement V-Belts. 

This is a big ready-made market for you 

a market that is thoroughly covered by 
full page advertisements in leading trade 


publications. These magazines reach 
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executives in every important industry. 

Dayton offers the following complete 
line of V-Belts and Drives to service this 
market: 

1. Dayton Cog-Belt Drives, including 
pulleys, up to 1,000 h.p. 

2. Dayton Cog-Belts with Day-Steel Pul- 
leys for drives up to 10 h.p. Made with 1 
to 6 grooves. From 30% to 50% lower in 
price. 

3. Standardized Fractional Horse Power 
Drives for any fractional horse power, any 
speed ratio, and any center distance. 


{. Dayton V-Flat Drives for use wher- 














ever large Speed Ratios and very short cen 
ters are involved a complete range of 
sizes up to 300 h.p. and more. 

But why not get all the facts? Let us 
show you how you can make more money 
with the Dayton line . . . in new business 
and replacements. Write for complete in 
formation. 

e 
THE DAYTON RUBBER MEG. CO. 
Dayton, Ohio 


The World's largest Manufacturer of V-Belts, 
Manufacturers also of Dayton Fan Belts, Daytou 
Red Tube Radiator Hose, and the famous Dayton 
Thorobred Tires and Tubes. 

















SENSATION OF THE 
METAL CUTTING 
INDUSTRY 





MOLYBDENUM HACK SAWS k 


a . Heavy Duty Extra Value 


ie nA @ 16) 9.0 Me 10):1 Ce 1 
Middletown, N Y 
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